


























1942 World Perspective Section—Pages 12 to 27 
Rulings Further Clarify Points on New Excise 
Taxes—28  +« Today’s Opportunities to Sell 
Loose Leaf Systems and Supplies—30 «+ Allo- 
cations Supplanting Priorities—33 °¢ Monthly 
Profit and Loss Analysis More Important Than 
Ever—34 Defense and Furniture Sales—42 

















AN IMPORTANT MESSAGE 
TO WEBSTER DEALERS 


An annual letter from MR. G. F. MALCOLM 
Vice-President of the F.5. WEBSTER COMPANY 


N the opinion of many people in a position to know, 

the coming year is going to bring tremendous 
changes from top to bottom of our economic system. 
The defense program will demand sacrifices from all 
of us. It will reach into our homes and into our busi- 
nesses, bringing changes undreamed of, even six short 
months ago. We as business men as well as Americans 
must be prepared for these changes. We must look 
ahead frankly and honestly. 

What are our assets in this business in which we are 
engaged together? Surprisingly, imported tissues used 
in the manufacture of Webster’s top quality carbon 
papers are coming through as usual and no shortage is 
expected. We have made progress in the eye-appeal of 
our carbon paper products by re-packaging the entire 
Webster line. A new system of related numbers for 
easier identification has been put into practice. Our 
advertising and merchandising service have been ex- 
panded and improved. 

But beyond these physical things, another year has 
added to the friendly confidence which has always ex- 


isted between you and ourselves. We have done busi- 


ness together profitably and with mutual trust. This is 
our greatest asset. 

What of the other side of the ledger — the liability 
side? Some shortages in materials do exist. We have 
just taken our fluid typewriter cleaner off the market 
because its base material has been requisitioned by the 
government. Metals, domestic paper, and color con- 
centrates are becoming more limited in’ quantity. 
\lready definite shortages have occurred in cardboard 
for boxing. Thus as the months pass by, it may be that 
there will be times when we won't be able to give you 
exactly what you want when you want it. 

However, we want you to know this. The Webster 
Company has taken every step possible to safeguard 
your interests as well as our own. Prompt deliveries on 
most regular lines will continue through our nation- 
wide system of warehouses and branch offices. 

Because we have been in business so many years 
together, | know you will understand if delays or in- 
conveniences should oecur. And [T look forward, with 
warm pleasure, to many more years of friendship and 


pleasant business relations with all of you. 


May I wish you a profitable New Year? 


vice-president and general mgr. 


A LTTE NNN ee: ee mmmmmmmmmmmm 





r.S. WEBSTER COMPANY 


13 AMHERST STREET 
CAMBRIDGE, MASS. 





{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a Clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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ADVERTISEMENTS 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
customers. They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal. 
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Acco Products, Inc. 93 
Acme Visible Records, Inc. 137 
Addo Machine Co., Ince.............125 
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Elliott-Fisher Back Cover 
Esterbrook Pen Co., The 146 
Ezykept Co. 163 
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Globe-Wernicke Co., The 95, 
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Indiana Desk Co. 
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Ink Specialties Co., Inc. 


J 
Jasper Chair Co. 
Jasper Desk Co. 
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Jasper Seating Co. 
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Keen Mfg. Co., Inc. 
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Kilian Mfg. Corp. 
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144 Leopold Co, 
152 

M 
Manifold Supplies Co. 
Markilo Co. 
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Mashek, Frank, & Co. 
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71 Murphy Chair Co. 
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(/THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
various commissions 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 


In the execution 


this bureau calls upon 


desirable 


S. A. lines, and in many 


turers, 
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Photo Materials Co . me 
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GL, 0 Se eee 159 
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St. Johns Table Co. 133 

Schwab Safe Co., The 152 


Sengbusch S. Cl. Inkstand Co.....94 


Service Industries, Inc. . -----1 60 
Shaw-Walker Co. . Scaitieta aa 
Sheaffer, W. A., Pen Co. ...107 
Sheppard, C. E., Co. 106 
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Technygraph, The 158 
Toledo Metal Furniture Co. 114 
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Elliott Fisher 


Back Cover 


Underwood 


Union Rubber & Asbestos Co...159 
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Co. 141 
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Van Dyke Industries 72 
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Welch, W. W., Co. 87 
Y 
Yawman and Erbe Mfg. Co 91 





For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
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Adding Machines 
Addo Machine Co., Inc. 125 
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Amer. Writing Machine Co 80, 83 


Friden Calculating Mach. Co., Inc...132 
Monroe Calculating Machine Co 111 


Remington Rand Ine 115 

Sundstrand Back Cover 
Adding Machines, Rebuilt & Used 

Shipman-Ward Mfg. Co. 156 


Adding Typewriters 


Underwood Elliott Fisher....Back Cover 


Adhesives 
(See Inks, Adhesives, etc.) 


Air Circulators 
Welch, W. W., Co . 87 


Arch and Clip Board Files 


Cushman & Denison Mfg. Co 161 
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Kilian Mfg. Corp 145 
Banker's Note Cases 
Art Steel Co e-neee4, 85 


Cole Steel Equipment Co. 104 


General Fireproofing Co., The 64, 65 

Globe-Wernicke Co., The 95. 123 

Victor Safe & Equip. Co 82 
Billing Machines 

Remington Rand Ine 115 


Underwood Elliott Fisher....Back Cover 
Binders, Catalogue and Periodical 
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National Blank Book Co 159 
Sheppard, The C. E., Co 106 


Binders, Permanent Storage 


Bankers Box Co paieees: Oe 
Sheppard, The C. E., Co. 106 
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Bankers Box Co 81 
Blank Books 
National Blank Book Co. 159 
Rockwell-Barnes Co ; 68 
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All-Steel-Equip Co &8 
Anderson-Hickey Co 161 
Art Metal Construction Co 99 
Art Steel Co " .84, 85 
Browne-Morse Co 162 
Cole Steel Equipment Co 104 
Columbia Steel Equip. Co 139 


Corry-Jamestown Mfg. Corp 108 
General Fireproofing Co., The....64, 65 


Globe-Wernicke Co., The 95, 123 
Peerless Steel Equip. Co 143 
Pronto File Corp 104, 112 
Shaw-Walker Co 73 
Yawman and Erbe Mfg. Co 91 
Bond Boxes 
Art Steel Co 84, 85 
General Fireproofing Co., The. 64, 65 
Globe-Wernicke Co., The 95, 123 
Book Cases 
Art Metal Construction Co 99 
Browne-Morse Co 162 


Corry-Jamestown Mfg. Corp 108 


General Fireproofing Co., The..64, 65 


Globe-Wernicke Co., The 95, 123 
Michigan Desk Co 100 
Peerless Steel Equip. Co 143 
Shaw-Walker Co 73 
Wabash Cabinet Co., Inc., The 118 
Weis Mfg. Co 7. 6 7.8 
Yawman and Erbe Mfg. Co 91 


Bookkeeping Machines 
Underwood Elliott Fisher 


Box Letter Files 


Back Cover 


Art Steel Co 84, 85 
Cole Steel Equipment Co 104 
Globe-Wernicke Co., The 95, 123 
Rockwell-Barnes Co 68 
Weis Mfg. Co 75. 6. 7. 8 
Brief and Zipper Cases 
Mashek, Frank, & Co 153 
National Brief Case Mfg. Co 150 


Sheppard, The C. E., Co.. 106 


obligation. 
Calculating Devices Copyholders 
Meilicke Systems, Ine....... , 160 Acco Products, Inc 93 
Shipman-Ward Mfg. Co 156 CopyRight Mfg. Corp 130 
Calculating Machines Dawn Mfg. Corp., The. 156 
Addo Machine Co., Inc 125 Shipman-Ward Mfg. Co 156 
Allen-Wales Add. Mach. Co...... 161 Costumers 
Friden Calculating Mach. Co., Inc...132 Fair Furniture Co 14 
Monroe Calculating Machine Co. lll Globe-Wernicke Co., The 95, 123 
Sundstrand Back Cover Peerless Steel Equip. Co 143 
Calculating Machines, Used Shaw-Walker Co she 
Shipman-Ward Mfg. Co 156 Cushions and Pads, Chair 
Calendar Pads & Stands Bickett, L. M., Co 156 
Fox, George E., & Co 152 Fair Furniture Co 144 
Fox, George E., & Co 152 
Carbon Papers Polar Mfg. Co .. 98 
(See Ribbons and Carbons) Shipman-Ward Mfg. Co 156 
Card Index Boxes and Trays Sun Rubber Co 155 
Steel-E » Co 38 . 
Pr ‘Seaee Co. ra °° Cuspider Mats 
: rt hp ‘ Se ial Polar Mfg. Co 98 
Art Steel Co as ae 
Bentson Mfg. Co ici Dating Stamps : 
Cole Steel Equipment Co 104 Amer. Number, Mach, Co 161 
Columbia Steel Equip. Co...... 139 Melind, Louis, Co 41 
Corry-Jamestown Mfg. Corp 108 Meyer & Wenthe, Inc 184 
General Fireproofing Co., The....64, 65 Rivet-O Mfg. Co 159 
Globe-Wernicke Co., The 95, 123 Desk Bumpers 
Guide System and Supply Co 116. Fox. George E., & Co 152 
Imperial Methods Co. 127 Polar Mfg. Co. 98 
Metal Office Furniture Co 164 Desk Lamps 
Peerless Steel Equip, Co. 143 Dawn Mfg. Corp 156 
Pronto File Corp 104, 112 Midwest Naturlite 105 
Shaw-Walker Co 78 Stewart-Luhn Co enveseee 54 
Warshaw Mfg. Co 156 Van Dyke Industries 72 
Weis Mfg. Co 7. €:35°3 
Yawman and Erbe Mfg. Co 91 Desk Pads & Tops ‘ 
Aigner, G. J., Co 160 
Cash Boxes Fair Furniture Co i44 
Art Steel Co 84, 85 Fox, George B., & Co 152 
Cole Steel Equipment Co 104 Polar Mfg. Co 98 
General Fireproofing Co., The....64, 65 Desk Pending-Letters Holders 
Cash Tills Acco Products, Ine 93 
Indiana Cash Drawer Co 90 Desk Pen & Ink Sets 
Casters, Caster Bearings, Slides Morris, Bert M., Co 86 
Bassick Co 103 Sengbush Self-Cl. Inkstand Co 94 
Darnell Corp 159 Sheaffer, W. A., Pen Co 107 
Kilian Mfg. Corp 145 Desk Trays 
Celluloid Envelopes Aigner, G. J., Co 160 
(See Envelopes, Celluloid) Art Metal Construction Co 99 
Chair Irons Art Steel Co. . 84, 8 
Bassick Co 103 Automatic File & Index Co 120 
jolens Products Co 110 Cole Steel Equipment vo 104 
Collier-Keyworth Co 136 Corry-Jamestown Mfg. Corp 108 
; Fox, George E., & Co 152 
Chair Mats - General Fireproofing Co., The....64, 65 
Bickett, L, M., Co 156 Globe-Wernicke Co., The 95, 123 
Polar Mfg. Co 98 Imperial Methods Co 127 
Chairs, Office Peerless Steel Equip. Co 143 
Bright Chair Co 154 Shaw-Walker Co 73 
Cramer Posture Chair Co. 160 Weis Mfg. Co a ee 
Domore Chair Co., Inc pane 119 Yawman and Erbe Mfg. Co 91 
Ehrlich Upholstery Works 133 Desk Work Distributors 
General Fireproofing Co., The....64, 65 Art Steel Co Q4 85 
Gunlocke, The W. H., Chair Co. 140 Bristow, Stanley R 160 
Harter Corp < 96 Cole Steel Equipment Co 104 
High Point Bending & Chair Co.....152 Globe-Wernicke Co., The 95 23 
Jasper Chair Co 4 128 Polar Mfg. Co 98 
Jasper Seating Co 150 Victor Safe & Equip. Co 82 
Metal Office Furniture Co 164 Weis Mfg. Co 75 6.7.8 
Michigan Desk Co 100 
Murphy Chair Co. 137 Desks ; 
New Indiana Chair Co 144 Art Metal Construction Co _ 
Niemann, Ine 126 Art Steel Co. 84, * 
Shaw-Walker Co 73 Automatic File & Index Co 120 
Sikes Co., Inc., The 131 sentson Mfg. Co 150 
Sturgis Posture Chair Co 149 Browne-Morse Co. 163 
Toledo Metal Furn. Ca “114 Columbia Steel Equipment Co 139 
Corry-Jamestown Mfg. Corp 108 
Chairs (Posture) General Fireproofing Co., The...64, 65 
Bright Chair Co 154 Globe-Wernicke Co.. The 95. 123 
Cramer Posture Chair Co 160 Imperial Desk Co 71 
Domore Chair Co., Inc 119 Indiana Desk Co 144 
General Fireproofing Co., The....64, 65 Jasper Desk Co a9 
Gunlocke, The W. H., Chair Co....140 Jasper Office Furn. Co 150 
Harter Corp ve Leopold Co 136 
High Point Bending & Chair Co.....152 Metal Office Furniture Co 164 
Jasper Chair Co 128 Michigan Desk Co 100 
Jasper Seating Co 150 Peerless Steel Equip. Co 143 
Murphy Chair Co 137 Shaw-Walker Co 73 
Shaw-Walker Co wnnee 18 Sloane, W. & J 113 
Sikes Co., Ine., The 13 Victor Safe & Equip. Co x2 
Sturgis Posture Chair Co 149 Yawman and Erbe Mfg. Co 91 
Seece Metal Fue. Co une Dietating Machines 
Check Signers, Writers and Protectors Dictaphone Corp 109 
Jelte ‘% 156 
Png "Ses "Metal . Dictating Machines, Used M 
Davien Sianeli Wests 163 Shipman-Ward Mfg. Co 156 
Meyer & Wenthe, Inc 134 Dietating Machine Records 
Clip Boards Standard Record Co — 
See Arch and Clip Board Files) Duplicating Machines & Supplies 
Coin Bags, Trays and Wrappers Amer. Writing Machine Co. 80, 83 
Art Steel Co 84, 85 Columbia Ribbon & Carbon Mfg. 
Downey, C. L., Co 162 Co. 70 


Dick, A. B., Co. 
Harding, Milo, Co. 
Heyer Corporation, The 
Ink Specialties Co. 
Keen Mfg. Co., Ine. - 
Manifold Supplies Co.................. 
Mimeograph, The ..... 

Mittag & Volger, Inc 
Rex-O-Graph, Inc. 

Ross Laboratories ; 
Shipman-Ward Mfg. Co. 
Smith, L. C., & Corona Typwr. 








Speed-O-Print Corp. 147, 148 

Technygraph, The siincitnintessee 

Victor Safe & Equipment Co 82 
Duplicating Machines, Used 

Shipman-Ward Mfg. Co....................156 
Envelope Openers 

(See Letter Openers) 
Envelope Sealers 

Multipost Co., Inc i es 151 
Envelope Sealer-Cancellers 

Multipost Co., Ine............ ame | 
Envelopes 

Globe-Wernicke Co., The 95, 123 

Quality Park Envelope Co............. 92 
Envelopes, Celluloid 

Markilo Co 159 

Veit Mfg. Co = a-+-+- 62 
Eradicators, Ink 

Carter's Ink Co., The P 121 

Heyer Corp., The 165 
Erasers, Rubber 

Blaisdell Pencil Co. .................ccccccss 151 
Eyelets & Eyelet Fasteners 

Rivet-O Mfg. Co. hesitate 159 
File Boxes, Collapsible Corrugated 

Bankers Box Co........ soneies est 

Barkley, C. L., & Co. ...142, 146 


Globe-Wernicke Co., The 95, 123 

Guide System & Supply Co........ 116 

Oxford Filing Supply Co. vowed 85 

Pronto File Corp...... 104, 112 

Weis Mfg. Co.......... 75, 6, 7, 8 
File Boxes, Metal 

All-Steel-Equip. Co, eae XN 


Art Metal Construction Co................. 99 
Art Steel Co. aie 84, 85 
Cole Steel Equipment Co................. 104 


Corry-Jamestown Mfg. 
Globe-Wernicke Co., The 
Peerless Steel Equip. Co. 
Pronto File Corp.. 
Rockwell-Barnes Co. 
Shaw-Walker Co. 
Victor Safe & Equip. Co 
Weis Mfg. Co.. 

Filing Cabinet Ball & Roller Bearings 





Kilian Mfg. Corp ~~ 145 
Filing Cabinets, Insulated 
Mosler Safe Co., The nin ie 
Shaw-Walker (Co............... saan Oe 
Victor Safe & Equip. Co. 2 
Filing Cabinets, Metal 
All-Steel-Equip, Co 88 
Anderson-Hickey Co. 161 
Art Metal Construction Co -e 99 
Art Steel Co. 84, 85 
Automatic File & Index Co 120 
Bentson Mfg. Co 150 
Browne-Morse Co. . a 162 
Cole Steel Equipment Co. 104 
Columbia Steel Equip, Co oon ABO 
Corry-Jamestown Mfg. Corp.............108 
General Fireproofing Co., The....64, 65 


Globe-Wernicke Co., The 95, 123 
Metal Office Furn. Co =a 164 
Peerless Steel Equip, Co........ <1 43 





Pronto File Corp 194, 112 
Remington Rand Ine nisitnie 
Shaw-Walker Co. nes Oe 
Victor Safe & Equip. Co. 82 
Yawman and Erbe Mfg. Co. 91 


Filing Cabinets, Wood 
Globe-Wernicke Co., The 95, 123 


Imperial Methods Co. 1 27 
Weis Mfg. Co 75, 6, 7, 8 
Yawman and Erbe Mfg. Co . . 91 
Filing Supplies 
Acco Products, Inc uw Oe 
Aigner, G. J., Co eo 60 
Art Metal Construction Co. --- 99 
Barkley, C. L., & Co 142, 146 
Browne-Morse Co 162 


Corry-Jamestown Mfg. Coprp.............108 


THE CLASSIFICATIONS 


(Continued on page 6) 





THE CLASSIFICATIONS 


(Continued from page ) 
Daco Card & Index Cs 1’ 
Fireproofing Co 
The y 


Bupply Co 


General 
Gilobe-Wernicke 
Guide System & 
Imperial Methods (< 127 
Metal Office Furn, (¢ 164 
Oxford Filing Supply Co 

Pronto File 
Quality Park Envelope 
Rockwell-Barnes Co Hs 
Shaw-Walker ( 
Veit Mfg 
Victor Safe & Equip. ( 
Wabash Cabinet (Ce Ine l 
Warshaw Mfg. Co 1 fi 
Wels Mfg. Co ( m4 
Yawman and Erbe Mfg. Co v1 


to 





Corp 


Tables 
Metal 


Filing 
Toledo 


Furniture ¢ sit 


Pads 


Products Co 


Finger 
Speed 


Folders (See Filing Sup 


Fountain Pens 
Carter's Ink Co he 121 
Esterbrook Pen Co i 
Kerr, W. K Pen Co ) 
Sheaffer, W \ 
Gummed Cloth Ring 
Graff, Geo. B a 
Warshaw Mfg. Ce ( 
Gummed Tape 
Industrial Tape Cor} 
ling Machines 
Mix. ¢ ‘ 
Record 


Tape 


Specialtic 


Gummed 
Metal 








income Tax and Payroll 
Kzykept Co 

index Card Signals 
Cook, H, ¢ Co 10 
Graff, Geo, B., x l 
Victor Safe & 


index Tabs 
Aigner, G J Co 
Karkley, ¢ ! « ‘ 
Globe-Wernicke Co The 
Guide System & Sup ‘ 1 
Markilo 
Melind, Louls, Co 
Shaw-Walker Co 
Sheppard, The ¢ 
Products Co 
Mfg. Co 
Safe & Equ 
Adhesives, Ete 
Ink Co The 
Continental Ink Co t 
Welt rad, ¢ 
Higgins Ink Co Ir 
Ink Specialties ¢ rT} 
Melind, I 
Rivet-O Mfg. Co " 
Sheaffs W \ 
Rubber & Asbe ‘ ’ 


Speed 

Veit 

Victor 
inks, 


Carter 6s 


Harriman 


ouls 


LU nior 
Inkstands 

Cushman & 

Sengbusch Self-C) 
Labels 

Imperial Methoyls ( 

Oxford Filing Dp 

Warshaw Mfg. Co 156 
& Vault 





Ladders, Library, Store 
Cottermar a 
Leads for Mechanical Pencils 
Rite-Rite Mfg Co 162 
Sheaffer, W. A., Pen ( 107 
Leather Goods 
Mashek Frank, & ¢ 
Nat'l Brief Case Mfg. ¢ 
Leather Upholstered Furniture 
Bright Chair Ce 
Ehrlich Upholstery Work 
Gunlocke, The W. H., ¢ ( 
lasper Chair Cx 
New Indiana Chair ( 
N emant Ir 12 
Letter Openers 
Multipost ¢ 


Letter Trays (See Desk 


Library Equipment 
Art Metal Cor 


4 Steel Co si 8 





lamestown Mf ( 108 
al 4} 
Wernicke Co I 12 
Peerless Steel Equip. | 13 
Walker C¢ 
Yawmar Erbe Mfe i 
Lockers and Storage Cabinets 
All-Steel 
Anderson 
Art Metal 
Art 
Rrowne-Morse Co 


Corry-Jan 


ireproofing ¢ i, € 


Shaw 


and 


Equip. ¢ gx 
Hickey ( 
Constru ( 


Steel Co x4 my 


General Fireproofing ¢ r 


Globe 


Metal 
Pronto 


Office 
File 
Walker 
and 


Furn 
Corp 
Co 

Erbe 


Shaw 
Yawman Mfg. ¢ ) 
Loose Leaf Books & Systems 

Aigner, G J Co 
Blank Book Co 
The ( t Co i 


Celluloid 


National 
Sheppard 
Loose Leaf Sheet Covers 
Markilo Co 
Leaf Metals and Devices 
The ¢ i] i 


Loose 


Sheppard 


Mail Distributors 
Bristow, St 
Cole 
Gilohe 
Victor 

Map Tacks 
Graff 
Moore 


anley K 
Steel Equipi 
Wernicke Co 
Safe & | 


George 

Push-Pin Co 

Matched Office Suites 
Art Metal ¢ 
General Fireproofing Co I 
Globe-Wernicke Co rhe 
Leopold Co 

Walker ¢ 

Sloane, W. & J 





omatructi« 


Shaw 


Memorandum Books 
National Blank Book Co 
Kockwell- Barnes Co 

Devices 

inley KR 


Memorandum 
Sristow SI 

Mending Tape 
Industrial 
Warshaw 


Metal 
Dayton 


Meyer & 


Tape Corp 

Mfrs Co 

Cheeks, Tokens, 
Works 
Wenthe, Ir 


Badges, Ete 


Stencil 


Moisteners 
Metal 
Kivet-O 


Sengbusch 


Specialties Mf ( ‘ 
Mfg. Co 
Self-Cl 


Numbering Machines 


Inkstand ¢ 


Amer. Nun 
Melind, Louis, Co 
Roberts Numbering 





Mac ‘ 


Office Partitions and Railings 
Globe-Wernicke C¢ Ihe 


Pads, Figuring 
Mohawk Tablet ¢ 
National Blank 
Rockwell- Barnes Co 

Paper 
haton Paper Corp 
Rockwell Ba 

Paper Clamps 
Acco Product 
Cushman & 
histerbrook 

Paper Clips 
Acco Products, Ine 
(ook iW ‘ cr 
Cushman & 
(iraff, Geo. B., Co 
Vail 

Paper 
Hote 
Speed 
Vi ' 

Past 

Pencil Sharpeners 
Graff, Geo. B a 

Pencils, Mechanical 
Carter Ink C% The 
Rite-Rite Mf Co 
Sheaffer, W \ Pen 

Pencils, Paper Wound 
Blaisdell Pencil Co 

Pencils, Stylo Ink 
Inkograph Company I 

Pencils, Wood Cased Lead 
Blaisdell Pencil Co 

Penholders 
Naterbrook Pen ( 

Sengbuseh Self-Cl Ink ‘ 

Picture Hooks 
Moore Push-Pin Co 

Pins and Pin Containers 
Vail Mfg. ¢ 

Platens, Typewriter 
Amer. Writing Mact ‘ x0, 8 
Ames Supply Co 
Shipman-Ward Mfe (« 

Postal Seales 
iF son oS e 
Masco Cor 149 
Pelor Mfg. Cx 
Shipman-Ward 


Triner Seale & 


Denison Mfg. ¢ 
Manufacturing Co 
Fastening Machines 
ikiss Sales Co 
Products Co 
Safe & 


See Ink 


Equip. ¢ 
Achhe h 


Mfg. ¢ 
Mfg. ¢ 
Presentation Covers 
Oxford Filing Supply ¢ 
Publishers 
British Stationer Expor r 
Punches 
Aceo Prod s I 
Globe-Wernicke Co... The 
Metal Mfg ¢ ‘ 
National Book ¢ 
Push Pins 
Moore Push-Pin ¢ 


Special 


Blank 


Ribbons and Carbons 


tillen & Co 
\ilied Carbon & Ribbon Co 
Ame Writing Machine Co 
Ame Supply Co 
( ers Ink Co,, The 
( Mie Corp 
( nbia R. & ¢ Mfg. 
Manifold Supplies ¢ 
Mi e & Volger, lh 
] Proce Di I 
0 Town Rib. & Cart ( 
J Carb. & Kib. Mf 
V t Key-Imperial Mfg 
y Process { 
Re gion Rand Inc 
i lypewriter Co., In 
in-Ward Mfg. Co 
. ry « & Corona Tw 
Hi. M «% 
ood Elliott Fist 
S. Typewriter Ribbor 
\ F. 8., ( 
Rubber Stamps 
Melind, Louis, Co 
Meyer & We e, li 
Safes 
\ Mie ( onstruc " 
Kt ’ Ir 
‘; | yf ¥ ‘ 
( We ke (¢ Phe 
i k Steel Safe ¢ 
M Safe C¢ lhe 
K m Rand Ir 
> ib Safe Co The 
Shaw-Walker Co 
\ Safe & KLquipmer 
’ n and Er Mfg. ¢ 
Scrapbooks 
Globe-W icke ¢ lhe 
Seeretary Desks 
\ M i ¢ ictio ‘ 
(; eral Firepr ne Co Mm 
‘} Werni (‘o The 
I Stee Equip. ¢ 
s Walk Co 
WW Ca ( Ir 
Shelving 
\ ‘ Equity ar 
\r Metal Cor ( 
A Morse Co 
( Jame y Mr ‘ 
q 1 Fir flr ‘ 
(j Wernicke Ce I 
_ Walker Co 
Sorting Devices 
I ¥, Star R 
Stamp Affixers, Postage 
M x Co In 
Stamp Pads 
‘ el Ink C« I 
Vl Lo rT 
M & W t I 
Proc ‘ 
K OM Co 
Rockw Ka 
\ Safe & Equip. ¢ 








Stands for Office 


Staple 


Staples and 


{ 


Extractors 


Stapling Machines 


Machines 


Mr 





H k s ‘ 
M S alties Mf ‘ 
_ ro ( 
\ Manufa ( 
Stencils, Brass 
Dayt Ster Work 
Stenographer’s Note Books 
N Blank Book ¢ 
Rn * Barnes (¢ 
Stools 
H Cory 
Ml 1 Co 
1 | F 
Storage and Transfer Cases 
\ Ste Equily ( 
‘ M ( ( 
\ Ss a 
k Box { 
I h ( I & ( 
BR m Mfg. ¢ 
Morse ( 
( ~ Eq é ( 
( a Steel Equip. ¢ 
‘ umestown Mfg. ( 
G Firey g 
( Wernicke ( T? 
G Ss n & Sur ( 

















Imperial Methods Co 12 
Metal Office Furn. ¢ 164 
Peerless Steel Equip. Co 143 
le Corp 04, 112 
Barnes Co 68 
Walker Co 7 
cy 7 ' 7 oI 
Ya and Erbe Mfg. ¢ 91 
Strong Boxes, Fire Protected 
Meilink Steel Safe ¢ 158 
Walz Mfg. ¢ 160 
Tables 
Art Metal Construction C« 99 
Browne-Morse Ce 62 
Cor Jamestown Mfg. Corp 108 
General Fireproofing C« The 64, 6 
a e-Wernicke Co., The 4 12 
Mutschler Bros. Co 4 
Peerless Steel Equip. ¢ 143 
Shaw-Walker Co 7 
- Johns Table Co 
Victor Safe & Equipment Co § 
Tablets and Pads 
Mohawk Tablet Co 0 
Tabulating & Statistic Machines 
Retr m Rand, It l 
Telephone Accessories 
\ w Safe & Equipment ¢ 82 
Telephone Stands 
\ Metal Construction ¢ my 
Art Steel Co % tj 
G ral Fireproofing ¢ The 64, € 
Globe-Wernicke Co Phe , 
Veerless Steel Equip. ¢ i 
Shaw-Walker Co 
} man and Erbe Mf Co 4 
Thumb Tae 
( ff. Geor B ( 
Moore Push-Pin Co lt 
Ticket Holders 


Vail Manufacturing C¢ 


Trimming Boards 


Amer Photo Laboratories 12 
Photo Materials Co 

Type, Typewriter 
Amer. Writing Mach. Ce so. 8 
Ames Supply Co ] 
Shipman-Ward Mfg. ¢ 156 


I 


Typewriter Cleaning Material 


\ Writing Mach. ¢ 80, & 
\ Supply Co 
‘ type Co li 
Mitt & Volger, I 14 
RK t-O-Mfg. Co 150 
Ss man-Ward Mfg. ¢ ‘ 
Wel } Co 2 
Typewriter Cushion Keys 
Amer. Writing Mach. Co a0, 8 
Ames Supply Co 151 
Peerless Key-Imperial Mfg. Co 124 
Shipman-Ward Mfg. ¢ 1 
Speed Key Mfg. Co 150 
S pene Products Co 


Typewriter Cushion Knobs and Bases 
\ r. Writing Mach. Co 80, §S 


Peerless Key-Imperial Mfg. Co 12 
Shipman-Ward Mfg. Co Lhe 


Typewriter Parts and Tools 


\ t Writin Mact Co Su, 38 
Ames Supply ¢ 151 
Shipman-Ward Mfg. Co Lot 
Typewriter Tables 
See Stands for Off Mact 
Typewriters, Mfrs. of 
Corona Typewriter 
Re gtor Rand Ir 
Royal Typewriter ¢ 
s h, L. C. & Corona Tw 61 
Underwood Elliott Fisher tack ¢ t 
Typewriters, Rebuilt and Used 
\ Wr ng Mact ( SO. 8 
Shipm Ward Mfg. ¢ 
Visible Systems Equipment 
\ e Visible Recor Ir 137 
t G J { ( 
\ Metal ¢ truct ‘ 9 
\ i File & 1 x ¢ 12 
G Wernicke Ce rT? ’ 123 
N mal Blank Book (¢ 159 
P ndex, D Art Metal Constr... $9 
R gton Rand I 1] 
Shaw-Walker Co 7 
Sheppard, C. ¥ ‘ 10+ 
\ r Safe & Equipment Co s? 
} ind Erbe Mfg ¢ } 
Waste Baskets 
\ t n Can Cor t 122 
\ s { Sa ‘ 
‘ Steel Equipme ‘ j 
i lamestown Mfg. ( 1 Os 
Fox, George I & { 2 
‘ al Fireproof ‘ Mr H4, ¢ 
Gio Wernicke ¢ I 4 2 
Metal Office Furn. ¢ 164 
Peerless Steel Equip. ¢ 14 
Shaw-Walker Co 7 


Work Distributors 
Fox, George E., & ( 152 





| WANTS AN 


The rate for classified advertisements is 


SITUATIONS WANTED 
BUILDING AND OFFICE EQUIPMENT planned down to the smallest 
detail. All systems, Sales work based on surveys, analysis and drawings 
Wholesale and retail experience. The experience of years with the speed of 
youth Advertising and direct mail preparation included Adapted to 
severe requirements anywhere tox M-111, Office Appliances, Chicago 
SALESMAN WITH THIRTY years experience in stationery and office sup- 
plies seeks desirable line or lines to sell to the trade in Arizona, Utah, Colo- 
rado, Idaho, Oregon and Montana. Capable of selling any dealer line of 
merit. Well acquainted in the territory. Top references. Address M-112, 
care Office Appliances, Chicago 
SALESMAN HAVING FOUR YEARS 
office equipment and supplies desires to represent manufacturer. University 
graduate. Familiar with filing systems, loose leaf, office furniture and gen- 
eral stationery lines. Will go any place. Good references. Address M-113, 
care Office Appliances, Chicago 
SALESMAN WITH TEN YEARS experience 
turers, also well grounded in other office supplies, 
manufacturer in western states. Will handle one line 
ample possibilities or several that are non-competitive. Capable sales pro- 
ducer on excellent terms with leading dealers in western states, returning 
to the industry after several years in other fields. Glad to consider Denver 
west or any part of that territory lop references Address M-114, care 
Office Appliances, Chicago 
EXPERIENCED SALESMAN AND SALESMANAGER, 
ind midwest trade will consider any propositions of merit 
M-115, care Office Appliances, Chicago 
SERVICE MAN with 16 yrs. exp. leading off. mach. mfr. desires locate, dealer 
or br. off., industrial city, N. NW. or W. Thoro knowl. add. mach., typwrs., 
both mech. and sales tox M-118, care Office Appliances, Chicago. 
EXPERIENCED PRINTER AND LITHOGRAPHER desires to enter the 
stationery field in managerial capacity. Has operated own plant for years 
Well grounded in fundamentals of business management 4 good sales 
producer. Might make small investment but prefers engagement first on 
other basis. References from men high in stationery industry. No restric 
tion as to location. For complete information address M-116, care Office 
Appliances, Chicago 


experience with leading dealer in 


is salesman for pencil manufac- 
seeks to represent eastern 
alone if it offers 


icquainted northwest 
Please write 


SALESMEN WANTED 
IF YOU ARE NOW selling to offices, we have a product that will prove 
to be a very profitable sideline. It quickly becomes a major line. Exclusive 
territories are available tox BY-241, care Office Appliances, Chicago 
Wanted NOW, a thoroughly experienced VISIBLE EQUIPMENT salesman 
Write full particulars as to experience, nd character references 
Acme Visible Records, Inc., Washington, D. C 
STORE SALESMAN WANTED, in old, established college for staty. 
or trade book, or text book depts. must possess initiative, industry, and 
executive ability. Excellent future for those with perseverance and willing- 
ness Woodworth’'s, 1311 E. 57th St., Chicage 
OPPORTUNITY. We have the job that 
man experienced in opening dealerships (ours is an ‘exclusive’ dealer plan) 
ind delivering the specialty assistance that develops dealers. PRODUCT 
4 basic office supply specialty. SUPPORT: National, trade and local adver 
tising—the most complete in our industry. COMPENSATION: Salary, ex 
penses and liberal profit-sharing arrangement. Give us your business history 
ind personal facts in detail. Send snapshot (not returnable). COMPANY 
RATING: A+Al. Box BY-242, care Office Appliances, 100 E. 42nd St., 
New York, N ¥s 
SPECIALTY CARBON PAPER & 
Large manufacturer of a complete 
ind inked ribbons, with well established national distribution, 
contact salesmen who have had actual experience in selling these products 
retail. In your reply state age, experience and your average monthly sales 
Address BY-243, care Office Appliances, Chicago. 


success a 


store 


pells it. Our opening is for a 


TYPEWRITER RIBBON SALESMAN. 
and well known line of carbon papers 
desires to 


MECHANICS WANTED 

PERMANENT POSITION for Burroughs trained service man. Give experi 
ence and reference. Confidential. Adding Machine Service and Sales Corp., 
86-38 E. Maryland St., Indianapolis, Indiana 

rYPEWRITER MECHANIC. All around man with 
idding and office Selling ability desirable Must be of good 
personal habits and industrious. Permanent position with long established 
L. C. Smith dealer, typewriter and office supply store, Southeastern Mich 
igan Answer fully stating references, experience and expected 
Applications confidential Address BY-244, care Office Apliances, Chicago 
MICHIGAN DEALER wants former Write giving 
ige, experience, and salary wanted Office Appli- 


general knowledge of 


machines 


salary 


Burroughs service man 

Address BY-245, care 
inces, Chicago 
EXPERIENCED Adding and 


ADDRESSOGRAPH, Dictating, Typewriter, 


Bookkeeping Machine mechanics. State experience and salary wanted 

Young Office Machines Co., 210 W. Adams St., Chicage 
REPRESENTATIVES AVAILABLE 

SALES ORGANIZATION with permanent attractive showrooms in Fifth 


iwake, tive, progressive Entre into 
Chains, leading jobbers, et« Cover New York (state), 
Jersey, New England, Ba!timore, Washington, D. C. 
take on an additional line of merit, commission basis 
Box M-117, care Office Appliances, 100 E. 42d St., New York 
LINES WANTED FOR MEXICO. Well established Mexican dealer desires 
distributor for United States manufacturer of cal- 
r other mechanical office equip 
country 


Avenue Building. Reputable, wide 
ull major Variety 
Pennsylvania, New 


Can conveniently 


to serve as exclusiv 
culators, adding machines, typewriters o1 
Well qualified to give good representatior 


throughout the 





ment g i 

Send particulars to Maquinas Para Oficina, 5.A Av. Made 34 Desp. 1, 
Mexico, D.F., Mexico 

REPRESENTATIVES WANTED 

MANUFACTURER of widely known office units required in conjunction 
with typing, seeks Representatives in various open territories coast to 
oast. Prefer men now established and selling nor nflicting office equip 
ment. or allied item, and having time to handle ne additional meritorius 


line Box BY-246, care Office Appliances, Chicago 


) TOR SALE 


eiyht cents a word, minimum charge, $1.0U. 


DISTRIBUTORS AND SALESMEN to sell the well known line of Keller 
Post Card and Legal Size Rotary Stencil Duplicators. Very attractive 
discounts. Good territories available. Permanently profitable connection 
possible for right men. Keller Manufacturing Corp., 530 8. Columbia Ave., 
Los Angeles, Calif. 

SALES REPRESENTATIVES WANTED for extensive line fluorescent ceiling 
fixtures and desk lamps, commission basis. Mention lines now carried and 
territory covered—-how often. Stewart-Luhn Co., 430 8S. Green St., Chicago. 


RETAIL BUSINESS FOR SALE 
LEADING OFFICE FURNITURE & EQUIPMENT BUSINESS IN SO. 
CALIFORNIA. Long established—splendid location—modern store—good in- 
ventory—clean stock— best reputation—LARGE PERCENTAGE OF SALES 
ARE FOR DEFENSE—big profits—marvelous opportunity if you can handle 
financially—Price $22,500.00 Investigate—Correspondence in struct con- 
fidence, BY-247, care Office Appliances, Chicago. 
SALES LETTERS 
LETTERS WILL BUILD SALES—For years I have built letters that pull 
sales. You need them more than ever now. Send me your data for new 
letters, or unsuccessful letters for reshaping. Particulars on request. 
Address H. M. Goldthwait, 1659 Broadway, Denver, Colo, 
FOUNTAIN PEN REPAIRING 
Desk Sets, ete. Repaired 
Welty Pen & Repair Co., 


ALL MAKES 
hour service 
Chicago. a 


Pens, Pencils, 
Standard prices 


usually 12 to 24 
38 So. State St., 
DUPLICATING MACHINE PARTS 

of parts for the Mimeograph machine now available. 
ill rubber parts for the Mimeograph. Write 
Mimeo Repair Co., 395 Broadway, New York City. 


NEW PRICE LIST 
Special attractive prices on 
for dealer's price list 


DUPLICATOR SUPPLIES 
MULTIGRAPH RIBBONS remanufactured, Duplicator inks and typewriter 
ribbons. Established over ten years. Write us, save money. Lewis Co., 
113 W. State St., Milwaukee, Wis 
DUPLICATOR INKS—three grades, all colors. 


Write for attractive prices. 
Pengad Mfg. Co., Inc., 884 Pengad Bldg., _ 


Bayonne, N 


ADDING MACHINE PARTS, TYPE, ETC. 
LARGE STOCKS of new and used Adding and Calculating Machine Parts 
ivailable. Quotations furnished on specific parts upon request. I. A. Dehn, 
Jr., 1643 101st Ave., Oakland, Calif. 

FOR SALE AND WANTED TO BUY, USED EQUIPMENT 
ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding-Calculating Machines, 
Dictaphones, Ediphones, bought and sold. Chicago Office Appliance Co., 
Wells St., Chicago 
ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters and all office machines bought and 
sold. Teeter-Warsh Co., 849 N. 8rd Street, Milwaukee, Wis. 
BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Machines, Kardex. 
All types office machines bought and sold. Fort Pitt Typewriter Co., 644 
Liberty Avenue, Pittsburgh, Pa. 

BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, serial 
number and we will quote highest cash prices. International Office Ap- 
pliances, Inc 826 Broadway, New York City 
BURROUGHS, MOON HOPKINS, Elliott-Fisher 
Comptometers, all makes calculators bought and sold. 
S. llth, Minneapolis, Minn 

BURROUGHS, ELLIOTT-FISHER, MOON HOPKINS Bookkeeping Machines, 
ADDING MACHINES, COMPTOMETERS, Calculators—Bought, Sold and 
Rebuilt. State model and serial number. Southern California Adding 
Machine Co., 947 South Broadway, Los Angeles, Calif. 

WILL PAY TOP PRICES for ELLIOTT-FISHER Bookkeeping Machines, 
SUNDSTRAND Bookkeeping and Adding Machines. L. I. Hadden, Standard 
Office Equipment Co., 542 S. Dearborn, Chicago. 

ELLIOTT-FISHER machines, calculating 
office equipment, bought and sold. W. J 
Bldg., Milwaukee, Wis 

WANTED TO BUY FOR CASH, 
makes and models—typewriters, 
jurros 13-13-02—23-13-02— Moon 
Remington 


529 S 


Bookkeeping Machines, 
Dorrell-Markel, 93 


machines, adding machines—all 
Crowley Company, 434 Caswell 
adding and calculating machines, all 
wide carriages 14 inches and larger- 
Hopkins 72A-71A-78A-50M and _ higher 

Machines Models 121-123-125—Elliott-Fishers Direct 
Hand Addressographs—‘B” frames long 


Accounting 
Subtractions and cross footers 


clip and late style, also “E” frames. Shipman-Ward Mfg. Co., 325 
Wells St., Chicago. 


WANTED TO BUY FOR CASH—International Payroll Machines. Address 
BY-248, care Office Appliances, Chicago 

DICTAPHONES— EDIPHONES— Largest stock and lowest prices—write for 
information and catalogs. American Dictating Machine Co., 235 Fifth Ave., 
New York, N. ¥y 

ADDRESSOGRAPHS Duplicators, Dictaphones, Multigraphs, 
Folders, Typewriters, Adding Machines. Write for FREE Money 
Circular. Pruitt, 527 Pruitt Bldg., Chicago. 

KARDEX, ACME, all makes used visible filing equipment. Thousands of 
reconditioned cabinets, panels, books, always on hand. Special service 
ind prices to dealers for purchase or sale. Get our quotations. Chas. 8. 
Nathan, Inc., 548 Broadway, New York. 

KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types 
bought and sold. We specialize in this field and offer full cooperation to 
dealers. Commercial Card System, 135 Grand St., New York City. 
GUARANTEED REBUILTS, KARDEX, other visible systems, attractively 
refinished, thoroughly rebuilt for years of additional service, moderately 
priced. Used equipment also bought and exchanged. Universai Office Equip- 
ment Co., 561 Broadway, New York, : 

KEY TOPS for Adding Machines, new. 
some other makes Cheap Adding 
Prospect Ave., Cleveland, Ohio 


Sealers, 
Making 


Will fit Burroughs high models and 
Machine Sales & Service Co., 1100 











NEW TRADE LITERATURE 


(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 





Horder's, Inc.—A new, seventy-page catalogue, picturing and describing 
its line of Christmas gift merchandise has been issued by Horder’s, In 
231 South Jefferson street, Chicago. The body of the book, with its extra 
large pictures of the various items shown, is black and white, while the 
outside and inside covers are done in attractive colors. Among the gift 
items shown, described and priced are pen and pencil sets, desk furnish 
ings, book ends, fluorescent lamps, barometers and thermometers, social 
stationery, brief cases, and numerous others. Several pages illustrate the 
Horder line of Christmas cards 


Kisco Company, Inc.—Under the intriguing title of ‘‘Let’s Look Into the 
Future,”’ a new, four-page advertising circular on its line of Circulair 
electric air recirculators has been mailed to the trade by the Kisco Com 
pany, Inc., Thirty-ninth and Chouteau, St. Louis, Mo. On the first page, 
which is dressed up with black and orange on white, the firm assures its 
dealers that “it sees’’ a prosperous 1942 for them, and “does not see’’ a 
serious shortage providing they anticipate their needs and assure an 
adequate stock by ordering early. The inside and back pages contain 
several large illustrations of the various Circulair models available. 


The Milwaukee Chair Company.—Applying to catalogue No. 59 and also 
to supplement No. 101, a new price list has been made ready for distribu 
tion to the trade by the Milwaukee Chair Company, Milwaukee, Wis. The 
list, which is designated as the No. 86, supersedes all previous price issues 


Bert M. Morris Company...A new combination four-page folder and 
price list which describes, illustrates and prices the various items in the 
firm's line of desk sets has been issued to the trade by the Bert M. Morris 
Company, 913-15 South Olive street, Los Angeles, Calif. The folder is attrac 
tively finished in red and black on white and contains a number of 
illustrations of Movrriset desk units in various models, including 
which have been announced in recent weeks. Additional copies of the folder 
are available to the dealer for his entire sales staff. 


some 


Queen Ribbon & Carbon Company, Inc. Dressed in a neat leatherette 
cover and indexed for easy reference, a new, pocket-size catalogue and 
price list has been prepared for distribution to the trade by the Queen 
Ribbon & Carbon Company, 360 Furman street, Brooklyn, N. Y. It is 
listed as the No. 1, and bears the company name and address gold-leafed 
on the front cover. In addition to describing and picturing the various 
brands manufactured by the firm, the catalogue also contains many inter 
esting features such as a scale telling the ribbon widths necessary for 
machines made by leading manufacturers, a short history of the company 
and a page telling the average carbon ‘‘complaints.” 


Yawman and Erbe Manufacturing Company.—Known as the Direct Name 
Demonstrator, a new and interesting sales promotion piece has been intro- 
duced to the trade by the Yawman and Erbe Manufacturing Company 
Rochester, N. Y. The booklet, which was made expressly for salesmen 
who desire to avoid carrying a kit of full-size folders and guides with which 
to demonstrate filing, has a cover which is an exact replica of a filing 
drawer front. Behind the cover are several pages of descriptive matter 
each of which is equipped with miniature tabs exactly as are sections of 
a real filing drawer. As each tabbed page is reached the reader learns the 
entire story of filing methods and its many applications which are available 
with Y. and E. equipment, The demonstrators are available to anyone 
who makes application for them to the company’s factory at 1099 Jay 
street, Rochester, N { 


Current Corporation Reports 


Directors of “Horder’s, tnc., Chicago office st pplies distributor, declared 
an extra dividend of 45 cents a share yesterday, bringing the 1941 total 
to $1.45, compared with $1.25 in 1940. (Chicago Tribune, November 23, 1941.) 


The Marchant Calculating Machine Company, Oakland, Calif., for the 
nine months ended September 30 reported a net profit of $735,296, after all 
charges and provision for federal income taxes and excess profits taxes 
totaling $1,065,530. Net earnings, after taxes, were equivalent to $3.25 per 
share and taxes to $4.70 per share. In the corresponding period last yea: 
the company earned $568,902, equal to $2.51 per share, after taxes. Sales 
volume in the third quarter was the largest in the history of the com 
pany, according to Edgar B. Jessup, president, but deductions for taxes 
under the present laws left a net profit for the quarter of $162,206. Net 
profits after taxes for the corresponding quarter of 1940 were $161,135, ot 
a very much smaller sales volume, but also after a much smaller tax 
deduction, j er 


a preliminary statement covering the quarter 


Remington Rand Inc., in 
income of 


ended with September, reported yesterday a consolidated net 
$1,918,590 after all charges and provision for federal income taxes. The 
earnings were equivalent, after dividend requirements on the $4.50 pre 
ferred stock, to 98 cents each on the 1,743,040 shares of common stock 
outstanding. They compared with $1,385,693, or 67 cents a common share, 
earned in the June quarter and $499,969, or 18 cents each on 1,584,895 shares 
of common stock outstanding, in the quarter ended on September 30, 1940 
For the six months ended with September the company showed a net in 
come of $3,302,288, or $1.65 a common share. The year before the net was 
$1,065,209, or 40 cents a share on the smaller outstanding common capi 
talization. As of September 30 the company’s balance sheet showed a 
reserve for taxes exceeding $2,719,000, compared with only $283,000 a year 
earlier. Directors authorized yesterday an interim dividend of 25 cents or 
the common stock, payable on Jan. 2 to holders of record of Dec. 10 
Previously common dividends were paid at the rate of 20 cents a share 
quarterly. (New York Times, October 29, 1941.) 


Net profit of the Royal Typewriter Company, tnc., for the first tw: 
months of its current fiscal year showed an increase of thirty-nine per 
cent over the similar period of the previous year, E. C. Faustmann, presi 
dent, told stockholders attending the annual meeting yesterday teplying 


to stockholders’ questions Mr. Faustmann said the company’s laber and 
raw material situation was all right and added that unless there was a 
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shortage of raw material the company looked forward to a good year. 
(New York Time, October 29, 1941.) 


Directors of the W. A. Sheaffer Pen Company, Fort Madison, Iowa, 
last month declared a regular quarterly dividend of fifty cents and an 
extra dividend of fifty cents, making a total of one dollar per share 
of common stock which was paid November 25 to all stockholders of 
record November 15. This made dividends paid to date this year $1.50 
regular, and $1.00 extra, or total of $2.50 compared with $2.25 paid in 
same period of last year. 

L. C. Smith & Corona Typewriters, Inc., for the three months ended 
September 30, 1941, the first quarter of its fiscal year, earned consolidated 
net income of $418,573, equal to $1.44 a share, the company reported yes- 
terday. This compared with a net income of $101,175 for the corresponding 
period a year ago, equal to twenty-nine cents a share. Provision for federal 
ind foreign taxes in the 1941 quarter amounted to $807,969, against $63,255 
set aside for tax purposes in the three months ended September 30, 1940. 
The company’s consolidated balance sheet as of September 30, 1941, showed 
total current assets of $9,731,078 against total current liabilities of $3,226,- 
31. (New York Journal of Commerce, November 14, 1941.) 


The Wilson-Jones Company ordered a year-end dividend of §2% cents a 
An interim dividend of 50 cents was paid on 


share on its capital stock. 

May 1, this year. It was announced that all officers and directors of the 
company were reelected at the meeting. (New York Times, October 28, 
1941.) 








BUSINESS OPPORTUNITIES 


Wanted Abroad 


Office Machines for Mexico..Maquinas Para Oficina, S. A., Av. Madero 
‘4 Desp. 1, Mexico, D. F., would like to enter into communication with an 
(American manufacturer of mechanical office equipment such as calculators, 
i1dding machines, typewriters or other desirable specialty. 





Lines Wanted for Netherlands Guiana.._The firm of C. Kersten & Com- 
pany, N. V., whose address is P. O. Box 216, Paramaribo, Surinam, Nether- 
lands Guiana, is in the market for office equipment and supply lines made 
in the United States. The Kersten company is one of many years standing 
As is necessary in the smaller South American countries, this concern oper 


ites in various industries but has a special stationery department. 


Wanted Here at Home 


New Retailer in Jacksonville, Fila. Asks for Catalogues... W. Martin 
has established the Martin Office Equipment Company at 1052 Hendricks 
street, Jacksonville, Fla. Certain commercial stationery and office furni- 
ture lines have already been secured, but catalogues from manufacturers 
in the field are urgently requested. Mailings should be addressed to Mr. 
Martin's personal attention. 

Chicago Furniture Dealer Asks for Catalogues..-A. H. Ginsburg, recentl) 
established as a dealer at 1507 South Michigan avenue, Chicago, is inter 
ested in receiving catalogues and price information from manufacturers of 
office furniture and equipment 





“MISSING MACHINES 


The following companies ask dealers everywhere to be on the lookout for 
office machines (described and numbered beside the firm’s name) which 
are reported lost, stolen or strayed. Information concerning the where- 
abouts of these machines should be forwarded to the company concerned 
at the earliest opportunity. 





Waterloo Typewriter Exchange, 225 East Fifth street, Waterloo, lowa. 
Royal typewriter, model KMM, serial No. 2442715, pica type. Informa 
tion regarding this machine should be sent to the finder’s local police 
department with the request that they communicate with the Waterloo 


police. 
L Inc., Toledo, Ohio.—L. C. Smith, No 


C. Smith & Corona Typewriters, 
12 a Toledo hotel.—AK 


»56005G. This machine reported stolen from 


> 


A.F.T.C. Preparing to Meet Attacks on Fair Trade Laws 
that opponents of minimum resale prices on trade-marked 
merchandise are organizing a nation-wide attack upon the ‘Fair Trade” 
laws permitting this practice has caused the American Fair Trade Council 
to prepare for an active campaign of defense, according to a statement by 
Crichton Clarke, general counsel for that organization. 

Mr. Clarke, who has been president of the Council since 1937, announced 
ilso that he had retired from that office to become the organization's 
legal advisor, and that the board of directors had elected John W. Scott 
of Grand Rapids, Mich., secretary of Bissell Carpet Sweeper Company, as 


his successor. 


Evidence 


‘Since the rights of the owners of trade-marked commodities to protect 
fair resale prices for their products,” said Mr. Clarke, “‘became legally 
established through the passage of Fair Trade laws in forty-five states and 
the Miller-Tydings enabling act in the national Congress, the American 
Trade Council has been functioning mainly as an advisory organiza- 


Fair 
tion, working to create a better understanding of the meaning and intent 
of ‘resale price maintenance.’ As a matter of fact, the principles and 
practices of ‘fair trade’ have never been fully understood by the average 
onsumer 

‘Powerful interests, however continued Mr. Clarke, “‘which had prof 


bargain bait’ practices, utilizing nationally ad 
vertised trade-marked products for the purpose, have never ceased their 
opposition to fair trade measures Agitation for the repeal of these 
statutes has now reached an intensity that threatens their very existence 
unless consumers and their representatives in federal and state legislatures 
ippreciate the economic advantages of resale price maintenance. The 
American Fair Trade Council is now getting ready to meet this emergency.” 


ited by ‘loss leader’ and 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,260,291. Caleulating Machine. Edwin F. Britten, 
Jr., Short Hills, N. J., assignor to Monroe Calculating 
Machine Company, Orange, N. J., a corporation of 
Delaware. Application June 14, 1940, Serial No. 
340,481. Granted October 28, 1941. 

,260,330. Duplicating Apparatus. Morris P. Neal, 
Villa Park, lil., assignor to Ditto, Incorporated, Chi- 
cago, Ill., a corporation of West Virginia. Applica- 
tion April 7, 1939, Serial No, 266,518. Granted Octo- 
ber 28, 1941. 

2,260,407. Transparent Folder and Indexing Means 
for Carrying Loose Leaf Sheets. Frank Stanley Schade, 
Holyoke, Mass., assignor to National Blank Book Com- 
pany, Holyoke, Mass., a corporation of Massachusetts. 
Application December 24, 1940, Serial No. 371,531. 
Granted October 28, 1941. 

2,260,463. Duplicating Machine. Willis A. Kropp, 
Oak Park, Ill., assignor to Victor Adding Machine 
Company, Chicago, Iitl., a corporation of Iilinois. 
Application July 26, 1939, Serial No. 286,503. 
Granted October 28, 1941. 

Fountain Pen. Johndohl, 
Denver, Application July 23, No. 
346,890. Granted October 28, 1941. 

2,260,659. Duplicating Machine Sheet Feeding De- 
vice. Robert J. Copeland, Toronto, Ontario, and 
Ernest J. Bloore, Brampton, Ontario, Canada; said 
Bloore assignor to said Copeland. Application Feb- 
ruary 19, 1940, Serial No. 319,618. Granted October 


28, 1941. 

2,260,929. Loose Leaf Binder. Ernest J. Bloore, 
Brampton, Ontario, Canada, assignor to Copeland— 
Chatterson Limited, Brampton, Ontario, Canada. Ap- 
plication June 21, 1940, Serial No. 341,643. in 
Canada june 28, 1939. Granted October 28, 1941. 

2,261,009. Fountain Pen With Blotter. Maurice 
J. Waldinger, Flushing, N. Y. Application August 22, 


Glenn €E. 
1940, Serial 


1940, Serial No. 353,596. Granted October 28, 1941. 
2,261,115. Keyboard of Calculating Machines. Rolf 
Hofgaard, Sondre Hellerud Gaard, Nordstrandshogda 
pr Oslo, Norway. Application April 21, 1938, Serial 
No. 203,458. In Norway April 22, 1937. Granted 
November 4, 1941. 
2,261,181. Method for Making Stenciling Masks. 


Dietrich G. Rempel, Barberton, Ohio, assignor to The 
Sun Rubber Company, Barberton, Ohio, a corporation 


of Ohio. Application March 25, 1940, Serial No 
325,724. Granted November 4, 1941. 

2,261,208. Typewriting Machine. Joseph P. Bark- 
doll, Groton, N. Y., assignor to L. C. Smith & 
Corona Typewriters, Inc., Syracuse, N. Y., a corpora- 
tion of New York. Application July {7, (940, Serial 
No. 345,913. Granted November 4, 1{941. 

2,261,299. Typewriter Desk Table. Joseph B 
Simons, Oak Park, Ill. Application August 5, 1939, 
Serial No. 288,640. Granted November 4, (941 

2,261,314. Holder for Eraser Rubber, Pencil, 
or the Like. Max Vogel, Bridgeport, Conn. Appli- 


cation March 12, 1940, Serial No. 323,537. Granted 
November 4, 1941. 

2,261,320. Flashlight Pencil. Jewell R. Williams, 
Oak Park, IIl., assignor to John A. Russell, Chicago, 
ill. Application August 23, 1940, Serial No. 353,838. 
Granted November 4, 1941. 

2,261,341. Adding and Listing Machine. Loring 
Pickering Crosman, Maplewood, N. 3., assignor to 
Monroe Calculating Machine Company, Orange, N. J., 
a corporation of Delaware. Application December 20, 
1938, Serial No. 246,816. Granted November 4, {94}. 

2,261,561. Attachment for Typewriting Machines. 
John L. Petz, Rochester, N. Y., assignor to Interna- 
tional Business Machines Corporation, New York, 
N. Y., a corporation of New York. Application 
December 27, 1939, Serial No. 311,094. Granted 
November 4, 1941. 

2,261,588. Chair Construction. John B. O'Connor, 
Aurora, Ill., assignor to Lyon Metal Products, Incor- 
porated, Aurora, Ill., a corporation of Illinois. i 
inal application October 21, 1937, Serial No. 
Divided and this application September 28, 
Serial No. 232,023. Granted November 4, 1941. 

2,261,718. Ledger Tray. Roger Connor and Nelson 
S. Welk, Athens, Ohio, assignors to The McBee 
Company, Athens, Ohie, a corporation of Ohio. Appli- 
cation March 2, 1940, Serial No. 321,825. Granted 
November 4, (941. 

2,261,726. Collapsible Container. Frank D. Jonas. 
East Williston, and Eugene G. Arelt, Richmond 
Hill, N. Y., and Michael Bracutt, East Orange, N. J., 
assignors te Oxford Filing Supply Co., a partnership 
comprising Richard A, Jonas, Richard A. Jonas, SJr., 
Robert P. Jonas, Frank D. Jonas, and Edward F 
Jonas, Brooklyn, N. Y. Application September 28, 
1938, Serial No. 232,030. Granted November 4, 194! 

2,261,840. Pivotal Divider for Card Indexes. Con- 
rad Bergmann, Philadelphia, Pa., assignor to Peer- 
less Steel Equipment Company, Philadelphia, Pa., a 
corporation of Pennsylvania. Application April |, 
1941, Serial No. 386,290. Granted November 4, 194! 

2,261,876. Traveling Addressing Machine. Harmon 
P. Elliott, Watertown, Mass. Application April 27, 
1938, Serial No. 204, 551. Granted November 4, 
1941. 

2,261,991 
Jegenstorf, 
Serial No. 

2,262,064. 


Erasing Device. Hans Jakob Gerster. 
Switzerland. Application August |, 1940, 
349,371. Granted November I{1, 194! 

Furniture Glide and Method of Making 
Same. Howard G. Swarr, Lancaster, Pa., assignor to 
Armstrong Cork Company, Lancaster, Pa., a corpora- 
tion of Pennsylvania. Application November 16, 1939, 
Serial No. 304,662. Granted November I!, (941. 

2,262,235. Electric Calculating Machine. Rolf 
Hofgaard, Oslo, Norway, assignor to The National 
Cash Register Company, Dayton, Ohio, a corporation 
of Maryland. Application July 21, (938, Serial No 
220,495. Granted November {!, 1941. 

2,262,510. Adjustable Tray Mechanism for Dupli- 
cating Machines. Robert F. Morrison, Oak Park, and 
George J. Rundblad, E!mwood Park, Ill., assignors to 
Ditto, Incorporated, Chicago, IIl., a corporation of 
West Virginia. Application April 27, (939, Serial 
No. 270.276. Granted November i!, 194! 

2,262,600. Loose Leaf Book. Arthur F 
Madison, N. J. Application February (9, |94!I, 
No. 379,571 Granted November {i, (94! 

2,262,649. Mechanical Pencil. William 0. Ponath, 


Brook, 
Serial 
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Richmond Hill, N. Y., assignor to Eagle Pencil Com- 


pany, Ine., New York, N. Y., a corporation of Dela- 
ware Application December 23, 1939, Serial No 
310,765. Granted November ti, 1941. 

2,262,666. Carbon Pack. Edward W. Curtis, &Jr.. 
Moorestown, N. J., assignor to Underwood Elliott 
Fisher Company, New York, N. Y., a corporation of 
Delaware Application June 30, 1939, Serial No 
282,027. Granted November I!, 1941. 

DESIGN PATENTS 

130,118 Design for a Chair. Halbert Creston 

Doner, Toledo, Ohio, assignor to Libbey-Owens-F ord 
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130,356 
Glass Company, Toledo, Ohio. Application February 


19, 1941, Serial No. 99,005. Granted October 26, 1941. 
130,271. Design for a Display Calendar. Martin 
E. Trollen, St. Paul, Minn., assignor to Brown & 
Bigelow, St. Paul, Minn., a corporation of Minnesota. 
No. 97,777. 


Application January 2, 1941, Serial 
Granted November 4, 1/941. 
130,356. Design for a Fountain Pen. Charles K. 


Lovejoy, Needham, Mass., assignor to The Moore Pen 
Co., Boston, Mass., a corporation of Massachusetts. 
Application August |, (941, Serial No. 102,620. 
Granted November |/, 1941. 








10 





OFFICE APPLIANCES 





TWENTY-FIFTH ANNIVERSARY CONFERENCE, OFFICE EQUIPMENT MAN- 
UFACTURERS INSTITUTE, NEW YORK, N. Y., NOVEMBER 6, 1941.—Chief 
executives of leading manufacturers and seven of the eleven living past 
presidents of the Institute graced the meeting. The total terms of service of 
the past presiding officers cover thirteen of the twenty-five years the organi- 
zation has been in existence. A fine record of continued interest. Upper long 
table, left to right: W. R. Cummings, vice-president, Monroe Calculating Ma- 
chine Company, and past president of the Institute; Paul Appenzellar, chairman 
of board, Dictaphone Corporation; L. C. Stowell, executive vice-president, 
Underwood Elliott Fisher Company, and past president of the Institute; C. King 
Woodbridge, vice-president, Arbuckle Sugars, Inc., director Dictaphone Cor- 
poration, and past president of the Institute; P. D. Wagoner, president, Under- 
wood Elliott Fisher Company; Charles Edison, governor of New Jersey, and 
president, Thomas A. Edison Industries; C. E. Hallenborg, vice-president, Dic- 
taphone Corporation, and president-elect of the Institute; T. J. Watson, presi- 
dent, International Business Machines Corporation; E. D. Taylor, secretary of 
the Institute; M. S. Eylar, honorary vice-president, Underwood Elliott Fisher 
Company, and past president of the Institute; James H. Rand, president, Rem- 
ington Rand Inc.; E. C. Faustmann, president, Royal Typewriter Company. 
Lower long table, left to right: Walter L. Todd, president, The Todd Company; 
M. B. Sands, president, Dictaphone Corporation (almost hidden from view); 
W. C. Dunlap, Glasscote Company, and past president of the Institute; A. B. 
Roe, president, McBee Company; W. F. Vieh, president, TelAutograph Corpo- 
ration; M. C. Stern, president, Egry Register Company; W. R. Pickering, pres- 
ident, Allen-Wales Adding Machine Corporation; C. R. Ogsbury, president. 
National Postal Meter Company; J. S. Epstein, president, Old Town Ribbon & 
Carbon Company; A. B. Holmes, president, Columbia Ribbon & Carbon Man- 
ufacturing Company; H. R. Russell, general sales manager, National Postal 
Meter Company, and past president of the Institute; W. R. Greenwood, general 
sales manager, Pitney-Bowes Postage Meter Company, and past president 
of the Institute: W. F. Amold, general sales manager, Underwood Elliott Fisher 
Company, and treasurer of the Institute. 


(See page 58) 
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Equipment Industry 


GOOD WILL 


OES overlapping of interests, particularly those concerned with necessi- 
ties, make good will between individuals, groups and nations impossible? 
May not individuals, groups and nations be friendly rivals, scorning to take 
unfair advantage of each other? And when advantaged by circumstances, 
will not friendly rivals make opportunity to exchange goods with each other? 


Are the ideas around which most groups form in such clash with other ideas 
that good will cannot be applied? Or is lack of good will reason for the 
clash of many ideas? And isn't the same lack chief reason for the present 
world-wide distress, with human life so lightly valued? So it would seem to 
be, and so again goes forth as our wish what so long ago was proclaimed: 


“Peace on earth, good will toward men of every nation, race and creed.” 


GREETINGS 


N THE spirit of Christendom’s sacred season, commemorating the advent 

of the Prince of peace and love, we voice a greeting of good cheer. Hope, 
ever resident in the heart of man, shears through the tangle of troubled times 
and beckons to a goal of world-wide amity. May its beneficent message 
find an abiding place in every land and every realm, leading the way to the 
establishment of a world of good neighbors. 


LOOKING TO 1942 


ROGNOSTICATION at any time is difficult and inevitably subject to error. 

Omission of a single factor, or misunderstanding of its significance can 
easily lead to false conclusions. Attempts to chart the future under the swiftly 
shifting conditions of today may seem to be impossible. Yet, certain trends 
are becoming apparent. Priorities, falling of their own weight, are giving way 
to allocations, a much sounder and more equitable system. Claims and 
counter-claims have stirred up controversies and contributed to the confusion 
in the mind of the average citizen, but out of the welter is coming a program 
of production and distribution that ultimately will make efficient use of the 
nation’s resources. 


Turning to the office equipment field, on the following pages are com- 
ments by informed men in the United States and fourteen other countries, 
who responded to the invitation to participate in the special annual section, 
the “1942 World Perspective of the Office Equipment Industry.” Their asser- 
tions clearly indicate that despite the closing of certain areas to commerce 
and restriction of trade in others, the flow of goods in the category of office 
utilities continues. Their essential character assures a permanence of demand. 

Careful perusal of the special section is urged. Authentic and informative, 
it gives a condensed preview of 1942. 
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1942 


World Perspective of the 
Office Equipment Industry 





(Illustration Courtesy Royal Typewriter Company) 


Informed office equipment men in fourteen countries contributed the 
enlightening statements on the following pages. Coming from the principal 
market areas not closed to normal commerce because of military activity, 
and even from some countries directly affected by the war, the comments 
jointly present a broad, international view of the office equipment industry's 
contemporary opportunities and problems. 

In common with other businessmen throughout the world, office equip- 
ment merchants are now subject to many external controls in the form of 
governmental restrictions and prohibitions. Readjustments, many of them 
severe, have been necessary. Responsive to the exigencies of the times, 
distributors of the tools of business have found the means of continuing 


to function effectively. 


UNITED STATES 


The Office Equipment Industry Is in the First Line of Defense 


O MEET the demands from di- 

rect defense activities, includ- 
ing purchases of the United States 
government for its own use and 
tn large buying from commercial 
sources, the office equipment in- 
dustry is currently operating at 
probably the highest level in its 
history. This is particularly true 
in the machine group. Estimates 


by the United States Department 
of Commerce, based upon employ- 
ment and wage data compiled by 
the Department of Labor, indicate 
that the output of office machine 
manufacturers for the first nine 
months of 1941 in dollar value is 
fifty-one percent over the same 
period in 1940. Production in Sep- 
tember of this year was about six- 


ty-six percent over the same 
month a year ago. Output of the 
machine group in 1940 was only 
slightly above that of 1939. Both 
1938 and 1939 were somewhat be- 
low the industry’s performance in 
1937, which was in turn the high- 
est year since 1929. 

On the basis of existing infor- 
mation, the output of the office 
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machine industry during 1941 will 
be very substantially in excess of 
any previous year. These estimates 
are based on the total activity of 
the industry, which undoubtedly 
includes production of some items 
outside of office machines. 

In the typewriter division, for 
which separate data are available, 
the Department of Commerce 
estimates place production for the 
first nine months of 1941 at forty- 
six percent over the same period 
of 1940 (in dollar volume); Sep- 
tember output at fifty-seven per- 
cent above the same month a year 
ago. The value of current 
production of the typewriter in- 
dustry is about five and one-half 
million dollars monthly; for the 
entire office machine industry, 
above twenty-two million dollars 
monthly. 

Sales to direct defense opera- 
tions such as aircraft, tank and 
munitions factories made up a 
substantial part of increased out- 
put. The United States govern- 
ment, always a large buyer of office 
equipment, has purchased a large 
volume of machines and equip- 
ment to supply the government 
agencies directly concerned with 
the defense effort. At the moment, 
the demand from these two sources 
is unabated. 


Production of Metal Furniture 
Restricted 


In the metal furniture division 
of the office equipment industry, 
the picture is entirely different. 
Limitation order L-13, issued by 
the Priorities Division of the Office 
of Production Management, re- 
stricts the production of metal 
office furniture and equipment in 





certain categories. According to 
the Office of Production Manage- 
ment, this industry uses about 
300,000 tons of steel a year. Pres- 
ent indications are that the con- 
sumption of steel will be curtailed 
by about forty percent. At least 
this is the reduction effective for 
the period of September 1 to De- 
cember 31, 1941. Additional cur- 
tailment, if any, of the use of steel 
by manufacturers of metal office 
furniture will probably be deter- 
mined by the steel situation early 
next year. In issuing this order, 
the Office of Production Manage- 
ment stated, “Feasibility of wood 
substitution was also a factor in 
determining the distribution of 
the cuts.” In effect, the order is 
a direction to manufacturers of 
office desks and fixtures to produce 
these items from wood rather than 
from metal. Special treatment, 
however, will be accorded those 
items in which wood is not a pos- 
sible substitute and which are 
essential. 

Office machine manufacturers 
have not as yet had any serious 
problems in securing raw materials 
because of priorities. In relation 
to value of output and number of 
employees concerned, the con- 
sumption of metal in the manu- 
f:.cture of office machines is rela- 
tively low. It has been estimated 
that this branch of the office 
equipment industry probably does 
not use over 40,000 tons of steel 
annually. The Civilia. Supply 
Division of the Office of Production 
Management is currently gather- 
ing information on the consump- 
tion of steel and other metals by 
office machine manufacturers. It 
is likely that some decision will be 
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reached in the near future as to 
the status of this industry with 
respect to its needs. There is little 
doubt that most of the office ma- 
chines will be considered in the 
essential needs category. Certainly 
our business structure is heavily 
dependent upon the availability of 
an adequate supply of the tools of 
business. 


The Export Situation 


Export sales, normally a vitally 
important factor in the office ma- 
chine industry, have had lean days 
during recent years. The war in 
Europe shut off large export out- 
lets, although scme of this loss has 
been offset by increased sales to 
other areas. Exports during 1940 
(as shown in the accompanying 
table) were only about fifty-seven 
percent of the 1937 total. For of- 
fice machines, 1940 exports were 
not only substantially below 1937, 
the highest figure since 1929, but 
were only moderately higher than 
exports during the depression 
years 1932 and 1933. 

With German and other Euro- 
pean competition practically elimi- 
nated, United States office equip- 
ment is supplying all free foreign 
markets. Substantially increased 
sales are being made to Latin- 
American areas. Some equipment 
has been purchased on lend-lease 
account for the British govern- 
ment, although sales are very 
much restricted to empire areas. 

The essential needs of friendly 
countries for many items, includ- 
ing office equipment, are now being 
studied by our government agen- 
cies. The export picture for office 
equipment may be clarified when 
these determinations are finished. 
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U.S. OFFICE EQUIPMENT MANUFACTURERS 


Industry Has Important Place in Defense Program 


RODUCTS of the office equip- 

ment industry, machines of 
business, are important factors in 
the immense structure of our es- 
sential national defense prepara- 
tion. Their role begins before the 
construction of a plant to manu- 
facture armaments or supplies, 
continues on to insure efficient 
production and even goes along 
with actual combat forces. 


Business machines can be prop- 
erly called the machinery of man- 
agement. The armed forces of our 
country, as well as the producers 
of planes and tanks are depend- 
ent on this machinery. William L. 
Batt, deputy director of produc- 
tion in the Office of Production 
Management, said that for an 
army of 1,500,000 men, more than 
fifty thousand typewriters alone 
had to be acquired. 

In the meanwhile it is highly 
important that the non-defense 
industries which are the backbone 
of our American system of free 
enterprise, are also supplied with 
machines of business to such ex- 
tent as the needs of the defense 
program make it consistent to 
do so. 

This indicates to me very clearly 
that in contributing to our na- 
tional security, the office equip- 
ment industry will have an un- 
paralleled opportunity for service 
during the next year. 

While the’ industry has always 
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kept in step with the times in the 
production of efficient machinery 
of management, the diversion of 
certain vital raw materials will, 
and has already, stimulated re- 
search for substitutes so that the 
lack of certain materials should 
not be a deterrent to the services 
which our industry can and will 
render. 

In many cases the substitution 
of raw materials necessitated by 
priority rulings will develop even 
more efficient and durable prod- 
ucts. 
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We have a great opportunity 
for service in solving problems of 
routine and devising new and spe- 
cial methods to meet emergency 
office problems. This is a time of 
cooperation when experts in office 
methods, whose experience has 
been gained the hard way, can, 
on the basis of their knowledge, 
arrange for the most efficient 
operation of this machinery of 
management. 


The vast army of men and 
women necessary to maintain our 
national program of defense, 
added to the armed forces, mean 
that many additional records must 
be kept for and about these indi- 
viduals as well as the work they 
are doing. Machines of unfailing 
accuracy, consistent speed and 
constant durability are essential 
in this process. This is a time 
when delivery promises should be 
made to be broken only by earlier 
shipments. Mechanization of pa- 
per work is as important as the 
mechanization of combat troops. 


In view of these circumstances, 
I venture to predict that the year 
1942 will offer our industry the 
greatest opportunity for service 
it has ever had nationally, so- 
cially, and in the interests of 
mankind throughout the world. 
To realize this, we must keep con- 
stantly alert and continue to be 
ready to sacrifice tradition for 
progress in our all-out effort. 


U. S. STATIONERS 


A Sellers’ Market Indicated for 1942 


HE YEAR 1941 has been, and 

1942 undoubtedly will be, a 
sellers’ market. The question to- 
day isn’t, “What’s your price on a 
hundred thousand Gem clips?” 
but, “How soon can you make de- 
livery?” Out here in our imme- 
diate vicinity we have had no de- 
fense business and felt rather 
happy about it. It stands to rea- 
son that a sudden influx in gov- 
ernment spending is usually fol- 
lowed by a severe letdown. The 
year of 1942 should be a “honey” 
if old man “priority” doesn’t steal 
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the show. At the time of this 
writing all indications point to 
lots of difficulty in getting hun- 
dreds of numbers that have been 
known as the “stationers’ bread 
and butter items.” 


About a year ago, our general 
manager, Charles P. Garvin, in his 
“News Letter,” began urging our 
members to increase inventories 
on many items which he believed 
would be affected most by de- 
fense. A number took Mr. Gar- 
vin’s advice and consequently are 
in a much better position to with- 
stand those acknowledgments 
which read, “January and Febru- 
ary shipments.” 

There are many things being 
done during this emergency which 
we don’t approve of, but wasn’t 
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this true during World War Num- 
ber 1? One advantage which the 
dealer gets is that he is given an 
opportunity to clear his store 
completely of all dead stock. This 
is a very trifling item compared 
with unfavorable ones, of course, 
but it is something. 


It is my belief that unless some 
arrangements have been made to 
take care of our 1942 taxes it will 
matter little whether or not it is 
a buyers’ or sellers’ market. I 
think, however, that most of us 
feel that our country, our busi- 
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ness, will come out on top. We 
sometimes wonder just what will 
happen when we see one labor 
leader with power enough to tell 
the president of the United States 
where to head in and when a few 
million so-called “Americans” are 
willing to strike at the drop of a 
hat. But America is sound at the 
core; it can weather this or any 
other storm. 


There is no such thing as “busi- 
ness as usual,” but unusual busi- 
ness is bound to continue through 
1942. 


U. S. TYPEWRITER DEALERS 


People of America Must Find Unity and Spirit of Cooperation 


T IS indeed a pleasure for me to 

send my best wishes to the men 
and women of the office machine 
industry, and to the readers of 
OFFICE APPLIANCES. I am hoping 
that 1942 brings you a happy and 
prosperous New Year, and also 
that 1942 brings to the whole world 
more happiness than it has had 
for several years. 

The period just past brings to 
mind the Pilgrim folk who brought 
us our Thanksgiving Day. It brings 
before us the vigorous, sturdy and 
untamable crew, where both men 
and women worked together to 
carve a nation out of a wilderness. 
Hardy people they were, who knew 
not defeat. They were poor, often 
uncultured, but they had visions 
that would not be denied them. 
With their hands and their in- 
violable spirits they imbued our 
people with virtues that even our 
afuence of recent years has not 
erased. Yes, we have a land that 
is endowed with the Spirit of Free- 
dom, we are not afraid to call a 
spade a spade. We will face the 
world with defiance and, as they 
did, our God with deference. 

We glory that many of our fore- 
bears lived and died with a passion 
for passing down a heritage con- 
sisting of an honorable and an 


ITH REGARD to the office 
equipment industry, I feel 
quite unable to assume the proph- 
et’s mantle, except to say that this 
present tremendous conflict has 
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untarnished name, rather than of 
wealth and power. This is why we 
all respect the nation that has the 
courage to fight, and continue to 
fight to maintain her freedom. 
We, too, would undergo hardship 
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AUSTRALIA 


By F. A. CHARTRES 


Chartres, Ltd. Sydney, Australia. 
(Agent for Remington Typewriters) 


to preserve this nation and our 
kind of living. 

My wish for the people of Amer- 
ica is that she should find Unity 
of Purpose. We must have the 
spirit of codperation for every job. 
We must have that spirit now. 
Your own coéperation is vital. 

It is a fine thing to see the office 
machine dealer learn this lesson in 
his industry. Codperate, unite, 
share your experience. We must 
be frugal with materials, we musi. 
find substitutes, we must rejuve- 
nate old parts to give perfect serv- 
ice. Our men of science will not 
fail us, nor will the leaders of our 
industry. And it is the men in the 
ranks, you dealers, who must gird 
yourselves to do your best in this 
emergency. You can do better with 
others to help you. So, pitch in 
with vigor and vim. Make it your 
plan to work out problems by con- 
sulting with your business neigh- 
bor. It works. You can plan to 
give the best to everyone, includ- 
ing the customer. You can main- 
tain your integrity, and help your 
neighbor to do the same thing. 

And let us pledge to God and to 
ourselves that we will do all we can 
right now to make America united 
in heart, in mind, and in soul 
through all the year of 1942. 


produced a wonderful response 
from our industrialists. Factories 
of all kinds are now producing as 
never before, and it is evident 
that the post-war reconstruction 
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period will find Australia better 
equipped industrially than for- 
merly to supply her own needs, 
and that many articles hitherto 
imported will be locally produced. 

Shortage of dollars has made it 
necessary for the government to 
restrict importation of standard 
typewriters from U.S. A.; portable 
typewriters are altogether prohib- 
ited, as also are many other items 
such as fountain pens, mechanical 
pencils, electric shavers, etc., 
which are considered non-essen- 
tial. The imports from the United 


Kingdom are not yet restricted, 
and there has been an increase in 
the importation of British type- 
writers, notwithstanding the diffi- 
culties with which British fac- 
tories have to contend. 

The expenditure on munitions 
has brought about a greater circu- 
lation of money, a fair proportion 
of which is reaching the office 
equipment industry; for modern 
warfare requires typewriters as 
well as guns. We are delighted with 
the increasing help the British 
people are receiving from U. S. A. 


ARGENTINA 
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under the Lease-Lend policy, and 
Australia will no doubt be included 
within its ambit. Perhaps this 
may overcome some of Australia’s 
difficulty in finding dollars where- 
with to purchase U. S. products; 
but how far our own industry will 
benefit cannot yet be foreseen. 
But apart from such help, it is 
apparent that Australia’s importa- 
tions of American office equip- 
ment must decline. 

I hope that these few lines will 
give your readers some idea of the 
conditions prevailing in Australia. 


Commercial Treaty With United States Will Aid Both Countries 


FTER an extended period of 

time involving many problems 
that have had to be surmounted, 
the United States and Argentina 
have signed a commercial treaty 
based on mutual reciprocity in 
their trade relationships. 

This can have only a healthy 
effect upon cultural ties between 
the two countries and pave the 
way to a higher level of that good 
neighborliness which has charac- 
terized the policy of most of the 
twenty-one republics of the west- 
ern hemisphere. 

With respect to the question of 
agents representing United States 
manufacturers in the stationery 
industry and kindred lines, more 
often than not an agent who has 
put in some good preliminary 
work, is changed. He then has to 
stand on one side and watch his 
successor carrying on, frequently 
rendering useless practically all 
of the foundation work that has 
been accomplished. 

It is within the course of nor- 
mal procedure that a manufac- 
turer sends an official or sales in- 
spector or traveler, to tour the ter- 
ritories covered by foreign agents. 
These well intentioned emissaries 
are frequently too liable to be 
satisfied with surface evidence 
“on the spot,” and in most cases 
are really in the district too short 
a time to formulate a sound, ana- 
lytical survey of the ruling condi- 
tions viewed from all angles. They 
then return to report, with de- 
structive criticism, inspired by 
“hush hush” verbata emanating 
from opposed sources. 

The agent is then changed. The 
new man starts off enthusiastical- 
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ly; the home office feels satisfied 
that a change has been made for 
the better. But, alas; with the 
passage of time, facts do not jus- 
tify the new arrangement. Had 
the old agent been given sympa- 
thetic codperation, and his opin- 
ions and plans listened to, the 
showing in most cases would prob- 
ably have been better. 

Of course, there are occasions 
when it is imperative to change 
an agent because of circumstances 
that may not be tolerated. But 
nevertheless it is advisable in the 
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generality of cases to lend a sym- 
pathetic ear to the agent who is 
on the job, codperate with him, 
and assist him in the solution of 
his various difficulties and prob- 
lems. 


Government Controls 


It may well be in these days 
that the fall in the sales index 
has not much, if anything, to do 
with the agent. Manufacturers 
should bear in mind that never 
before in history have govern- 
ments of all countries interfered 
so much with and encroached 
upon private enterprise as at the 
present time. 

From one day to the next it is 
not possible to be certain as to 
what may be exported or im- 
ported, nor the quantity involved, 
nor even the period if and when 
the operation may be effected. 
Even the value of the goods is an 
unknown figure, and there are 
grave risks at every angle. 

And then, due to hostilities, old 
sources of supply are cut off en- 
tirely. New sources are restricted, 
and importing countries set about 
speeding up local industries, at- 
tempting to manufacture the ar- 
ticle that was hitherto imported. 
These measures receive protection 
from the government, either by 
raising the tariff on imported ar- 
ticles, or by regulating foreign ex- 
change currency so that the im- 
portation of an article similar to 
one being made locally, becomes 
practically prohibitive. 

Thus manufacturers in the 
States would do well to take these 
matters into account when nomi- 
nating or visiting agents. 
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In a world of quick transit, rapid 
decisions and universal instanta- 
neous communications, distance 
between one country and another 
has been virtually eliminated. This 
means that countries considered 
far apart, are essentially quite 


near and up-to-date with things 
and events. 

So in the establishment of agen- 
cies, as well as current contact 
with them, in this country, it is 
well to consider that commercial 
conditions with which the manu- 


BOLIVIA 
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facturer has to cope, are similar 
to those existing in the older 
countries of the world, and the 
procedure is practically identical 
with that employed for establish- 
ing agencies in the United States, 
itself. 


Country Moving to Outstanding Place in American Commercial Life 


HE NAME of this country, 

which enjoys so much prestige 
and arouses so much pride in the 
hearts of her sons, comes from 
Simon Bolivar, the great liberator 
of her brother countries. 

Situated as it is in the interior 
of South America, Bolivia is the 
heart of Latin America and a 
center of Spanish culture. Sur- 
rounded by Argentina, Chile, Peru, 
Brazil and Paraguay, and without 
an outlet to the ocean of her own, 
Bolivia has been blessed by nature 
with great mineral wealth. The 
prosperity of Bolivia increases as 
these mineral treasures are dis- 
covered and developed. It may be 
said that Bolivia is the natural soil 
for the creation of solid and en- 
during commercial enterprises. 

Bolivia prospers and moves 
nearer every day toward an out- 
standing place in the commercial 
and industrial life of the American 
continent. New railroads and high- 
ways are being built, uniting her 
far territories with the commer- 
cial and industrial centers of the 
country. For example, the pro- 
jected extension of the railroad 
from Cochabamba to Santa Cruz 
de la Sierra and from there to the 
Brazilian frontier. Again, roads 
are being built in many parts of 
the country both near and far 
from La Paz. Little by little the 
Bolivian transportation system is 
being enlarged to serve all the 
needs of her people. 

Bolivia is progressing. This is 
proved by the fact that the ex- 
portation of metals is constantly 
increasing and her importations 
have overtaxed all railroad trans- 
portation facilities. It is enough 
to say through the Arica-La Paz 
route trains are moving day and 
night carrying all sorts of mer- 
chandise; without relieving the 
congestion at the warehouses in 
the Chilean port of Arica, and the 
same condition is found to exist 
at the Argentine frontier. It has 
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been necessary to give preference 
to goods of prime necessity in or- 
der to regulate somewhat the 
shipping congestion of imports at 
these points. 


Air Service in Bolivia 

Air service should not be over- 
looked. This service has been 
multiplied threefold in the course 
of a year. The Panagra, and the 
Lloyd Aereo Boliviano, the latter 
nationalized by the Bolivian gov- 
ernment, have shown greatly in- 
creased activities. When we con- 
sider that the principal business 
of these lines is the carrying of 
passengers and the mails, we can 
appreciate the great increase in 
commercial activity which has oc- 
curred in this country in less than 
two years and which is directly 
responsible for this increase in 
aerial traffic. 


Bolivian Foreign Trade 
Bolivia is today a new country 
in the world’s industrial current 
but lacks important manufactur- 
ing centers. Her principal indus- 
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try is mining, which because of 
its importance is well-known and 
need not be described. The lack 
of its own factories obligates the 
country to give maximum atten- 
tion to the exportation of minerals 
in order to obtain enough foreign 
exchange to cover the importa- 
tions needed in the various lines 
of commerce and industry. 

Bolivian trade with the rest of 
the world is a very significant fig- 
ure in the statistical chart of 
world commerce. She enjoys a 
position of good financial standing 
which is due to the fact that in 
Bolivia there are neither com- 
mittees nor directorates for the 
control of exchange. Of course, 
the exporter in extending credit 
would consider the financial stand- 
ing of the Bolivian importer and 
his previous relations with ex- 
porters and banks. 


At the start of the present war 
and due to Bolivia’s postwar sit- 
uation arising from the Chaco 
campaign, her credit abroad was 
somewhat strained. Some people 
believed that the Bolivian im- 
porters would continue to be handi- 
capped by the lack of foreign ex- 
change. Manufacturers and ex- 
porters of the United States and 
other countries hesitated to ship 
their products to this country un- 
der promise that their drafts 
would be paid at sight. Many 
exporters refused to ship on these 
terms and asked for payment in 
advance. But as years have 
passed this unfortunate situation 
in Bolivian commerce has disap- 
peared; the extension of foreign 
credit increasing. The fact that 
her metallic products are so need- 
ed by other countries has today 
created a firm basis for the eco- 
nomic prosperity of Bolivia. 


Importation 


The European war situation has 
created a new commercial bond 
between Bolivia and two other 
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American countries. Europe in 
the past has supplied seventy-five 
per cent of the needs of the 
Bolivian people, except food prod- 
ucts of prime necessity. In the 
past the traveler arriving from 
Europe could find with pleasure 
many of the same products that 
he used to see in the show win- 
dows in England, Germany, 
Czechoslovakia, Spain, etc. All 
these products are now imported 
from the United States and from 
Argentine. Today Bolivia is im- 
porting from the United States 
many products of prime necessity 
and materials needed for the de- 
velopment of her industry and 
commerce. These products are 
paper of all descriptions, includ- 
ing paper used in the printing in- 
dustry, school and office supplies, 
chemical and pharmaceutical 
products, tools and construction 
material, mining equipment, no- 
tions, china and glassware, beauty 
preparations, garments, textiles 
and many other kinds of merchan- 
dise—all marked, “Made in the 
0. 6: a.” 

It is sufficient to say, in the in- 
terest of promoting trade between 
Bolivia and the United States, and 
to open the way for the promotion 
of such relations, that any firm 
desiring to sell its products should 
deal through agencies located in 
La Paz. Highly capitalized busi- 
ness houses and corporations as 
well as small business men are 
found in La Paz, and each is a 
specialist in a particular line of 
business, having its own clientele 
and exact knowledge of conditions 
in the interior of the country, be- 


ing organized in such a way as to 
maintain the continuity of trade 
in their territory. 

One of the lines most highly 
developed is that of the distribu- 
tion and use of printing and office 
supplies. However, there being no 
plants for the manufacture of pa- 
per or factories for producing office 
supplies, Bolivia imports 100 per 
cent of her needs in all the many 
forms in which these products 
are used. Let us not forget that 
the printing equipment used in 
Bolivia is a very important part 
of the business of foreign export- 
ers catering to this territory. 


Bolivia a Country With a 
Great Future 


Bolivia is still a new country 
and a virgin territory in the com- 
mercial world. It is an integral 
part of Latin America and is mov- 
ing step by step ever upward on 
the scale of human progress. We 
believe that our people deserve the 
greatest cooperation from the in- 
habitants of our sister republics 
on the American continent. This 
coéperation will aid not only 
Bolivia but all those countries and 
their people, who harassed by com- 
petition and the battle for survival, 
will find here a commercial field 
adequate for the support and con- 
tinuance of the established eco- 
nomic systems. 

Much has been said about the 
prompt payment of accounts by 
the Bolivian importer. Of course, 
there have been times when the 
merchant has not been able to 
meet his foreign obligations with 


CANADA 


"Seller's Market” is Full-Flown Phenomenon 


N EFFORT to peer into Can- 
ada’s office equipment future 
through the heavy war-borne 
mists of uncertainty that shroud 
mid-November, 1941, is attended 
by at least thrice the hazard with 
which even the most qualified 
prophecy is usually fraught. Many 
basic elements and influences of 
the current year, however, are 
vivid enough to suggest some of 
the directions 1942 may take. 
Dominating all manufacturing, 
of course, are the common prob- 
lems of raw material supply and of 
dwindling reserves of labor. With 
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the United States itself confront- 
ing raw material worries, Canada’s 
have become all the more acute 
because of its dependence upon 
imports from south of the border— 
while the scarcity of personnel, 
somewhat relieved by the steady 
replacement of men by women, 
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all the regularity demanded by the 
commercial world, but today Bo- 
livia has turned the corner and is 
in a sound financial condition. 
Bolivian enterprises skillfully man- 
aging the natural wealth of the 
country, offer to foreign invest- 
ment a real guarantee. Our “one 
form of exchange,” as it has been 
called, is a sign of abundance of 
foreign exchange in this country. 
This improvement has balanced 
the Bolivian trade and has in- 
creased import and consumption. 

Exporters and manufacturers, 
not only of the United States but 
of all other countries, in establish- 
ing commercial relations with Bo- 
livian trade, should display the 
same seriousness and furnish the 
same guarantees as Bolivian com- 
merce in turn offers them. 

The Americas will grow stronger 
every day, will be to a greater ex- 
tent masters of their own destinies 
as they are able to establish reci- 
procity of their resources—adapt- 
ed of course, to the economy of 
each country. 

There is one basic condition 
necessary for the establishment 
of these commercial ties—credit 
facilities must exist from one end 
of the American continent to the 
other, which means, after all, ab- 
solute confidence in our good 
neighbors. For this reason, the 
foreign exporter in dealing with 
the Bolivian importer, must be 
prepared to extend an adequate 
line of credit, as behind each im- 
porter exists the potent guarantee 
of Bolivian enterprises. 

Bolivia is a new frontier in the 
Latin American commercial world. 


Throughout Dominion 


has become more and more 
troublesome as the war industries 
approach maximum capacity and 
the military services expand to full 
field strength. 

Difficulties of distribution have 
similarly attained proportions un- 
exampled even at the height of 
World War I. The “seller’s mar- 
ket,” only now developing in the 
States, is a full-flown phenomenon 
in the Dominion. It is composed 
of familiar ingredients: Unprece- 
dented governmental requirements 
for office equipment of all kinds; 
oversized defense industries; office 
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rou*ine quadrupled everywhere by 
eraergency measures such as in- 
creased income taxes, the national 
defense tax, the new unemploy- 
ment insurance, the mandatory 
ten per cent cost of living bonus, 
employee participation in war- 
time financing and, most recently, 
the ceiling courageously imposed 
by the government upon all prices 
and wages. 

Supplying these present de- 
mands has not been simplified by 
the inclination of some important 
consumers, foreseeing a continu- 
ance of their requirements, to pro- 
tect themselves by advance pur- 
chases for future use. It is prob- 
ably not fantastic to suggest that 
this “seller’s market” can develop 
to the point where at least unoffi- 
cial priorities will have to be in- 
voked and where the efforts of 
sales staffs will have to be diverted 
from selling per se into allied 
channels. 


Foreign Exchange Problem 
Fundamental 


Overshadowing and accentuat- 
ing all these problems is the fun- 
damental one of foreign exchange, 
with which most of us here in the 
Dominion but few in the United 


States have to contend. Due to 
our intimate economic relationship 
with our good neighbors in the 
States and to the wise and vigilant 
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efforts of the Foreign Exchange 
Control Board to harbor our US. 
dollars for war purchases there, 
few business moves of any conse- 
quence in Canada these days seem 
uncolored by U.S. exchange con- 
siderations. 

Also creeping more and more 
into the federal government’s poli- 
cies is serious thought about the 
economic hereafter. With post- 
World War I headaches and les- 
sons still fresh in mind, official 
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Canada is laying plans to assuage 
the economic shock which peace 
will inevitably entail. 

Foremost among the proposed 
measures, of course, is one to shore 
up the national buying power 
through a minimization of unem- 
ployment. And unemployment, as 
has been suggested, can be con- 
trolled to a degree by progressive, 
rather than sudden, demobiliza- 
tion of the armed forces and by 
the elimination of as much tech- 
nological unemployment as pos- 
sible. 

Such are the principal factors 
with which the Canadian business 
equipment industry currently has 
to deal. As a British cabinet min- 
ister summarized it the other day: 
“Canada has telescoped two dec- 
ades of development into two years 
of war,” so it is perhaps too much 
to assume that the ensuing year 
will bring only accentuation of 
these present problems, ample as 
they are. 

It is perhaps not too much to 
assume that they will be aug- 
mented and complicated by nu- 
merous others whose origin and 
development are now obscured 
from the trained foresight of even 
high officialdom. 


BRITISH WEST INDIES 


Industry Restricted Because of Order Placing Imports Under Control Board 


HE position regarding office 

appliances in Trinidad at pres- 
ent is a very difficult one. All im- 
ports are under the jurisdiction 
of a control board and permission 
has to be secured before any order 
is sent out of the colony. 

Although a few articles can be 
imported from British Empire 
sources, the importation of metal 
office furniture and office ma- 
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chinery is prohibited. Typewriters 
can be imported from empire 


CHILE 


sources and also spare parts and 
equipment for existing machines 
may be imported from manufac- 
turers. It is also possible to get 
old machines replaced, but only if 
really necessary. 

All this is rather trying at times, 
but we have to realize that all 
these restrictions are to the bene- 
fit of our war efforts and we have 
to do all that we can to help. 


Nation Has Ready Market for Business Machines 


S FAR AS office appliances 
are concerned, I can give you 
personal information, being my- 
self closely connected with the 
sale of steel office furniture, 
Kardex systems and filing cab- 
inets. 
You must bear in mind that 
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Chile has about 5,000,000 inhab- 
itants of which, according to 


American standards, 500,000 to 
600,000 can be considered as con- 
sumers. Therefore, the buying 
power is not as large as the size 
of the population would seem to 
indicate. 

Besides, steel office furniture is 
manufactured in Chile, and I con- 
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sider this production the best in 
South America, which. could stand 
comparison in many points with 
that of the U. S. A. The duty on 
the imported product is rather 
high and the national article, 
which gives full satisfaction to the 
users, is sold at a cheaper price 
than the imported one. 

There is a larger market for 
small articles and sundries, which 
in a general way are not manu- 
factured in Chile. 

With regard to typewriters, ac- 
counting and bookkeeping ma- 
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chines and the like, although a 
large volume of business is trans- 
acted, there are great possibilities 
of increase, as the Chilean busi- 
nessmen are very progressive and 
modern and keen to adopt the 
latest methods. This is where the 
efforts of the United States manu- 
facturers should tend. 


Machines, such as recording ma- 
chines, using printed forms, should 
not overlook the possibility to have 
these forms made and printed in 
Chile, as the duty is extremely 
high on all printed matter. 


GREAT BRITAIN 


Industry's Standard of Efficiency Becoming Recognized in England 


N COMMON with the rest of 

mankind, the office appliance 
industry is now carrying on in the 
midst of a geometrically progress- 
ing spate of words that by their 
very voluminosity have an in- 
creasing tendency to make con- 
fusion worse confounded. 

Nevertheless, to keen students of 
mass movement there are signs 
that the “standard” of efficiency 
humbly borne by the office appli- 
ance industry is becoming defi- 
nitely recognized as one of the 
leading banners in the march of 
time towards the goal of scientific 
management. 

The progress of this movement 
has hitherto been measured by 
the yardstick, aptly phrased by 
Earl Baldwin as “the inevitability 
of gradualness.”’ 
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The war, however, is implement- 
ing the rate of this gradualness 
and, in addition, is accentuating 
the fact that the compass of sci- 
entific management is wider than 
the mere provision of the most 
appropriate tools for the job. 


In this connection there pos- 
sibly has never been in such a 
short space of time a more rapid 


change in the mental outlook of 
so many people as is happening 
since the advent of the U.S.S. R. 
as an ally. 

A study of the activities of our 
Russian allies during the past 
decade provides a revelation of 
achievement in scientific manage- 
ment when founded on the twin 
pillars of loyalty and service of 
both employers and employees 
alike. 

Such a conception, however, is 
no “New Order” to office appliance 
men, and when Phoenix again 
rises from the ashes with wings 
sheltering the spirit of a machine 
age dedicated to the service of 
mankind, the “standard” of the 
office appliance industry can con- 
tinue to be borne high in the 
grand victory march of time. 


British Manufacturers and Mechanics Feel Pinch of Lack of Imports 


HE PRESENT position in the 

typewriter trade in Great Brit- 
ain is somewhat unique insofar as 
intensive competition is a thing 
of the past. 

Ever since the outbreak of war, 
up to within the last few weeks, 
imports of typewriters have been 
practically nil. 

A small number of new ma- 
chines is now coming over, on the 
Lease and Lend basis, but this 
does not materially affect the 
present situation. 

British typewriter manufacturers 
are putting up a good show and 
. the services of every skilled type- 
writer mechanic left in the trade 
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are being utilized to the fullest 
possible extent. 

Reconditioning of machines is 
being carried out to a degree never 
before attempted in this part of 
the world and every member of 
the T. T. F. is fully occupied with 
this work. Rebuilt machines, in 
the past, have not been utilized 
in Great Britain to the same ex- 
tent as in the United States and 
it would not be surprising if the 


market for such reconditioned ma- 
chines, after the war, is consider- 
ably augmented. 

Shortage of supplies and in- 
crease in demand has had the 
usual effect of forcing up prices 
but a stabilizing factor has been 
the comparatively slight increase 
in the prices of new British ma- 
chines, over pre-war figures. 

It is no easy matter to forecast 
the likely position in—say twelve 
months’ time. The excellent help 
that is being afforded by our good 
friends in the U. S. A. has had a 
wonderful effect on the morale 
of our people over here. That does 
not mean to suggest that we are 
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laboring under any delusion in re- 
gard to the urgent necessity of 
throwing every ounce of energy 
into the war effort. Rather has 


it had the effect even of increasing 
that effort. 

One thing, however, is clear and 
that is, whether the war ends in 
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the near future or not, the de- 
mand for typewriters in Great 
Britain, for many months to come, 
will be steady and increasing. 


Limitation of Supplies Act Hampers Trade in Great Britain 


RADE IN THE United King- 

dom has been complicated by 
the Limitation of Supplies Act, by 
the Purchase Tax and by the Price 
Control Act. Each of these titles 
is reasonably self - explanatory. 
The Limitation of Supplies Act 
allows manufacturers a quota to 
distribute to their customers every 
three months, and whether they 
have the goods or not they are 
not permitted to supply above 
their quota. 

The Purchase Tax is a means 
of raising revenue, and is a per- 
centage on the manufacturer's 
price, which in due course is 
passed on to the consumer. This 
raises particular complications in 
the stationery trade because of 
the difficulty of defining what is 
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stationery. Some curious anom- 
alies have resulted. This in some 
cases is due to the fact that any 
goods prepared for accountancy 
are free of tax. It can well be 
cheaper to buy a book ruled with 
cash columns than to buy a plain 
book. 

The Price Control Act prevents 
a retailer from getting a larger 
actual profit than he made pre- 
war. It should be noted that the 
same percentage of profit is not 


COLOMBIA 


allowed; it is the actual profits 
that are taken into account. 

Despite all these difficulties busi- 
ness continues. The big increase 
in the armament industry and in 
all forms of war production has 
made inevitable demands on the 
stationery to control these indus- 
tries. Order books and work tick- 
ets in aircraft factories are com- 
plicated and voluminous, but they 
provide business, and _ essential 
business at that. 

All the young men have gone 
into the services and now the 
young women are beginning to 
leave for the same reason. But 
difficulties are made to be over- 
come, and somehow or other, al- 
though the tempo is slower, we 
continue to carry on. 


Curtailment of Merchandise Being Felt Although Times Normal 


HE GENERAL conditions in 

Colombia during the past year 
could be called normal, notwith- 
standing the continued world up- 
heaval and its consequences. 

Although the price of Colombian 
coffee, which is an index of inter- 
nal conditions, has risen during 
the past year, there was a period 
in which it was not exported be- 
cause the import quotas in the 
United States had been filled. 
However, on October 1, new quotas 
were set up and coffee is moving 
out again in its accustomed quan- 
tities. 

The manufacturing industries of 
the country, of which textiles are 
an important element, have 
boomed during the first semester 
of the year and the same activity 
is expected during the end of the 
second half. 

However, the main worry of all 
importers is the general curtail- 
ment of merchandise available 
and the heavy price increases in 
our only source of supply, which 
at present is the United States. 

Although other factors seem to 
indicate that conditions will not 
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change appreciably, the difficulty 
of getting certain materials and 
merchandise will no doubt have its 
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effect on the whole economy of 
the country. 

Each day we realize that the 
situation in the United States is 
changing. This will no doubt bring 
more restrictions in international 
trade, and in turn will oblige our 
country to take drastic steps of 
great importance to the economic 
future of the nation. 

The government, which will bear 
most of the burden, will know how 
to decide, as it has up to now, and 
base its decisions on the high prin- 
ciples of American solidarity, 
which has been the basis of our 
foreign policy. 

The price increases that have 
taken place during the whole year 
on all office appliances will no 
doubt slow up their sale in this 
country, although it is to be hoped 
that when parts of the loans which 
the United States has granted Co- 
lombia for the strengthening of its 
defense begin to be used, there will 
be some needs especially in gov- 
ernment offices, where since the 
start of the world conflict there 
has been a general curtailment of 
purchases. It is to be hoped that 
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when any defense spending reaches 
this country there will be machines 
available in the United States. 
Despite all the handicaps for the 
normal development of business, 
there is always some interest on 
the part of some concerns in the 
office appliances field to modernize 
their merchandising activities. 


Some have established special 
show rooms for office machines, 
equipment and furniture. They 
are dedicating more time to the 
proper training of salesmen and 
directing their activities more 
closely. 

It is to be hoped that when the 
present emergency is over, more 
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manufacturers in the United States 
wi:l use more men in these terri- 
tories to render help to dealers. 
This is one certain way to increase 
the efficiency of our activities. 
Some firms in the United States 
have realized this and it is evident 
that they are getting very good 
results. 


Army and Navy Demands Have Increased Output of Office Machines 


pote as well as distribution 
of essential materials for in- 
dustry in general in Japan is un- 
der the control of the government, 
and the office appliance and sta- 
tionery manufacturing industry, 
so far as products for general use 
are concerned, is under the ex- 
pedient necessity of cutting short 
their materials to some extent. 
This is in ratio to the actual 
effects in the last few years of the 
conflict in China, which has re- 
sulted in setting aside certain in- 
dispensable materials for con- 
tinuous supply to the government. 
Under these circumstances, either 
increase of products or their de- 
velopment in 1942 is considered as 
unlikely. 

Since the uprise of the hostili- 
ties, demand for office appliances, 
needless to say, for the army and 
naval use has enormously in- 
creased their total production, in- 
cluding those commodities for war 
use, reaching approximately some 
three times as much as that in 
usual years. Taking it for granted 
that such a remarkable increase 
of production has been to a large 
extent due to the substitution of 
many other materials for metals, 
it must be remembered that many 
items of metal are found in the 
list of government banned manu- 
factures. On the other hand, the 
government’s compulsory guidance 
for emphasizing the absolute ne- 
cessity of regulating consumption 
as well as doing away with wastes 
in various directions, has been 
thoroughly recognized not merely 
by the military authorities but also 
by all the demanding strata in 
general society. In view of this 
recent tendency, there is little 
room for anticipating any actual 
circumstances necessitating a 
wider increase of production on 
this line of industry in 1942 in 
comparison with the preceding 
year of 1941. 
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Notwithstanding that some sur- 
plus of materials is anticipated 
because of the closing of some 
parts of the overseas markets, it is 
generally expected that those sur- 
plus materials will find their way 
into the markets of various coun- 
tries in Eastern Asia. 

With reference to the duplicator 
manufacturing industry, the 
largest demand for flat bed ma- 
chines comes from the army and 
navy, while the diagram curve in- 
dicating the demand for flat bed 
duplicators by various kinds of 
civilian corporations which have 
of late developed is showing an 
ascending tendency, because the 
manufacture of printing machines 
of every kind is still prohibited in 
general. 

As for rotary duplicators, de- 
mand for them as “machine guns” 
of document printing, as it were, 
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is actively increased by various 
government offices and big busi- 
ness concerns as well. Hand in 
hand with typewriters for Japanese 
letters, efforts for the increase of 
the production of rotary duplica- 
tors are resulting in brilliant suc- 
cess. There is no reason for antic- 
ipating a weakening in this tend- 
ency in 1942. 

Stencil paper for the use of 
typewriters as well as manual 
scribing, possesses high productive 
capacity, being amply gifted with 
raw material paper unique to this 
country, but it is generally antic- 
ipated that the curve of increase 
of production in 1942 will be rather 
limited, in view of the “scheduled 
production” being carried on. 

With regard to carbon paper, the 
evil of superfluity and consequent- 
ly dumping which the past few 
years have experienced, has now 
been corrected somewhat, as a 
result of the gradual increase of 
restriction on the distribution of 
raw materials for paper and coat- 
ing, especially in the higher 
grades. Thus a gradual rise of 
market prices, instead of the late 
falling tendency, is anticipated. 

As to other Kinds of stationery, 
for which the scope of application 
of substitute materials is wide, 
there is a strong latent power to 
supply demand. The recent re- 
markable increase of retail sta- 
tioners in this country dealing in 
those kinds of commodities bears 
eloquent proof of the above fact. 
With reference to pencils in par- 
ticular, dealers are sufficiently 
stocked with good merchandise so 
that no considerable inconvenience 
will be suffered, even if manufac- 
ture is suspended for half a year. 

Although the government made 
a new decision on official prices 
of all kinds of commercial com- 
modities, and published quotation 
one after another following the 
price suspension act issued Sep- 
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tember 18, 1938, it was naturally 
very difficult for the government 
to maintain those official prices 
invariably. There are too many 
kinds of commodities, and changes 
of time and environments have 
inevitably influenced commodity 
value. In cases where improper 
official prices were imposed, it was 


inevitable that the production of 
the goods concerned was impeded 
in no small degree at least for the 
period required to revise such offi- 
cial prices. 

In these circumstances, there- 
fore, so long as the present sit- 
uation of the country remains un- 
altered, it may be safe to presume 
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that the ratio of general increase 
of production as we see it today 
will be somewhat reduced in 1942, 
from the dual viewpoint of the 
supply of raw materials and of the 
curtailment of their consumption, 
so far as the stationery and office 
appliance manufacturing industry 
is concerned. 


Intensified Mexican Industry Dependant on U. S. for Raw Materials 


HE UNAVOIDABLE effects of 

prevailing world conditions up- 
on Mexico’s foreign trade, as well 
as the settlement of certain long- 
pending internal problems, are 
bound to have an influence on the 
office equipment business in Mex- 
ico during the coming years. 

Mexican industry, which has 
been intensively developed since 
the previous World War, finds it- 
self in a position today of having 
to depend on the United States as 
source for its raw materials, ma- 
chinery, etc. In view of the com- 
plications brought about through 
the defense program in making 
deliveries on these raw materials 
and equipment, a feeling of un- 
certainty has been produced on 
the part of Mexican industry as 
to what the future may hold forth 
for it. 

In the case of office machinery, 
there has been no undue restric- 
tion on exports to Mexico; but 
the manufacturers in the United 
States find themselves in the po- 
sition of wanting to hold their 
Latin-American business, and, yet 
with the increased business that 
they have domestically and with 
the difficulties in securing the raw 
materials necessary to manufac- 
ture, they are not making any 
particular effort to increase the 
volume of business in Latin- 
America as previously. 


It is obvious that unless Mexico 
can continue to find a ready mar- 
ket for its surplus production of 
oil, agricultural products, cattle, 
vegetable fiber and considerable 
number of manufactured articles, 
they will find it difficult to pay 
for the imports. Fortunately, this 
Situation is being given consid- 
erable thought by both the Mexi- 
can and the United States Gov- 
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ernments, and some steps have 
already been made toward assur- 
ing Mexico a market for the pe- 
riod of the emergency, for items 
such as metals and fibers, by the 
United States government. 

The internal situation of Mexico 
has greatly improved during 1941, 
and there is a great deal of 
mounting confidence in the pres- 
ent administration. The people 
feel more at ease and, although 
the emergency has brought about 
many unusual conditions, there is 
more confidence generally in the 
country than there has been in 
many years. The religious ques- 
tion seems to have been definitely 
settled; the agrarian problem is 
no longer a national issue; and, 
moreover, capital and labor seem 
to be reaching a closer, common 
ground of understanding than 
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they have since the labor move- 
ment started in Mexico. 


Considerable importance and 
confidence is attached to the ne- 
gotiations that are now going on 
in Washington with representa- 
tives of the Mexican government 
on the long-delayed settlement of 
the oil expropriation, the renewal 
of silver purchases, the reciprocal 
trade agreement, and a loan to 
stabilize the Mexican peso and as- 
sist in the completion of the Pan 
American highway. A satisfactory 
solution of these problems, some 
of which have interfered with the 
country’s prosperity to no little 
extent, will have a tremendous 
moral effect on new investors and 
business in general, although 
Mexico has lost a market that was 
quite important since the out- 
break of war. 

This breaking off of trade re- 
lations between the Axis powers 
and Mexico has also favored the 
office equipment industry through 
eliminating the competition from 
Europe, which was becoming more 
irritant year after year, due to 
the policies followed by European 
manufacturers. The European 
merchandise which was previously 
sold here is now without service 
and spare parts and the purchas- 
ers, who bought because of price 
and easy payments, will think 
twice before they start buying 
from Europe again. 

Amidst the uncertainty reigning 
throughout the world and in spite 
of the many serious problems at 
present, Mexico stands out as the 
one country where business con- 
ditions should acquire a greater 
degree of stability as time rolls 
along. The American office equip- 
ment business should benefit from 
such a promising future. 
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NETHERLANDS EAST INDIES 


Import Restrictions on Office Equipment Felt Throughout Country 


N THESE uncertain times it is 

rather difficult to foresee what 
is in store for the coming year, 
1942. As readers know, Nether- 
lands East Indies being a posses- 
sion of Holland, is in a state of 
war, particularly on the economic 
front. 

Here we are undergoing all sorts 
of government restrictions and 
must necessarily conform with the 
government regulations controll- 
ing the import and export of 
goods. These restrictions vary 
greatly with the classification of 
the goods imported and exported 
and as the subject as a whole can- 
not possibly be discussed in brief, 
let us confine ourselves to one 
class of import—that of office 
equipment. 

Since the outbreak of hostilities 
in Europe in 1939, the import of 
office equipment articles into the 
Dutch East Indies has increased 
considerably owing to the fact that 
importers are purchasing beyond 
their usual limits to safeguard 
against shortage. Most importers 
are trying to accumulate stock to 
cover one or two years’ normal 
requirements. Their retailers in 
turn are also attempting to safe- 
guard themselves by accumulating 
one or two years’ requirements. 
We, therefore, have the condition 
of both importer and retailer lay- 
ing in considerable stocks. Thus 
we refrain from quoting any sta- 
tistical comparisons for fear they 
might prove misleading. 

Every now and then new regu- 
lations come into force with re- 
gard to the import of different 
classes of office equipment. Some 
classes are now restricted on a 
quota basis and some absolutely 
prohibited. At the moment of 
writing the import of steel office 
equipment in general is prohibited 
for all civil purposes. Only such 
articles as typewriters, adding 
machines, duplicators, addressing 


HE BUSINESS panorama in 
Spain continues to show the 
same general prospects described 
in the article of OrricE APPLIANCES 
in December, 1939. The present 


By A. WM. LAUW ZECHA 


Lawsim Zecha & Company, 
Batavia, Java 


(Agents for Parker Pen Company and Dis- 
tributors of a Variety of Office Supply Lines) 


¥ 


machines and such machines im- 
perative for carrying out business 
in a normal way, are allowed to 
be imported, under restriction. 


Government Expansion Increases 
Demand for Office Equipment 


The war brings to this country 
an enormous increase in the ac- 
tivity of practically all govern- 
ment institutions, especially in the 
offices connected with the coun- 
try’s defense and those controll- 
ing the country’s imports and ex- 
ports. New government offices 
unnecessary in peace time have 
been established. In addition, 
many financial, industrial and 
commercial concerns operating 
normally as branch offices in Java, 
have been obliged to turn the 
branch office into a head office 
due to the occupation of Holland. 
Moreover, a good many industries 
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have sprung up. Naturally, the 
establishing of all these new of- 
fices leads to a considerable in- 
crease in the demand for office 
equipment. 

Since prices have not increased 
much up till the present but have 
a tendency to increase, many 
companies are availing themselves 
of this opportunity to re-equip 
their offices with new machines 
now so that no new equipment 
will be necessary for some years. 
This means increased sales now, 
but it will possibly have an ad- 
verse effect on the sales of office 
equipment during the next year 
or so. This condition is further 
exemplified by the levying of the 
government excess war profits tax, 
which tends to induce the public 
enterprises to spend some of their 
extra profits on new equipment. 
So much for the large increase in 
consumption in the Dutch East 
Indies over the past two years. 


To view the future here from 
the American exporter’s point of 
view, we must take into considera- 
tion the export restrictions re- 
cently introduced in England by 
the ministry of supply. Actually, 
England and America have shared 
the office equipment market in the 
Dutch East Indies since the out- 
break of war in 1939. The new 
priority export restrictions in 
England will certainly mean that 
America’s share of this market 
will greatly increase and this will 
outweigh any minor disadvantages 
suffered through decreases in total 
consumption. In short, American 
exporters in general and of office 
equipment in particular, may con- 
fidently expect an increase in 
business with the Dutch East In- 
dies during 1942, provided that no 
further import restrictions or pro- 
hibitions are introduced. This, of 
course, is a question concerning 
which no one can prophesy with 
any known degree of accuracy. 


situation is based on the neces- 
sity to supply the needs of our 
market with national products in- 
asmuch as our government finds 
it necessary to enforce its policies 
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of restricting importations and 
these are limited to articles con- 
sidered as indispensable. 

The breaking down of the Span- 
ish trade brought about the de- 
struction of the rich sources of 
the nation. Furthermore, the pre- 
vailing international situation 
which day after day is taking a 
more complicated aspect, presents 
a more difficult solution and a 


more severe and strict rationing 
of foreign purchases. On the basis 
of all efforts and the sacrifices 
that we are enduring with enthu- 
siasm, the resurgence of Spain 
and her economic independence, 
after the end of the present con- 
flict, will lead us to renew in a 
normal scale our commercial rela- 
tions with other nations and to 
strengthen our long established 


SWEDEN 
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relations with the United States. 
Under these circumstances it is 
only natural to consider that the 
business of office equipment has 
become stagnant in its progress 
and for this reason it would be 
difficult to indicate in an article 
any sales possibilities in the Span- 
ish market, as importations are 
of a secondary plan under vital 
necessities of this country. 


Present Situation Has Country Entirely Cut Off From Overseas Markets 


HE GENERAL fundamental 

principles governing Sweden’s 
economic life suffered a radical 
change when, as a result of the 
German occupation of Denmark 
and Norway in April, 1940, the 
country was almost entirely cut 
off from all direct communica- 
tions by sea with western Europe 
and oversea markets. Normally 
Sweden imports many raw mate- 
rials and vital necessities, etc., 
from those parts of the world, and 
Great Britain and the United 
States in particular are very im- 
portant buyers of Swedish export 
products. Under these circum- 
stances Sweden has naturally 
tried to expand her trade with the 
countries bordering to the Baltic 
Sea. Germany, already an impor- 
tant trading partner, has there- 
fore become a still more vital fac- 
tor in Sweden’s foreign trade. The 
trade with Russia, which for many 
years had been on a very small 
scale, had just received a new 
start through a fresh commercial 
treaty, when the outbreak of the 
war between Germany and Russia 
in June, 1941, for the time being 
checked all further expansion of 
trade eastwards. 

Two factors, the increasing 
searcity of certain vital articles 
of production, such as textile raw 
materials, rubber, hides, oleagi- 
nous seeds, etc., and not least solid 
and liquid fossil fuels, such as 
coal, coke and mineral oils, on the 
one hand, and on the other the 
increasing difficulty in finding 
markets for a number of leading 
export goods, primarily paper pulp 
and paper, did not fail to have a 
far-reaching effect on Sweden’s 
industrial life. The result is that, 
since the period immediately pre- 
ceding the outbreak of the war in 
1939, industrial production has de- 
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clined by twenty to twenty-five 
per cent and considerable read- 
justment has become necessary. 
According to information sub- 
mitted by the Board of Trade the 
volume of foreign trade has suf- 
fered still more, as will be seen 
from the following figures: 


Import 


gone up by more than fifty per 
cent, and certain essential com- 
modities, such as fuel, by a far 
larger percentage. Lately, how- 
ever, the price level has become 
somewhat stabilized, and it can- 
not be said that there has been 
any inflation in a real sense of the 
word. 


Government Board Fixes Prices 


The prices of a great number 
of living necessities as well as 
many other commodities and ar- 
ticles are fixed by the Government 
Price Control Board, and this 
body is acting more and more 


Total 
Export Foreign Trade 
Million Kronor Million Kronor Million Kronor 
1,558 1,253 2,811 


Jan.-Aug., 1939 .... 
Jan.-Aug., 1941 .. 


Decline ...... Ce pee San 


The decline in foreign trade 
would have been considerably 
heavier, if prices had not increased 
substantially since the war started, 
which has contributed a great 
deal toward keeping up the value 
figures. Since the summer of 1939 
wholesale prices in Sweden have 
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1,045 843 1,888 


513 410 923 


extensively as the situation makes 
it necessary. For instance, on the 
program among other things is 
a move to standardize certain 
wearing apparel. 

Since the beginning of 1940, the 
cost of living has gone up nearly 
twenty-five per cent and since the 
summer of 1939, the rise is about 
thirty per cent. The above in- 
crease applies only to vital living 
necessities. The larger part of 
other goods and articles have in- 
creased considerably more, a great 
number of which have been 
classed as luxuries and being sub- 
ject to a luxury tax. 

On account of this increase in 
the cost of living a certain com- 
pensation is paid to all employed 
in public service and with very 
few exceptions to all people in pri- 
vate business employ. At present 
this compensation amounts to 
12.7 per cent on fixed salaries and 
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is estimated to cover slightly less 
than one-half of the increased 
costs of vital living necessities. 

Since April, 1940, about one-half 
of the Swedish merchant fleet has 
been cut off from its home ports. 

The heavy rearmament which 
Sweden has had to undertake in 
the present dangerous situation 
and the widespread draft of men 
for military and naval service, etc., 
have caused a _ substantial in- 
crease in state expenditure. This 
has been financed partly by a 
heavy increase in income taxes as 
well as other taxes, including a 
special defense tax of about fifty 
per cent on the current crown tax 
and a five per cent sales tax on 
practically all sales to consumers, 
and partly by raising loans. In 
order to make this borrowing 
cheaper, a successful attempt has 
been made to force down the in- 
terest level. The money market in 
Sweden may be described as easy. 
The trend on the stock exchange 
has been, on the whole, unsettled 
and the turnover small. 


Office Equipment Market Steady 

On the Swedish market for of- 
fice equipment no _ appreciable 
falling-off has been observable on 
the whole so far, thanks to the 
fact that business generally has 
been fairly active. Insofar as the 
sales volume has dropped since 
the war broke out, it is largely 
due to the impossibility of main- 
taining stocks at a normal level, 
and this has generally hit the 
importers of American office 
equipment. Since April, 1940, the 
import of office machines from 
the United States has been small 
and irregular. For some time past 
great attempts have been made 
by firms selling European office 
machines to establish their makes 
on the Swedish market, and it 
may be said that makes of Ger- 
man manufacture and especially 
accounting machines and portable 
typewriters have been quite suc- 
cessful. Some improved models 


have been released by them. It 
has been noticed, however, that 
in some cases their delivery ca- 
pacity has been limited. It is in- 
deed characteristic that during 
the war an impetus has been 
given to the sale of machines of 
domestic manufacture. The ma- 
jority of the government’s orders 
for office machines, which have 
been very large, have gone to 
Swedish manufacturers, and there 
has been a marked tendency on 
the part of private firms to favor 
Swedish makes. 

The landed cost of office ma- 
chines imported into Sweden 
lately have been very high, as the 
costs of production abroad have 
gone up and the freight and in- 
surance rates have doubled sev- 
eral times over. The costs of pro- 
duction for office machines manu- 
factured in this country have 
likely not increased to the same 
extent as the import costs, where- 
fore the Swedish machines are 
favored in regard to profits when 
the same market price is main- 
tained. In cases when the Swed- 
ish machines sell at lower prices, 
the importers are forced to take 
a smaller margin of profit in or- 
der to be able to compete suc- 
cessfully. 


Price Situation Stable 


The situation in regard to prices 
of office equipment in general has 
improved in recent years. It may 
even be said that the price level 
is stable with very few exceptions, 
and it can be hoped that the few 
price cutters that still exist will 
finally be eliminated. The stabi- 
lization of prices and selling terms, 
which has been effected in recent 
years, is almost exclusively due 
to the good cooperation which ex- 
ists within the Office Machine 
Dealers Association, which was 
formed a few years ago. 

However, it has not been pos- 
sible to raise the selling prices in 
proportion to the increased cost 
prices, at least not for the import- 


THAILAND 
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ers, and the sellers’ gross profits 
have therefore, been reduced. At 
the same time, their expenses have 
increased all around. Nearly the 
whole staff of employees receive 
compensation to cover part of the 
increased cost of living. Other ex- 
penses have gone up still more. 
Traveling expenses are higher 
owing to a substantial rise of food 
and lodging and also railroad 
fares. Another contributing factor 
to increased selling expenses is the 
extremely high cost of operating 
automobiles with charcoal genera- 
tors. Gasoline has not been avail- 
able on the Swedish market for 
over a year. It is a great handicap 
to work the provinces for office 
machines without a car, especially 
as the train and bus traffic has 
had to be reduced in order to save 
fuel. Staff replacements owing to 
men being called for military serv- 
ice have proved another awkward 
handicap, the difficulties being 
greatest at the smaller branch 
offices with small staffs. It has 
not been uncommon that entire 
branch office staffs have been 
called at one time, while even the 
temporary staff appointed in their 
place has sometimes had to leave 
for the same reason after a couple 
of months. Anyone familiar with 
our line of business knows what a 
negative effect a constant change 
of sales personnel has on the sales 
volume. 

There are many obstacles to 
contend with now for the firms 
dealing with American office equip- 
ment, but there is nothing else to 
do but make the best of a difficult 
situation in the hope that the war 
will soon be over and that we shall 
once more be able to operate under 
normal conditions. 

To make a business forecast for 
the year 1942 is extremely difficult, 
as we are entirely dependent on 
our supply of stocks and also on 
the business activity in this coun- 
try, and both these factors will be 
dependent on the international 
political situation. 


Agent's Principal Difficulty Today is to Obtain Stock 


URING the past year, the of- 
fice equipment trade in Thai- 
land has gone through a new and 
for it a most unusual experience. 
Where formerly an agent’s chief 
problem was to find sale for the 
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products imported, the present 
problem is one of being able to 
get stocks to fill orders taken in 
advance. 

At one time the trade here was 
in a decidedly unhealthy condi- 
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tion with a dozen or more agents 
scrambling for business and con- 
sequently, prices so low that no- 
body made any money in it at all. 
The absurdity of so many agents 
offering typewriters for sale in 
Thailand will be realized when the 
figures for imports for the years 
that have passed are studied. 


the agents now find themselves 
in the unique position of having 
orders on hand for forward de- 
livery and of having buyers whip- 
ping up stocks as soon as ship- 
ments arrive. 

Within the last few weeks a new 
source of trouble has arisen as a 
result of the American and Brit- 


Monthly Average 


Year Value of Imports 

1936 Baht 105,540.00 Baht 8,793.00 
1937 ” 103,769.00 ‘ 8,647.00 
1938 * 119,226.00 9,935.00 
1939 ” 115,681.00 “ 9,640.00 
1940 * 186,059.00 15,504.00 
1941 (5 months) 79,763.00 15,952.00 


The Thai Baht was worth U. S. 
forty-five cents before the war, 
and is today worth about thirty- 
five cents. Before the war there 
were three American, one British, 
one Swiss and four German agen- 
cies competing for the business, 
and from the monthly average of 
imports the amount of business 
that each agent had to be content 
with can be easily imagined. 


Since the war, of course, certain 
European competition has been 
eliminated, and now with fewer 
agents doing business and demand 
having increased considerably the 
past eighteen months, a fair meas- 
ure of profits have gone to office 
equipment dealers, and as previ- 
ously mentioned, their problem 
now is one of getting stocks rather 
than of finding prospects. 

In conjunction with the rest of 
the world, Thailand is suffering 
from an acute shortage of ship- 
ping and goods are therefore, tak- 
ing longer in transit than for- 
merly. In addition all goods des- 
tined for Bangkok have to be 
transhipped either at Hongkong 


ish freezing orders against Japan 
and Japanese controlled China. 
This has caused the free Shang- 
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hai money market to close and 
banks in Bangkok now have the 
greatest difficulty in obtaining U. 
S. dollar exchange. When they do 
get it they must parcel it out 
among their regular clients in 
small lots. 

As regards the percentage of 
business in typewriters by country 
of origin the following figures are 
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From 1936 to 1939 Germany’s 
percentage of imports increased 
at the expense of the United 
States, United Kingdom remain- 
ing practically level, but since the 
war the American imports jumped 
from Baht 60,154.00 in 1939 to Baht 
124,696.00 in 1940 and have already 
reached Baht 59,039 in May, 1941, 
the last month for which customs 
figures of imports are to hand at 
the time of writing. 

Regarding other office appli- 
ances such as adding and calcu- 
lating machines, duplicators, steel 
office furniture, etc., the facts are 
practically the same as with type- 
writers. German made products 
made an inroad on American and 
British products and found a mar- 
ket as the result of lower import 
costs and prices, but since the war 
American and British products 
have come into their own again. 


American Fountain Pens Gain 


The market for fountain pens 
has also improved for the better 
known American manufacturers, 
and latterly a large quantity of 
lower priced American pens have 
been imported and have replaced 
the cheaper German and Japanese 
articles. 

With regard to the future it 
would be unwise to try and make 
any forecast as the situation in 
the Pacific is so full of uncertainty 
that nobody can really foretell 
what will happen within the next 
twelve months. Any forecast would 
be mere guess work and as such 
could be highly misleading. With 
the rest of the countries in East 
Asia, if war keeps away from the 
Pacific, Thailand should enjoy a 
really brisk period of trade, and if 
it is otherwise trade will prac- 
tically come to a standstill. 


or Singapore, resulting under illuminating: 

present war time restrictions in 

an even greater delay. In addi- 1936 1937 1938 1939 1940 1941 
tion, of course, manufacturers U. S. A. 2 i 11% 60% 51% 51% 671% T4% 
both in the United States and in U. K. 13% 14% 16% 12% 29% 20% 
Britain are requiring longer pe- Germany 13% 22% 26% 32% 2% nil 
riods to fill orders so that most of All others ...... 3% 4% 1% 5% 2% 6% 


Here endeth the ‘1942 World Perspective of the Office Equipment Industry” 
special section of the December, 1941, issue of OFFICE APPLIANCES. 
A number of friends abroad found it necessary to decline partici- 
pation in this year’s symposium because of armed conflict 
in various parts of the world, which interferes with the 
free movement of world commerce. To those who 
codperated in the making of this section, we 


here express our appreciation. 
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POINTS ON NEW EXCISE TAXES 


Note.—The information given 
below supplements the article on 
the new manufacturers’ excise tax 
on the sale of business and store 
machines and the new retailers’ 
excise tax on the sale of jewelry, 
etc., as imposed by the Revenue 
Act of 1941, which appeared in 
November OFFICE APPLIANCES. (See 
pages 11, 12, 13, 71, and 82.) These 
combined statements seem to com- 
prise the most complete treatment 
available to date on the applica- 
tion of the excise taxes to certain 
products manufactured and sold 
in the commercial stationery and 
office machine industry. 


DDITIONAL information to 

help answer questions which 
have caused extensive confusion 
in the stationery and business 
equipment field since the new ex- 
cise taxes went into effect on Oc- 
tober 1 was obtained by OFFICE 
APPLIANCES from the Bureau of In- 
ternal Revenue as this issue went 
to press. 

The clarifying statements were 
provided by Deputy Commissioner 
D.S. Bliss in a letter dated Novem- 
ber 25 in answer to inquiries 
tendered by this publication on 
several aspects of the new laws. A 
special effort was made to procure 
the answers in order to give them 
to the trade in this issue. 

The Bureau's position was stated 
on the .following factors about 
which there had been much un- 
certainty: 


Bands on Fountain Pens 


The metal band (or bands) 
placed on the cap of a fountain 
pen as reinforcement near the 
threaded opening is considered 
within the classification of “essen- 
tial parts not used for ornamental 
purposes,” and therefore does not 
make the pen subject to the tax. 

Said Mr. Bliss: 

“Answering your question re- 
garding the band around the 
threaded opening on a fountain 
pen, the following ruling has been 
issued: 

“*The pen point, lever, clip and 
the narrow metal band or bands 
placed on the cap for the express 
purpose of preventing the cap 
from splitting or expanding are 
held to be the parts of a fountain 
. pen which are “essential parts not 
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used for ornamental purposes,” 
within the meaning of the exemp- 
tion provisions contained in sec- 
tion 2400 of the Internal Revenue 
Code. All other parts consisting of 
precious metals, or imitations 
thereof, are held to be ornamenta- 
tions unless it is conclusively es- 
tablished that a particular part is 





THE RETAILERS’ 
EXCISE TAXES 


SEC. 2400. TAX ON JEWELRY, 
ETC. 


“There is hereby imposed upon 
the following articles sold at retail 
a tax equivalent to 10 per centum 
of the price for which so sold: All 
articles commonly or commercially 
known as jewelry, whether real or 
imitation; pearls, precious and semi- 
precious stones, and _ imitations 
thereof; articles made of, or or- 
namented, mounted or fitted with, 
precious metals or imitations there- 
of; watches and clocks and cases 
and movements therefor; gold, gold- 
plated, silver, silver-plated or ster- 
ling flatware or hollow ware; opera 
glasses; lorgnettes; marine glasses; 
field glasses; and binoculars. The 
tax imposed by this section shall 
not apply to any article used for 
religious purposes, to surgical in- 
struments, or to frames or mount- 
ings for spectacles or eyeglasses, 
or to a fountain pen if the only 
parts of the pen which consist of 
precious metals are essential parts 
not used for ornamental purposes.” 





an essential part and not for or- 
namental purposes. Accordingly, 
fountain pens which have parts 
(other than the essential parts 
enumerated above) consisting of 
precious metals or imitations 
thereof are subject to the tax im- 
posed by section 2400 of the In- 
ternal Revenue Code.’ ”’ 

Section 2400, mentioned above, 
is again reprinted on this page for 
purpose of reference. Readers will 
recall that the retailers’ excise tax 
applies to articles taxed as jewelry 
if they are “made of, ornamented, 
mounted or fitted, with precious 
metals or imitations thereof.” The 
law, however, exempts fountain 
pens “if the only parts of the pen 
which consist of precious metals 
are essential parts not used for 
ornamental purposes.” Until now 
the industry has not known what 
was to be considered as “essential 
parts not used for ornamental 
purposes.” 

Section 320.33 of Regulations 51 
promulgated by the Commissioner 
of Internal Revenue on September 
29, 1941, relating to enforcement 
of the new retailers’ excise taxes, 
defines “precious metals” and 
“imitations thereof” as follows: 
“The term ‘precious metals’ in- 
cludes platinum, gold, silver, and 
other metals of similar or greater 
value. The term ‘imitations there- 
of’ includes platings and alloys of 
such metals.” 


Mechanical Pencils 


Generally speaking, there are no 
tax exemptions applying to sales 
at retail of mechanical pencils, if 
they are made of or ornamented 
with precious metal or imitations 
thereof. Mr. Bliss explained: 

“The language in section 2400 
that exempts from tax retail sales 
of certain fountain pens does not 
apply to retail sales of mechanical 
pencils ornamented, mounted or 
fitted with precious metals or 
imitations thereof, etc. The only 
provisions that exempt from tax 
the sales of otherwise taxable me- 
chanical pencils are contained in 
section 2406(a) and (b) of the 
Internal Revenue Code, relative 
to sales for the exclusive use of 





DECEMBER, 1941 


States, or political subdivisions 
thereof, and to the United States; 
and sales for export or for ship- 
ment to possessions of the United 
States. Therefore, sales at retail, 
of mechanical pencils are taxable 
under section 2400 of the Internal 
Revenue Code when such pencils 
are made of, or ornamented, 
mounted or fitted with, precious 
metals or imitations thereof; or 
when made of, ornamented, 
mounted or fitted with, pearls, 
precious stones or semi-precious 
stones, or imitations thereof.” 


Rebuilt Office Machines 


Rebuilt typewriters and other 
rebuilt office machines, as indi- 
cated on page 13 of the November 
number, are taxable. The tax is 
imposed on the rebuilder at the 
rate of 10 percent of his sale 
price. 

Said Mr. Bliss on this question: 

“You inquire as to the applica- 
tion of section 3406(a) (6) of the 
Internal Revenue Code, as added 
by section 551 of the Revenue Act 
of 1941, to the sales of ‘rebuilt’ and 
‘overhauled’ typewriters and other 
taxable office machines. 

“In general the Bureau takes 
the position that the mere repair 
of existing articles is not taxable, 
but that the production of articles 
from scrap, salvage, junk, or old 
materials, and raw or new mate- 
rials, involves a manufacturing 
process within the meaning of the 
above-named section of the In- 
ternal Revenue Code, and that 
sales of the resultant articles are 
properly subject to the manufac- 
turers’ excise tax imposed there- 
under. 


“Where old typewriters or other 
taxable machines are dismantled, 
the unserviceable parts discarded 
and the serviceable parts salvaged, 
cleaned and sorted into piles or 
trays for use as materials, rebuilt 
typewriters or machines being 
produced from these materials 
with or without the addition of 
new parts, which typewriters or 
other taxable office machines are 
then placed in stock for future 
sale or exchange by the rebuilder, 
such sales or exchanges of the 
typewriters or office machines by 
the rebuilder are subject to tax 
under the provisions of section 
3406(a) (6) of the Internal Revenue 
Code.” 

Section 3406(a) (6), stating the 
manufacturers’ tax, is also re- 
printed in accompanying columns 
for reference as to the wording of 
the law. Readers will recall that 


this tax is imposed upon the 
manufacturer of business and 
store machines at the rate of 10 
percent of the price for which he 
sells the article. The retailer may 
add the 10 percent to his invoice 
when he sells the machine, desig- 





THE MANUFACTURERS’ 
EXCISE TAXES 


SEC. 3406. EXCISE TAXES IM- 
POSED BY THE REVENUE 
ACT OF 1941. 


“(a) Imposition.—There shall be 
imposed on the following articles, 
sold by the manufacturer, producer, 
or importer, a tax equivalent to the 
rate, on the price for which sold, 
set forth in the following para- 
graphs (including in each case parts 
or accessories of such articles sold 
on or in connection therewith, or 
with the sale thereof): ... 

“(6) Business and store machines. 
—Adding machines, addressing ma- 
chines, autographic registers, bank 
proof machines, billing machines, 
bookkeeping machines, calculating 
machines, card punching machines, 
cash registers, change making ma- 
chines, check writing machines, 
check signing machines, check can- 
celling machines, check perforating 
machines, check cutting machines, 
check dating machines, other check 
protector machine devices, com- 
puting machines, coin counters, dic- 
tographs, dictating machine record 
shaving machines, dictating ma- 
chines, duplicating machines, em- 
bossing machines, envelope opening 
machines, erasing machines, folding 
machines, fanfold machines, fare 
registers, fare boxes, listing ma- 
chines, line-a-time and similar ma- 
chines, mailing machines, multi- 
graph machines, multigraph type- 
setting machines, multigraph type 
justifying machines, numbering ma- 
chines, portable paper fastening 
machines, pay roll machines, pencil 
sharpeners, postal permit mailing 
machines, punch card machines, 
sorting machines, stencil cutting 
machines, shorthand writing ma- 
chines, sealing machines, tabulating 
machines, ticket counting machines, 
ticket issuing machines, typewriters, 
transcribing machines, time record- 
ing devices, and combinations of 
any of the foregoing, 10 per centum.” 





nating the amount as “manufac- 
turers’ excise tax” or “tax reim- 
bursed to manufacturer.” 


Machine Replacement Parts 


It appears that the separate sale 
of replacement parts for taxable 
office machines is not subject to 
the tax, according to the deputy 
commissioner. If, however, they 
are sold on or in connection with 
the manufacturer’s sale of tax- 
able office machines the sale of 
the combination is taxable. 

Replacement parts in which 
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rubber is the component material 
of chief weight are taxable under 
the provisions of another section 
of the manufacturers’ excise tax 
covering rubber articles. On these 
points Mr. Bliss said: 

“Section 3406(a) (6) of the In- 
ternal Revenue Code does not im- 
pose a tax on the parts manufac- 
turer’s separate sale of replace- 
ment parts for typewriters or 
other taxable office machines. 
However, if rubber is the com- 
ponent material of chief weight in 
any of such parts, the sale or use 
by the manufacturer of such rub- 
ber parts is taxable under the pro- 
visions of section 3406(a)(7) of 
the Internal Revenue Code. Where 
parts or accessories are sold on or 
in connection with the manufac- 
turer’s sale of typewriters (or 
other taxable office machines) the 
sale of the combination is tax- 
able.” 


Establishing Dealer Prices 


Some dealers in the trade have 
asserted that they should be per- 
mitted to incorporate the man- 
ufacturers’ excise taxes which 
they reimburse to the manufac- 
turers as a part of their selling 
costs. Also that they be allowed 
to increase their selling prices in 
accordance with their increased 
costs, and they object to this being 
considered “pyramiding the man- 
ufacturers’ excise tax.” 

As stated on page 12 of the 
November issue, the dealer may 
himself establish his resale price 
so long as he does not ascribe a 
greater amount to the manufac- 
turers’ excise tax than the actual 
amount of the tax. The deputy 
commissioner substantiated this 
in declaring, “The price for which 
a dealer sells an article is of his 
own selection. The Bureau has no 
control over price fixing policies, 
but is concerned with any viola~ 
tion of section 3325 of the In- 
ternal Revenue Code, relative to 
the misrepresentation of the tax.” 

A retailer may absorb a retail 
tax and not pass it on to the cus- 
tomer, but officials of the Internal 
Revenue Bureau recently issued a 
warning to merchants that they 
may not make use of that fact in 
any manner to induce the sale of 
their merchandise without sub- 
jecting themselves to possible lia- 
bility for the penalty specified in 
the law. It was pointed out that 
the Internal Revenue Code pro- 
hibits any advertising that a mer- 
chant is paying retail taxes on 
certain articles and not passing on 
the cost to their customers. 
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Today's Opportunities fo SL 


LOOSE LEAF SYSTEMS AND SUPPLIES 


IKE everything else in this 

modern world, the economic 
cycle has speeded up to such an 
extent that comparative young- 
sters in our industry can remem- 
ber all the phases. Most of the 
lads on the stationery firing line 
today can recall vividly the bull 
market boom that crashed in ’29, 
the descent to the bank holiday of 
32, and the jagged climb to the 
defense boom of today. Perhaps 
the freshness of these recollections 
will prevent a repetition of some 
of the mistakes of the past. 

One of the mistakes was too 
much order-taking in the boom 
times. This was corrected during 
the depression by emphasis on real 
selling. The salesman realized his 
success — even his job — depended 
on a thorough knowledge of his 
goods and his prospects, gained 
through extra thought and study, 
and on the application of this 
knowledge, as well as on hard 
work. On the outside, emphasis 
was laid on carrying along articles 
for demonstration. 

Will the office supply salesman 
of today forget all that he has 
learned? Will he settle back into 
the easy life of the order-taker? 
There is reason for introspection 
along these lines. If it is decided 
there still is need to urge the sales 
force to push certain items, which 
lines shall be pushed? 


By N. W. THUL 


Sales Manager, 
The Pounsford Stationery Co., 
Cincinnati, Ohio 


¥ 


Right here loose leaf, in all its 
branches, fits into the picture per- 
fectly. It fits into the picture es- 
pecially well at this time because 
there is likelihood of being able 
to obtain a fair quantity of it 
throughout the present emergen- 
cy. It lends itself to attractive 
display in the store and to in- 
teresting demonstrations on the 
outside. While frequent improve- 
ments lend novelty to loose leaf, 
it is a staple line of important 
volume, with high re-order value 
and a good margin of profit. 

As you enter our store, the foun- 
tain pen department is on the 
right, followed by the engraving 
and fine stationery department, 
and so on — a logical grouping 
of lines that are bought for in- 
dividuals rather than for offices. 
The opposite side of the store is 
devoted entirely to commercial 
material. In the very front is the 
loose leaf display, with the loose 
leaf stock behind and beyond it, 
occupying a third or more of the 
shelf space which lines the left 





A View of a Portion of the Pounsford Store.—Progressive methods have kept this 
organization in the forefront of stationers in the United States. Since this picture 
was taken fluorescent lighting has been installed. 
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wall. This prominent position was 
determined on the basis of volume 
of sales of loose leaf in proportion 
to total sales. 

Ring book samples, complete 
with sheets and indexes, are 
shown along the top of the display 
rack, presenting a vivid picture, 
with the new imitation calfskin 
books in colors. Here are displayed, 
also, a dozen different types of 
catalogue binders, gold lettered on 
the backs for easy identification. 
On the table which supports the 
display rack are the ledgers, post 
binders, visible books and sample 
books of forms. 


Higher Quality Items in Demand 


During the depression, the pub- 
lic was so price-conscious that few 
salesmen ventured to offer any- 
thing better than the first-grade 
artificial leather ring book. Now 
there is an increasing appreciation 
of real leather, and our salesmen 
begin by offering a good genuine 
leather ring book at about $4.00. 

They know just where to start 
with ledgers, too—a flexible post 
binder complete with sheets and 
indexes. A premium of $1.00 is 
offered to the salesman for each 
flexible post binder sold, with re- 
sults that at times have startled 
even the manufacturer. 

Ring visible outfits, priced com- 
plete with index and two hundred 
sheets, frequently are sold on the 
floor. Customers requiring draft- 
ing of special forms, or more elab- 
orate equipment such as automatic 
shift visible binders, are escorted 
to the systems department on the 
second floor. 
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With the outside force, due em- 
phasis is laid on knowledge of the 
product as the most important 
background for selling loose leaf 
devices and systems. The talking 
points of each item, even common- 
place articles like post binders, are 
discussed and memorized. When- 
ever the manufacturer’s represen- 
tative comes around with some- 
thing new, that is a signal for a 
sales meeting. 

With knowledge thus gained and 
enthusiasm renewed, a new cover 
material on a post binder, or an 
improved closing mechanism on a 
ring binder, means the new arti- 
cle will be tucked under the arm 
of one or more salesmen to show 
to their customers. Not very often 
do their presentations happen to 
coincide with the buyers’ imme- 
diate needs — they show these 
items to gain attention and to 
lead to future sales. Most of the 
salesmen like loose leaf items for 
use in this manner because they 
arouse interest without taking too 
much time, because they often 
lead to large orders, and because, 


once sold, they usually are good 
for repeat business. 

Loose leaf systems, on the other 
hand, require slightly different 
treatment. In a “system,” the 
essential factor is the record, and 
whether it gives the information 
it is supposed to give in the most 
efficient manner; the housing of 
the record is of secondary im- 
portance. Occasionally our men 
put the cart before the horse and 
demonstrate a visible binder with- 
out knowing how it might be used 
by the prospect, but that is only 
to get his interest and lead him 
to volunteer the proper informa- 
tion. As soon as the buyer men- 
tions a possible spot for a visible 
record, the salesman immediate- 
ly stops demonstrating the device 
and begins talking about the rec- 
ord. He jots down all available 
data relative to the purpose and 
present method, and offers to re- 
turn with a form sketched on a 
visible sheet. If permission is ob- 
tained to draw up the form, the 
system is ninety-nine per cent 
sold. 

Besides occasional demonstra- 
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tions of visible binders, our men 
try to promote systems sales by 
asking leading questions now and 
then, such as, “How do you keep 
that record?” or “How do you take 
care of this government request 
for information?” They also keep 
their eyes open in offices for evi- 
dence of other forms of record 
keeping. They know that every 
blind card file, for instance, is a 
possible prospect for change to 
visible filing, with its quicker 
posting, quicker reference, and 
greater facility for charting and 
signaling. 

With a few exceptions, our men 
are apt to shy away from the 
more complicated systems, par- 
ticularly those involving visible 
cabinets; and they are encouraged 
to turn those leads over to the 
systems department. But they will 
tackle almost anything that in- 
volves loose leaf. Without necessi- 
tating specialists, relished by floor 
men and outside men alike, we 
consider loose leaf one of our most 
profitable lines from the stand- 
point of present volume and pro- 
motional opportunities. 





Christmas Window of the Re-Print Company, Birmingham, Ala.—At no time of 
year do people shop the show windows more than at Christmas time, according to 
the experience of the Re-Print Company, which definitely slants its windows after 
the Thanksgiving period to appeal to the gift shopper. Donald R. Huff and R. Morris 
Kimzey are proprietors. Last year the concern liked its gift windows so well that it 
took space in the newspapers so as to reproduce photographs of the windows in print. 
Various items could be plainly seen in the newspaper reproduction. Following is a 
partial list of items displayed: Christmas cards, phone indexes, memo cases, calen- 
dar pads, ash trays, billfolds, key cases, fountain pens, desks, chairs, brief cases 
and chair cushions. In addition to the windows, the interior displays tied in effec- 
tively to answer the one question on most shopper's minds: “What can | give him 
(or her).’” The profusion of desk lamps, leather cases, desk calendars, engraved 
stationery and greeting cards supplied some of the answers. 
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| What Wakes a 


VISIBLE RECORDS SALESMAN? 


N THE October issue of OFFICE 

APPLIANCES were Several good 
articles on visible records—why 
they should be sold; who to sell 
them to; how to sell them; what 
kind of records to put into visible. 
But nothing about what makes a 
man a good visible record Sales- 
man. 

Is there any magic in selling 
visible? The answer is, “No.” No 
Special genius is required. Any 
man who is a “good” salesman 
can be a “good” visible salesman. 
Don’t feel that the big specialty 
sales organizations have any Sse- 
cret formula for picking good visi- 
ble men out of thin air and send- 
ing them out to get orders. The 
specialty organizations do one 
thing; they train their men. The 
writer is a college trained man 
but never in his college experience 
did he “grind” as hard as he did 
when he attended a visible index 
training school. 

Such training is available to any 
man although perhaps not in such 
concentrated doses. If you handle 
any one of a number of visible 
systems your manufacturer has 
field men who know their busi- 
ness and whose services are al- 
ways at your command. 


Believe in Visible Records 


But the salesman himself—what 
sort of a chap must he be to be a 
“good” visible man. First, he must 
believe in visible records. Not be- 
cause they are a high profit item 
but because they can render a 
distinct service to the customer. 
He must believe that with all his 
heart and soul. 

Let me illustrate: A man was 
called in to discuss a pay rate 
record. It was a large record 
housed in blind files. Clerks hov- 
ered around that file like flies. 
Did cards become lost or misfiled? 
Yes, they did. An ideal installa- 
tion for visible and this salesman 
wrote up a beautiful proposal and 
submitted it. The prospect liked 
it, too, and sent it to his superior 
for approval and then proceeded 
to ask this salesman what he 
could do about the main payroll 
ledger. It was machine posted- 
could it be made into a visible 
record? 

So a study was made of this 


By LESLIE R. MATHEWS 


¥ 


Visible Records Division, 
Lyon & Chase, 


Bridgeport, Conn. 


record and it was found that the 
“rate” record could be combined 
with the payroll ledger thus eli- 
minating one record entirely. Was 
this salesman content to keep still 
about this obvious saving to the 
customer in the hope of Selling 
two visible records? No, he called 
back his first proposal and rewrote 
it to include both records and got 
an order five times as big! More 
than that, he rendered his pros- 
pect a real service. 


Keep Observational Faculty in 
Operation 


A good salesman must keep his 
eyes open. Going into an office 
one day with a proposal covering 
a record he had been studying this 
salesman noticed a number of 
3 x 5 blind files on desks in anoth- 
er department. When he was 
ready to leave he casually asked 
his prospect what that record was. 
He was taken and introduced to 
the head of this particular depart- 
ment and the result was another 
four hundred dollar sale on the 
way. No competition there — he 
kept his eyes open. 

“Knowledge is Power.” It is an 
old saying and very true as it 
applies to visible salesmen. He 
must study records, records, rec- 
ords. Every card must be looked 
at and questioned and analyzed. 
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No matter what he is doing in a 
prospect’s office, if he sees a “blind 
file’ he should ask questions 
about it. Don’t be “nosey” or of- 
ficious but, as Togo says, “I ask 
to know.” 

“How is the record used?” “How 
many people work on it?” “Who 
refers to it?” Get a copy of the 
card. Ask the prospect to tell you 
what is the most important bit of 
information this record shows. 
Take the card with you. Make 
notes of what you have seen and 
heard. Look up other cards cover- 
ing the same sort of record. Write 
to your factory about it. 

If any point isn’t clear, go back 
to your prospect and ask him a 
question. You are not trying to 
sell him—you are trying to learn 
something. Very few men will turn 
down a request of this kind even 
though he may Say, “We’re not 
going to change that record.” He 
honestly believes that. Then, when 
you become convinced in your own 
mind that you have a better way, 
and you have checked your con- 
clusions with every possible source, 
write a proposal, draw a form and 
hand it to him. Don’t try to sell 
him—just give it to him, stay long 
enough to briefly explain what 
your proposal covers and get out. 
If it is good, let him sell himself 
and then take it to his boss and 
sell it for you. He will be an in- 
finitely better salesman for you 
than you would be for yourself, 
for he has appropriated your idea. 
Competition has little chance when 
you do it this way—even the so- 
called high powered specialty di- 
rect selling man. 


Prepare Propesals Carefully 


Finally, when you submit a pro- 
posal, do a job on it. Take a lesson 
from the specialty men, particu- 
larly the machine accounting men. 
Some of their proposals are splen- 
did to behold. 

Such a proposal commands in- 
stant respect. Your prospect rec- 
ognizes that you gave thought to 
his problem and put some real 
effort into solving it. Maybe the 
order will be for only $100. Make 
the proposal just as carefully and 
painstakingly as though it were 
for $1000. 

To illustrate, the writer was 
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called in to talk about a one cabi- 
net record. So was his largest 
competitor. The competitor drew 
one card in pencil, not too care- 
fully at that, and told the pros- 
pect the job would cost so much 
(a much lower price than ours). 

We drew one card in ink and 
drew just the visible margin of 
that card on five other cards, also 


in ink. Then we indexed and sig- 
nalled all six of them. We wrote 
up a proposal, cut illustrations 
out of a catalogue, pasted them in 
and wrote the text matter around 
these pictures. This was all bound 
in an inexpensive manuscript cov- 
er upon which we had pasted an 
attractive picture of a record. It 
all took an extra hour’s work. 
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Who got the order? You guessed 
it. Furthermore, the competitor 
was never called in again and we 
got a good many orders in that 
office. 

Believe in visible, Know your 
equipment, study cards and rec- 
ords, try to serve and keep your 
eyes open. You will be a good visi- 
ble salesman. 


ALLOCATIONS SUPPLANTING PRIORITIES 
fiw System P. romises peed - Up—Tiime Required fo Mahe 4 ey ae 


BASIC plan for all industry, 
A and consequently for the of- 
fice equipment and supplies field 
in particular, which involves de- 
termining in advance the monthly 
allotment of critical materials to 
each plant and factory of the na- 
tion will result from the alloca- 
tion program launched by the 
Supply Priorities and Allocation 
Board. 

The new method differs from 
the present priorities system 
mainly in emphasis on centralized 
planning. The priorities system is 
primarily an automatic method of 
distributing supplies according to 
the importance of the require- 
ments of the armament program. 
Priorities certificates generally are 
issued on individual orders for 
materials according to an arbitrar- 
ily graduated scale of importance 
—the armed service, shipbuilding, 
and lend-lease work being given 
top ratings. 

Under the present priorities sys- 
tem, however, the issuance of 
preference ratings is not con- 
trolled in advance, and many hold- 
ers of the ratings find that they 
cannot obtain delivery of their 
requirements because those with 
higher priority have exhausted 
available supplies, or later orders 
with higher ratings are contin- 
uously sandwiched in ahead. The 
system’s own weight broke it. 


Mass of Detail Involved 


The allocation method, already 
used for selected materials such 
as aluminum or neoprene rubber, 
involves a tremendous planning 
organization using the industrial 
branches of OPM and the advis- 
ory committees from different in- 
dustries. 


The development of the alloca- 
tion system will be slow because 
of the mass of detail which it in- 
volves. The method to be used 
is as follows: 

The requirements of the armed 
services, shipbuilding program, 
lend-lease, essential industries, 
public services and civilian enter- 
prises will be determined. 

The program for each industry 
will be developed in the OPM in- 
dustrial branch which deals with 
the finished products made in 
that industry. The raw material 
branches will be consulted to de- 
termine the available supply. Then 
the plan for the specific industry 
will be fitted into the integrated 
master plan. The OPM priorities 
division will administer the over- 
all program through the issuance 
of priorities ratings or direct al- 
lotments to insure that the supply 
of materials allotted actually will 
be available. 


Allocations Order 
The following explanatory para- 
graphs were taken from the allo- 
cation order, which designates 
December 1, 1941, as the date for 
starting the development of the 
new plan: 


“It will, of course, take a good 
deal of time to get the entire pro- 
gram into effect. As it gradually 
emerges, however, the program 
will give greater certainty to 
American business and industry; 
and it will also mean that defense 
officials will have a clear, over- 
all picture of the nation’s total 


requirements for raw materials, 


SPAB having previously author- 
ized its executive director to get 
detailed requirement statements 
for the armed services, the mer- 


chant ship program and _ lend- 
lease. 

“In substance, the development 
of an allocation program will pro- 
ceed roughly as follows: 

“An industrial branch in OPM 
takes the first step, calling on its 
several sections to develop re- 
quirements programs for each in- 
dustry which manufactures the 
products for which the branch is 
responsible. 

“Each program is built up by 
the branch or by its section, 
through consultation with the in- 
dustry advisory committee in- 
volved, and also through discus- 
sion with either or both of the 
armed services, depending on the 
nature of the product and the ma- 
terials used in its manufacture. 

“When this has been done, the 
officers of the industrial branch 
who have the program in charge 
discuss the entire matter with the 
industrial branches which have 
jurisdiction over the materials or 
the products out of which the ar- 
ticle in question is made. Agree- 
ment is reached between the 
branches as to the amount of ma- 
terial which can be allocated, etc. 

“When the program drawn up 
along these lines has been agreed 
upon by the branches involved, it 
will be presented to the executive 
director of SPAB, in order that it 
may be properly synchronized with 
other programs.” 

Special consideration is given 
exporters to Latin-American coun- 
tries. Licenses to export and con- 
sequent priority preference, should 
be applied for by writing to E. A. 
Locke, Jr., Board of Export Con- 
trol, Priorities Division, Office of 
Production Management, Wash- 
ington, D .C. 








34 


Monthly Zz rofit ead idkinin , = Yy sts 


NOW MORE IMPORTANT THAN EVER 


HERE is a dangerous tendency 

at times like these when busi- 
ness is booming to be lax with 
expenses, to let them soar un- 
checked. You know, “easy come, 
easy go.” The monthly analysis 
of the profit and loss statement 
will keep this tendency in check. 
With prices on the up, merchan- 
dising programs disrupted by with- 
drawals of employees for the draft 
and defense work, with increasing 
difficulties getting deliveries, with 
‘ taxes heading skyward and un- 
certainty in the air, the office ap- 
pliance retailer cannot afford to 
take chances on his position in 
these turbulent times any more 
than the captain of a ship can 
sail the storm without close ap- 
plication to the instruments of 
navigation. Yet, we find from a 
careful study of managerial rou- 
tine in the office appliance retail 
field that, despite the necessity of 
keeping all operations in sharp 
focus today, only ten per cent of 
the dealers prepare a profit and 
loss statement monthly. Thirty 
per cent prepare statements quar- 
terly, forty per cent semi-annually 
and twenty per cent prepare them 
only annually. Taking them all in 
all, only twenty-five per cent 
analyze their profit and loss state- 
ments properly after they get 
them, if our experience is any cri- 
terion. Even if you have a state- 
ment prepared monthly, it will do 
you little good if you only glance 
at the result and file it away. 
The statement should be analyzed 
intelligently. 


Six Cylinders of the P and L 
Statement 


The profit and loss statement is 
like a six-cylinder automobile en- 
gine. Sales, purchases, inventory, 
gross margin, operating expenses 
and net profit are the six cylinders 
making up the dealer’s business 
engine. One bad cylinder ruins 
engine performance even if the 
other cylinders are in good condi- 
tion. Likewise, with the compo- 
nent parts of a profit and loss 
statement. One bad cylinder can 
make the entire business run rag- 
ged and unless you Keep an eagle 
eye on the ensemble every month, 
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you will never know when the sys- 
tem will get out of time and back- 
fire, with disastrous results. 
There are no yardsticks against 
which you can check each oper- 
ating item to determine whether 
it is exactly right or in safe ratio 
to other items. Composite oper- 
ating figures for office appliance 
dealers will vary according to lo- 
cal population and business vol- 
ume. Even dealers with similar 
set-ups and sales will find that 
their figures differ widely from 
the general average on certain 
items of operation. The dealer’s 
best bet is to use average figures 
prepared for similar establish- 
ments as general guides, but in the 
final analysis, depending upon his 
own experience and judgment to 
determine the fitness of each item 
on the profit and loss statement. 


Analyze and Compare Statements 


Take Frank Simpson’s §state- 
ment for November, 1941. When 
analyzing it, he should compare 
it with his November profit and 
loss statements, item for item, for 
at least three years prior. In this 
case, the sales are lumped. They 
should be departmentalized. Over- 
head expenses should be prorated 
to each department, sometimes to 
each line, instead of totaled for 
the business as a whole. You must 
pin your profits down to source. 
You must know where you are 
making money, where you are 
losing money. Too many office ap- 
pliance dealers lump their sales, 
are Satisfied if the business makes 
a profit on total volume and never 
know whether certain depart- 
ments are an unprofitable drag 
on others. Total and departmen- 
tal sales should be compared with 
previous year’s figures to check 
the trend, whether upward or 
downward. If sales have been 
down-sliding for a period of time, 
it is a signal for you to overhaul 





your business machinery, even 
though you are Still making a 
profit. When _ statements are 
checked monthly, it is easier to 
remedy a deflection in sales be- 
cause steps can be taken immedi- 
ately to adjust this condition. If 
analysis is only casual or if state- 
ments are prepared too infre- 
quently, a detrimental trend may 
continue unchecked and _ even- 
tually bring the sheriff. 

Dealer Simpson makes a good 
margin and should net more than 
two per cent on sales. If your mar- 
gin is Satisfactory, you are getting 
profitable prices. If your net profit 
is too low despite satisfactory 
margins, your overhead is too 
high and your best bet is to cut 
expenses or increase sales but 
don’t price cut to get added vol- 
ume, otherwise, you may be worse 
off than you were before. There 
is no use trying to get more mar- 
gin on sales because that pro- 
cedure will only send customers to 
competitors and cut your volume, 
which will further increase the 
expense ratio. Compare the mar- 
gin for previous periods with the 
period under analysis to establish 
the trend. It is important to know 
which way you are heading in 
business. 


Comparisons Reveal Trends 


List all overhead expenses in- 
dividually as on the Simpson 
statement and compare them 
month to month to note the 
trend. Compare expenses for the 
current month with expenses for 
similar months for the preceding 
three to five years. Research along 
these lines discloses that expenses 
average up about right when com- 
puted for three to five years and 
you can safely use this yardstick 
to check current figures. Some- 
times a difference is justified, of 
course, but you should check back 
for safety just the same. Investi- 
gate all big differences. Be care- 
ful to keep overhead expenses in 
line these days. Don’t pile up the 
toll on fixed charges. Such ex- 
penses can’t be cut so readily 
when business tailspins. 

The objective of every office 
appliance retailer is to do as much 
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business with as little money as 
possible tied up in inventory. 
Watch your stock-turn closely. 
The turn for the business as a 
whole is of little use in this field 
because it varies widely on certain 
items. Check your stock-turn per 
item or department, getting the 
data from your stock control cards. 
An erratic turn indicates erratic 
business management or excessive 
mark-downs. No one can advise 
what your particular turns should 
be. Your stock records should di- 
vulge this figure for the various 
months or seasons. A monthly 
analysis of the profit and loss 
Statement will help maintain the 
most profitable turns on all items. 

Analyze selling expenses care- 
fully to make sure that your sales- 
men are earning their grits. Know 
what each salesman is selling. 
Sometimes, analysis will show that 
an expense is too low. For exam- 
ple, Simpson spends only one-half 
of one per cent for advertising. He 
should double this appropriation, 
at least. By spending more for 
advertising, Simpson will increase 
sales without a corresponding in- 
crease in overhead and thereby 
net more profit. Advertising is 


one expense to pare with care. 
Office appliance dealers are too 
quick to prune it. Delivery ex- 
pense should be broken down to 
operating costs per mile and 
checked against similar figures 
for previous years. If too high, 
consider truck replacement. 

Many dealers assume that the 
key to big profits is a big sales 
volume, nothing else, so they push 
for maximum sales without con- 
sidering other business factors. 
The objective of every office ap- 
pliance dealer should be a profita- 
ble volume and the only way to 
assure that desideratum is to 
analyze the profit and loss state- 
ment monthly, so that expenses, 
trade-in allowances and inven- 
tories can be kept in line with 
the most profitable procedure in 
the past. Net profit depends as 
much upon what comes after the 
sales volume figure on a profit and 
loss statement as upon the sales 
figure itself. The adequacy of sales 
volume must be judged in the 
light of all other factors appear- 
ing on the statement. Sometimes 
an increase in volume without re- 
gard to other factors decreases 
net profit because the dealer cuts 


FRANK SIMPSON 


Dealer in office appliances 


Profit and loss statement 


November November November 











November 1941 1949 1939 938 
ales--------------------------- bapa $5, 200 
Discount and allowances----------------- wee: 
Net Sales--------------- - ------ $5,159 
Cost of Sales -- since ct aterm eats ---$3,120 
Gross margin on sales---------------------------- ge, 
Jverhead expenses 
Executive salaries-------- . -----~~--~---§¢ 


Iffice salaries---------------- ---- 
Iffice exoenses---------- 

Proverty taxes------------------------- 
Jther taxes------------- ------- 
Mortgage interest- 
Yther interest------------------ - ~ 


Advertising-------------------------- 
Insurance--------- ~--------- 
Depreciation--showroom fixtures-------- 
Devreciation--truck------------------- 
Depreciation--equipment in office------- 
Oss on inventory----- —— pees eee 
Revairs and maintenance- a ana 
Truck expense---------~ Sieamenianeahon 
Collection expense----------~---- —o 
Legal and accounting services---- 

Bad debts--- ------- : 
Dues and subscriotions------- -- 


Selling salaries- 
yeneral suoplies---------- 
Miscellaneous expense---------- 


overhead exnenses-------- ----- 


Net vrofit on November 1941 sales-- 
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Monthly Profit and Loss Statement with Columns at the Side to Enter Comparative 

Figures for Previous Years.——This statement should be prepared in detail each 

month and departmentized. Any figures on this statement that deviate from the 

average should be checked. Maybe there is good reason for a difference, never- 

theless, the figures should be checked to make sure that the business is not 
developing soft spots. 


vi 


4 
od 


prices to attain the higher sales 
or gives excessive allowances. 

You are the judge of the net 
profit you think satisfactory. We 
would suggest that from one to 
three per cent is too low, four per 
cent is passable, that five per 
cent should be the minimum 
budgeted figure because that is a 
good average. During boom times, 
statistics show that only four out 
of eleven retail establishments 
make a net profit over five per 
cent and we have checked figures 
that varied from a two per cent 
loss to nine per cent profit for 
dealers in the same classification, 
indicating very definitely that 
just because sales are booming, 
the dealer cannot relax his vigi- 
lance one iota because boom 
times are not necessarily big-in- 
come times. In fact, when sales 
are skyrocketing as now, a dealer 
may lose more than when sales 
follow a lower register. Now is the 
time to be super-careful. Close 
attention must be paid to all de- 
tails of operation to keep profits in 
line. Unless you watch your step 
carefully today, you can commit 
many business indiscretions, par- 
ticularly the tendency toward 
over-expansion that will react un- 
profitably when sales taper off. 

Figures tell tall stories on the 
profit and loss statements of office 
appliance dealers, especially in 
establishments where bookkeeping 
is lax. Dealers sometimes take visi- 
ble recordings too much _ for 
granted even where books are 
kept accurately. Credit and cash 
sales, capital investments and 
operating expenses, as entered on 
the books, may be mathematical- 
ly correct, yet, the business may 
be heading for the graveyard. 
Book figures are seldom mathe- 
matically wrong. The phantom 
warnings skulking behind the fig- 
ures are too often invisible to the 
dealer. However, he can contact 
these ghosts with the right me- 
dium—the monthly analysis of the 
profit and loss statement—which 
includes a check-back on the 
books of every entry making up an 
item on the statement that is out 
of line with previous experience. 
If you budget, the estimated ex- 
pense should be checked against 
the actual. 

It won’t be hard to make sales 
during the next few years but it 
will be hard to make a profit on 
sales unless the dealer is tops in 
managerial efficiency and he won’t 
fill that bill unless he prepares a 
profit and loss statement monthly 
and analyzes it intelligently. 
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NOW REMAINING AT HOME 


HE AMERICAN typewriter, 

once the most celebrated trav- 
eler the world has ever known, is 
now remaining at home to share 
in the defense effort. The indus- 
try, which was at one time de- 
pendent upon foreign countries to 
absorb almost half its output, has 
now developed the home market 
to such an extent that the volume 
of production in recent years has 
considerably surpassed that of the 
lush foreign demand period. 

In 1929 United States manufac- 
turers, by shipping typewriters to 
every country of the world, sup- 
plied eighty per cent of the total 
foreign demand. In that year 
forty-seven per cent of our total 
production was assembled for 
overseas markets. Since, however, 
world trade in typewriters has 
changed radically. We now share 
the export markets with several 
other countries; our exporters are 
now supplying approximately fifty 
per cent of the trade which ac- 
counts for only twelve per cent of 
our total output. Although this 
development is largely traceable 
to Germany’s aggressive entry into 
world markets, considerable in- 
roads had been made by Swiss, 
Swedish, Italian and British man- 
ufacturers prior to World War II 
and part of that demand con- 
tinues to be supplied from dealers’ 
stocks. 


Latin America Now Taking Half 
Our Exports 


There has also been a shift in 
the geographic distribution of our 
foreign sales. In 1929 Europe took 
fifty-eight per cent of our exports 
(218,504 typewriters) and Latin 
America twenty per cent (76,216 
typewriters). By 1939 the per- 
centage going to Europe had 
dropped to fifty-one per cent (97,- 
264) while 48,222 typewriters or 
twenty-five per cent of the total 
were shipped to Latin America. 


In recent months Latin-Amer- 
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(Reprinted from the Domestic Com- 
merce Weekly for October 30, 1941) 
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pected to be more than twenty 
per cent ahead of the previous 
high registered in 1937, the only 
other year in which American 
typewriter manufacturers placed 
more than a million machines on 
the market. 

Employment in the industry is 
at an all-time peak. The indus- 
try’s 21,812 employees for the 
month of August this year earned 
an average weekly wage of more 
than $34. In 1937 the previous 
boom year, a total of 21,448 were 
employed in the industry at an 
average wage of slightly better 
than $23 per week. Comparing 
August of this year with the same 
month of 1940 discloses that em- 
ployment has increased thirty-two 
per cent while the pay roll stands 
seventy-eight per cent higher. 
The difference is accounted for 
by a substantial wage increase 
and longer work week. 


Armed Forces Offer New Outlet 

The production of typewriters 
for domestic consumption has in- 
creased steadily during the past 
decade. The rising trend in do- 
mestic production in all lines has 
created a demand for additional 
typewriters and recently the Na- 
tional Defense Program has added 
to the demand. 

Demand for typewriters depends 
very largely upon the operating 
levels of all other industries, since 
most business firms, regardless of 
size, need at least one typewriter. 
The federal government is also a 
large purchaser of typewriters. 

The expanded armed forces are 


now offering the industry another 
excellent market; soldiers, sailors 
and marines are now using more 
typewriters than at any other pe- 
riod in history. The portable ma- 
chine is a heavy favorite with all 
branches of service organizations. 

The increasing popularity of the 
portable typewriter for personal 
use has made that item of great 
importance to the industry. Pro- 
duction of the portable in the past 
ten years has exceeded the in- 
crease Shown in the output of 
standard typewriters. In the rec- 
ord year of 1937, 407,000 portables 
were purchased for use in the 
United States compared with sales 
of 430,000 standard typewriters for 
the same market. 

Several factories have been in- 
strumental in bringing about the 
rapid rise of the handy portable. 
The price has been reduced, while 
that of the standard unit has re- 
mained approximately the same. 
But it is believed that improve- 
ments in the machine has been 
the outstanding contribution to its 
success, making possible its com- 
petition with the older more staple 
standard machine. 

It is now considered necessary 
equipment for almost every sales- 
man, student and business man. 
In recent years sales of portable 
typewriters have risen from a 
small percentage of total type- 
writer sales to a position very close 
to the halfway mark in the num- 
ber of typewriters built. 
Substitutes and the Raw Material 

Supply 

The typewriter industry is at 
present in the midst of a seller’s 
market with rapidly increasing 
order backlogs. The industry will 
probably experience little difficulty 
in obtaining the steel necessary 
to operate at capacity levels as its 
requirements are small; also type- 
writers have been given a place on 





Portable Typewriter Production in Recent Years 


ican markets have been taking 
Per cent of Per cent of 
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The typewriter industry is def- ney 214,119 41 $5,842,384 33 
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the priorities critical list by OPM. 

The finding of suitable substi- 
tutes for certain strategic ma- 
terials, particularly aluminum, has 
presented a problem. It has been 


partially solved by returning to 
the use of cast iron. Plastics are 
also being used. 

The typewriter of the immediate 
future will be somewhat heavier 
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due to the elimination of alu- 
minum, but not less efficient. In 
line with the government’s sim- 
plification program, the number of 
models may be reduced. 


“GIFTS FOR BUSINESSMEN” WINDOWS 
Leading CTetsdinns a al ._ é Kennedy Shans 


SSENTIALLY the best Christ- 

mas customer in the stationery 
store is the man who buys all 
office supplies and furniture from 
the same store the year around, 
according to the Skinner & Ken- 
nedy Stationery Company, St. 
Louis, Mo. The reason for this 
conviction, it was pointed out, is 
that businessmen year after year 
purchase small gifts for associates 
and other businessmen—although 
most stores quite naturally take 
the stand that the “regular cus- 
tomer” is not going to buy him- 
self several gifts when the holi- 
day season rolls around. “Unde- 
niably there is a good market for 
Stationery items as gifts to women 
and purchasers who are seldom in 
the store at any other time,” an 
executive stated, “but we don’t 
forget that the man accustomed 
to trading with us is actually the 
most likely purchaser of holiday 
gifts for his friends and business 
associates. The woman customer 
who comes in to buy a desk pad 
or pen and pencil set for her 
husband most likely will buy only 
one item, whereas the business- 
man usually had a dozen or more 
on his list.” 


Window Has Dual Appeal 


That’s the guiding theme of the 
display windows illustrated, which 
has been used year after year at 
the Skinner & Kennedy store to 
produce a consistently profitable 
holiday sales volume. As pictured, 
the large window has been care- 
fully laid out with the thought of 
providing gifts for business men 
and women which appeal to both 
businessmen and “the public” at 
large. For example, the window 
pictured contains playing cards, 
novelty inkstands, book ends, 
calendars, lamps and other items 
which are quickly recognizable by 
wives as acceptable gifts. It also 
contains, however, a complete line 
of business gift suggestions which 
the practical office manager, sales- 
man or office employee can ap- 
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preciate much more. Thus, per- 
petual calendars, index card files, 
automatic phone indexes, memo 
pads, staplers, daters and similar 
merchandise makes up more than 
half of the window’s contents. 


Second Window More General in 
Appeal 


Following out the same theme 
another window (which inciden- 
tally is fifteen feet long and ex- 
posed to heavy sidewalk traffic) 
is divided almost equally among 
gifts intended for the public, and 
those suggested to businessmen. 
In the display are writing paper, 
book ends, pen and pencil sets, 
brief cases, catalogue cases, desk 
accessories, etc.—all merchandise 
ideal for suggestion to the woman 
customer who wants something to 
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please a husband or son. Backing 
up the above lines are ledgers, 
four-color pencils, phone index 
systems, small personal files, cash 
boxes, several lines of staplers, 
loose leaf binders, complete desk 
accessory sets, waste baskets, ther- 
mometers, barometers and other 
items more closely identified with 
everyday business. “We can usual- 
ly tell immediately what to sug- 
gest to our prospects through their 
familiarity with the items shown,” 
it was added. “And we can save 
considerably on selling time by 
thus rapidly ‘sizing up’ the pros- 
pect, or asking for whom the gift 
is intended.” 


With this system, Skinner & 
Kennedy consistently makes sales 
of a half dozen or more units to 
businessmen with several asso- 
ciates on list—while at the same 
time realizing the maximum 
amount of sales to less well-in- 
formed shoppers. 





Effective Skinner & Kennedy Christmas Window.—With items carefully selected to 
interest both the businessman and the general public, this steppd up display stops 
pedestrians and stimulates their natural urge to buy during the Pre-holiday season. 
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READJUSTMENT OF CONDITIONS 
Look Forward to Better Profits and Wider Markets 


EADJUSTMENTS to broaden 

the sales industry should be of 
first consideration in planning ef- 
fectively for the future. The goal 
of these readjustments should be 
to eliminate unprofitable practices, 
to include charges for services, but 
over and above all to extend and 
broaden markets. Two needs in- 
vite particular attention. In prac- 
tice, they should place a more 
stable foundation under selling 
activities. One has been too much 
practiced, the other is as yet 
wholly unrealized. They are: 

a. Less discounting and more 
additions for services per- 
performed. 

b. Illustrated cooperative na- 
tional publicity comparable 
in degree with the practices 
of the home furnishing in- 
dustry. 


Highest Prices Where Least 
Service Is Involved 


Paradoxically, the less service 
accompanying sales of business 
furniture and equipment the bet- 
ter has been adherence to estab- 
lished prices. For the moment we 
overlook those periods when self- 
preservation required getting some 
kind of volume. On the other hand, 
varied services performed on larger 
orders—on most a necessary inclu- 
sion—have been overlooked or 
competitively omitted to meet free- 
for-all discounting, often to the 
point of profit loss. And that just 
about forgets the cost of doing 
business. One has only to compare 
item sales with assembled sales to 
realize the extent. Periods oc- 
curred in manufacturer experience 
when extras were politically al- 
lowed. But the greater the bid the 
more discounts crept in. In an ex- 
panding field the dealer himself 
‘ame to look with interest on this 
larger area, sometimes with the 
help of the manufacturer, again 
with deals concluded “on his own,” 
and not always with legitimate ex- 
tras included. The disposition was 
to look on such deals as advertis- 
ing for the dealer, but examination 
of the record always revealed fill- 
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in orders by competitors, discount- 
ing the unified and beautiful ef- 
fects secured in the original in- 
stallation. To avoid mixing brands, 
the only remedy seems to be to 
make the original installation as 
complete as possible, by common 
consent including all extras, and 
putting publicity on its own feet in 
opening new markets. Experience 
indicates that it has been difficult 
to get the dealer to accept that 
view. 


Discounts or Additions? 

Should subtractions disappear in 
favor of additions? Discounting 
not only slows sales, but robs other 
parts of an order and lowers the 
possible profit. If no manufac- 
turer discount enters into the 
quantity range used, no justifica- 
tion enters for inclusion of a dis- 
count in the proposal. If a single 
item needs list price to support its 
use and cost of doing business, it 
is morally certain that an assem- 
bly needs similar support. If you 
have ever made an assembly in- 
stallation and seen unanticipated 
extras creep in, you will be 
prompted to ask if, in an assembly, 
additions to list are not justified. 
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It has been the writer’s observa- 
tion over the years, that excessive 
discounts on large orders should 
be reversed. The manufacturer ar- 
rives at quantity discounts on the 
basis of straight run production, 
which, believe it or not, does not 
occur in assembly installation. 
Free-for-all discounting has been 
the open door through which 
profit loss has entered. 


In readjustment it may be sug- 
gested that dealers legitimately be 
divided into two classes. This is 
not intended as unfair discrimina- 
tion, but rather as a division made 
because experience and financial 
position are not equal. It has been 
the habit to consider all that ap- 
pears on the bidding horizon to be 
“orist for the dealer mill.” Rather 
than appearing discriminatory, it 
will be seen on second thought 
that adhering to his own field and 
developing it thoroughly close at 
hand will eliminate confusion in 
bidding and elevate profit. And it 
will be well to admit that the 
manufacturer is better equipped to 
handle the large bids, sharing in 
profit with the dealer commensu- 
rate with the influence and help 
given. In manufacturing, the posi- 
tion would be stated as motion 
study to produce with the least loss 
of time and expense. 


Choice of Operating Method 
Up to Dealer 


The readjustment presupposes 
that the dealer will choose, either 
to merchandise, adequately stock- 
ing to meet demand, or, to oper- 
ate in the assembly field with its 
refill orders and still remain open 
to merchandising. The assembly 
field involves interior decorating 
and requires giving special atten- 
tion to efficiencies of arrangement, 
which brings in the necessity of a 
drafted plan. It is important to 
note the difference. But the main 
objective is stabilization in the re- 
spective fields. It is apparent that 
the assembly operator will find in 
the yet unsold market a new field 
for his talents. 
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Obviously, discounting control is 
a major need. 

Turning to the proposal con- 
cerning illustrated codperative na- 
tional publicity, one should com- 
prehend exhaustively the national 
and local publicity existing in the 
household furnishing industry. 
Nothing like it exists in behalf of 
business furnishings. Then check 
in any classified directory and ob- 
serve the preponderance of house- 
hold outlets over those selling fur- 
niture for business. Then check 
homes. All are practically differ- 
ent, while you find a deadly same- 
ness in business offices. You will 
retort that house furniture is 
made in endless variety of design, 
with new families of design added 
yearly to stimulate the market. 
The average business supports a 
number of homes. But still, would 
you not say that the business mar- 
ket is open to doubling its present 
volume? The housewife finds in 
newspapers and magazines hun- 
dreds of ideas to prompt opening 
the family purse. Shall we Say 
that manufacturers have been 
conservative in adhering to set 
designs? No doubt precedent has 


had its influence. Perhaps this 
restriction in the business field 
has accounted for much sameness 
in business furnishings, and this 
in turn has accounted for price 
shopping, rather than developing 
the desire to secure beauty of as- 
sembly, with close competition the 
order of the day. With the almost 
necessary Similarity in business 
furniture we come to wider pro- 
motion of the assembly installa- 
tion, with all of its accessories to 
give some of the home atmosphere 
to workers and customers. 


A Three-Way Publicity Program 
to Build Furniture Business 


Publicity for the purpose of cre- 
ating wide interest appears as the 
builder of a new era in business 
furnishings. It seems not imper- 
tinent to suggest a three-way 
program. First, a cooperative 
manufacturer publicity program, 
bearing in mind that assemblies 
have infinitely more interest than 
items. Individual efforts in this 
field are meager. Perhaps indi- 
vidual production is insufficient to 
support an impressive individual 
program, but the combined effort 


39 


should surely compare with house- 
hold publicity, which makes its 
public “furnishing conscious.” 
When a paint manufacturer enters 
the field with a half-million dollar 
edition of color photographs of 
interiors, to illustrate color, one 
wonders if the office furniture in- 
dustry has really plumbed the pos- 
sible depth of its market. 

Second, a similar coodperative 
effort is indicated for local fields, 
for the same reason, that volume 
has not warranted such individual 
expenditure. All firms in the as- 
sembly class would incorporate 
their names in a series of really 
educational advertisements. From 
then on the better sales techniques 
enter in competition for the as- 
sembly order, either in creating, 
or in bidding if invited, forgetting 
about subtraction and thinking 
legitimately of addition. 

Third, these individual efforts 
will surely bring about a closer 
cooperation between maker and 
retailer. The cumulative effect of 
stabilization and wider markets 
should be worth while in rebuild- 
ing and broadening the business 
furniture field. 


Brevities on the Art of Selling 


The Fifth of a Series of Short Articles in 

Which “The Skipper” Takes His Dividers in 

Hand and Charts a Sales Course Based Upon 
Long Practical Experience 





Whre You Bon Under a chucky Sig 7? 


Ho. MANY times have we heard, “He is a born salesman?” Yet it does not so happen. 
Salesmen do not come into existence as unique characters born under a lucky star. 
Shakespeare knew this when he said, “The fault, dear Brutus, is not in the stars but in 
ourselves that we are underlings.” 

Our personality does play a major part in overcoming “buyer resistance,” because the 
fundamental element in selling is not what you believe, but, what you do or say to bring 
the buyer’s belief in accord with your own. You must create acceptance. 

Personality is the sum of your qualities of body, soul and spirit, briefly your character. 
It is that really intangible something which makes you different from another. We are not 
born equal in talent or capacity and to create personality we must look to ourselves. 

Inheritance and environment influence us but they cannot determine our character. In the 
development of this intangible we do not curb our natural expression, we supervise ourselves 
and control those desires for expression that may be distasteful to others. Help and inspira- 
tion come through observation, reading, imitation and counsel. 

Make up your mind what you want to do. Analyze yourself as readily as you criticize 
others. Remember that conversation is the exchange of ideas and other talk is gossip. Be a 
good fellow but not a familiar fellow. 

Be motivated by a desire to serve others as well as self. Don’t be cynical. Cultivate a 
a smiling countenance. Don’t forget a bad appearance is an index of a careless mind. 

If you would amplify personality then foster your good gifts and repress other tendencies 


; “i oe 
for beyond question in serving others you enrich your own life and with talent and ability 


as has been granted you, what you do not use, you lose. 
“There is no lucky star.” 
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THE FEDERAL WAGE AND HOUR LAW 


Note—The text of Mr. McCor- 
mick’s discussion was not avail- 
able at the time of going to press 
with the November issue, making 
it impossible to present it with 
the other N.S. A. addresses in the 
convention report. It is given 
here in the belief that it contains 
information of special value to 
readers. 


HE 1938 Wage and Hour Law 

can probably best be under- 
stood by looking at it in its eco- 
nomic and historical setting. For 
a long time we have had state 
laws regulating the hours and 
wages of labor, which affect cer- 
tain types of employees, particu- 
larly women and children. How- 
ever, experience showed that this 
system of state laws caused many 
discriminations and regulatory in- 
equalities, because of the fact that 
there were different standards in 
different states. Consequently, 
when we began to look at products 
on a national scale, products in 
interstate commerce, we found 
them produced at different levels 
in different states. Coupled with 
this were a number of other com- 
pelling factors; it became appar- 
ent that it was necessary to get a 
common national standard in or- 
der to eliminate the regulatory in- 
equalities, and to set a wage floor 
and an hour ceiling for all indus- 
try in interstate commerce. So 
congress went on to set minimum 
wages and maximum hours. 


Social Duplications of the Wage 
and Hour Law 


This has commonly been called 
labor legislation, but it is social 
too. By that I mean the benefits 
accrue not only to the employee, 
but to the employer and the pub- 
lic as well. It is part of my job 
sometimes to prove that. So far 
as we are concerned, we almost 
felt the enactment of the Wage 
and Hour Law had brought about 
a business boom for stationers, 
judging from the avalanche of re- 
quests for information which were 
received, particularly with respect 
to record keeping equipment, 
which I Know you people handle. 


By THOMAS J. MeCORMICK 


Wage and Hour Division, 
U. S. Department of Labor, 
Washington, D. C. 


(Address presented at the National Stationers 
{ssociation Convention, Chicago, October 7, 
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However, there were new trails to 
lay, and there was a rush for in- 
formation about rights and obli- 
gations. There were two paths 
either of which the administrator 
could have taken. He could have 
said, “Here is the law. Figure it 
out for yourselves.” Or, he could 
give the best available informa- 
tion, which is what the division 
has tried to do. I say the best 
available information because, of 
course, in the last resort, the 
power to say who is covered by 
the act remains with the courts. 

There were hundreds of thou- 
sands of employers who were con- 
fused about the act and what it 
meant, and yet a failure to com- 
ply might mean very serious 
liability. It was apparent that 
there was a need for interpreta- 
tion, so we proceeded to give the 
interpretation. I should point out 
that the interpretation which is 
issued is simply the construction 
of the law to guide the admin- 
istrator in his duty. It is an ad- 
visory thing. It is informative, it 
is not binding; it is simply our 
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advice as to what we believe the 
courts may say, because, after all, 
the final decision remains with 
the courts. However, the Supreme 
Court has said that the interpre- 
tations of the administrator are 
entitled to great weight. 

l suppose you remember the 
headlines that came in February, 
1941, in a lumber case, when the 
constitutionality of the act was 
firmly established with respect to 
its basic provisions. We have had 
considerable success in the courts. 
We still wait once in a while to 
see what the court is going to say, 
so if you give me a question, I may 
say we do not take any position 
at this time; we try to advise you 
as to what we think will happen. 


General Fleming’s Statement 


In that connection I should like 
to read a brief paragraph from a 
statement by General Fleming, 
administrator of the Wage and 
Hour Division. He said: ‘In these 
matters’—he was talking about 
interpretations—‘I trust you will 
understand we are not being ar- 
bitrary. What we have to tell you 
about how the law affects you is 
not necessarily what you would 
like to have us tell you, nor is it 
necessarily what we would like to 
tell you. Aside from the limited 
rule-making authority given in 
the act to me, what we tell you is 
advice as to what we think the 
courts would tell you, and it is no 
more than an opinion; but it is 
considered an informed opinion, 
and our purpose in giving it to 
you is to help you keep out of 
trouble. If you don’t like our ad- 
vice, you are perfectly free to dis- 
regard it and take your chances 
in the courts, assuming, of course, 
you are willing to pay the bill if 
it turns out the courts hold that 
our advice was good in the first 
place. It isn’t the Wage and Hour 
Division that makes the rules for 
the Wage and Hour game; the 
rules were made by congress, and 
in the last analysis they are inter- 
preted by the courts.” 

Now as to the penalties, a dis- 
agreeable subject. Violations of 
the act may be enjoined and the 
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shipment in commerce of goods 
produced in violation of the act 
may likewise be enjoined. Fur- 
thermore, under any action which 
the administrator may take for a 
willful violation you may get not 
more than a ten thousand dollar 
fine, and, for a second violation, 
not more than six months’ impris- 
onment with or without a fine. 
Then, of course, the great worry 
of the employer is the employee's 
suit, over which we have no con- 
trol, where the employee has a 
right to bring suit and recover 
unpaid wages, plus an_ equal 
amount for damages, plus costs 
of action, plus a reasonable at- 
torney’s fee. 


Some Accomplishments 


As to achievements under the 
law, I will give you a few figures 
issued by General Fleming last 
Labor Day. He said the Wage and 
Hour Division is in a better posi- 
tion than ever before to guaran- 
tee that some 15,500,000 employees 
covered by the Fair Labor Stand- 
ards Act will obtain under it the 
benefits congress intended them 
to have. To date wage orders is- 
sued upon the recommendation 
of thirty industry committees 
have raised the hourly wages of 
more than a million employees 
towards the forty-cent-an-hour 
minimum, the goal of the law. 
Money in restitution to employees 
of legally earned but unpaid wages 
obtained by the division in the 
last year totaled more than three 
times the amount paid in the two 
preceding years combined, and to 
date restitution payments to low- 
paid workers have totaled about 
$16,000,000 to more than 450,000 
employees. Such restitutions now 
are being made at the rate of 
about a million and a half dollars 
a month. 


Condensed Outline of Act 
and What It Covers 

Briefly, as to the scope of the 
act: Every employee engaged in 
commerce for the production of 
goods for commerce, unless spe- 
cifically exempt, shall be paid not 
less than thirty cents an hour, 
and if the employment is for more 
than forty hours a week, then the 
employee is entitled to time and a 
half his regular rate of pay for 
the overtime hours. 

The first part of the act is de 
voted to outlining congressional! 
findings and policy, defining the 
principal terms used, and setting 


up an enforcement agency. Then 
after the basic standards are fixed, 
you have a series of elaborations 
and qualifications to take care of 
exceptions to these basic rules. 
This is obviously very necessary, 
due to the infinite complexity of 
American business. In this coun- 
try we have one half the produc- 
tive capacity of the earth. We 
have every kind of employment 
known to man, and every kind of 
employer—the efficient, high wage 
employer, and the inefficient low 
wage employer, some of whom un- 
derpay their labor to cover up in- 
efficient management. In America 
we have all sorts of conditions and 
races, all points of view. So that 
to this general rule established in 
the Wage and Hour Law for this 
intricate pattern, we have some 
very necessary exceptions. 


Special Aspects of the Law 


This law is in effect, several 
acts all in one. We have a prohi- 
bition against sub-standard labor 
levels; against shipment of “hot 
goods,” as they are termed com- 
monly; the administrator is in- 
structed to issue regulations re- 
garding employment of learners, 
messengers and certain other 
types of employees; to define cer- 
tain terms, such as, for example, 
area of production, executive and 
professional employees, and out- 
side salesman, the last of which 
has a familiar ring to you. 

On this question of exemption, 
which is getting a little closer 
home, and which should interest 
stationers, I know, we might make 
an illustration by looking at the 
Wage and Hour Law and compar- 
ing it to this large auditorium. 
You have a wide open door 
through which come millions of 
employees for protection. Here we 
have this large group. Then we 
have side doors and exits and back 
doors, through which some of the 
employees escape. These exits are 
proper, because with any type of 
general regulation, you must rea- 
sonably apply exceptions where in 
the opinion of congress they are 
deserved. 


Circumstances Governing 
Wholesalers Relation to Act 


The administrator has said that 
wholesalers who get their goods 
from across state lines are cov- 


, ered. The courts have upheld that 


opinion. Now there are two excep- 
tions important to you _ people, 
both in section 13(a) of the act. 
Section 13(a) (1) covers the ex- 
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emption for the individual worker 
employed in a local retail capacity. 
You are more interested in that 
when your establishment does not 
qualify for 13(a) (2) exemption, 
which is an exemption for the 
establishment as a whole. The 
definition of employee in local 
retail capacity has been presented 
in one of the regulations. 


The Retail Exemption 
Explained in Detail 


The main topic of this discus- 
sion is the section 13(a)(2) 
exemption, the so-called retail 
exemption, which covers the es- 
tablishment as a whole. Of course 
that is covered in Interpretative 
Bulletin No. 6 of which you have 
heard quite a bit lately. An early 
interpretation of this exemption 
was issued as a guide to industry. 
Then, later on, as a result of ex- 
perience with administering this 
type of thing, the interpretation 
was changed in the light of expe- 
rience, certain court decisions, and 
various studies and recommenda- 
tions; also, because of the mere 
fact that the act was older, and 
the administrator had a better 
picture of the whole situation. In 
the preparation of this Interpreta- 
tive Bulletin No. 6, revised and 
reissued last July 1,* we went to 
various groups in the whole field 
of retail distribution, and issued 
tentative statements. We called 
in various groups, conferred with 
them, asked their points of view, 
and incorporated all the results 
of these conferences and studies 
in the final decision as to what 
the administrator would call a re- 
tail establishment. Even though 
you know the act says in section 
13(a)(2) that a retail establish- 
ment will get exemption if the 
greater part of its selling is in in- 
trastate commerce, it still is neces- 
sary for practical purposes (and 
you are practical people), that is 
for administrative purposes, to de- 
fine a retail establishment. The 
act simply refers to “retail estab- 
lishment.” The administrator had 
to say what a retail establishment 
is and, in judging what is a retail 
establishment, he had to decide 
what he thinks a retail sale is. 

I might say that prior to this 
revised interpretative bulletin, the 
division looked upon a retail sale, 

(Turn to page 138, please) 


*A discussion built around the revised edition 
of Interpretive Bulletin No. 6, as well as gen- 
eral phases of the Wage and Hour Law, was 


especially prepared by the Wage and Hour 
Division of the U. S. Department of Labor 
for Orrick APPLIANCES and was presented 
last July. 
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RETAILING OF OFFICE FURNITURE 


MERICA’S defense prepara- 

tions have had a serious ef- 
fect on the cost and supply of of- 
fice furniture. Not only have the 
various departments of the gov- 
ernment been purchasing desks, 
chairs, files and other types of fur- 
niture in tremendous quantities, 
but the demands of other defense 
industries have taken a large slice 
out of the ordinary sources of raw 
material used by the manufac- 
turers. The average retailer, de- 
pending on the factories for de- 
livery of the merchandise he sells, 
has been forced to abandon his 
former methods of doing business. 
He has been literally buried under 
a flood of bulletins from the man- 
ufacturers asking for priority or- 
ders, raising prices, and pushing 
delivery dates farther and farther 
away. 

The dealer who usually keeps a 
plentiful stock on hand, discovers 
that everything he has is easy to 
sell. However, after turning over 
a few large orders at a discount 
he finds his former substantial 
stock depleted to a serious extent, 
with the task of replenishment 
one to try the ingenuity of a 
Machiavelli. All over the country, 
dealers and agents are feeling 
the pinch, and are frantically 
combing their former casual con- 
tacts with factories and “large 
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stock” retailers for furniture and 
equipment of any kind that they 
can sell to the eager purchasers 
in their particular territories. 
What’s more, price is almost no 
consideration. Delivery is the 
point in question 


Shortage Warnings of a Year Ago 
Realized 

Factory representatives called 
the turn almost a year ago. Their 
repeated warnings about the com- 
ing shortages were often dismissed 
as mere high pressure salesman- 
Ship. In fact, the dealers who 
listened and acted at the begin- 
ning had to carry the load a 
long time before their foresight 
was rewarded. In many Cases, the 
mounting costs of storage and de- 
preciation persuaded the harried 
dealer into a low-profit turnover, 
only to be confronted a _ few 
months later with an _ insistent 
demand for that very same mer- 
chandise, the cost of which had 
risen ten to fifty per cent at the 
factory—with delivery a matter 
of speculation. 


In most instances the manufac- 
turer is not to blame. For the 
first time in many years, the 
smaller manufacturing organiza- 
tions are in a boom market, where 
they can sell everything they 
make, and at a substantial profit. 
No longer do they have to cut 
corners and percentages to ex- 
tract a carload order from a re- 
luctant dealer. Moreover, despite 
an acute realization of the need 
to keep their regular customers 
satisfied, they have two difficult 
barriers to hurdle. First, their raw 
materials—steel, metals, mecha- 
nisms, wood, glue, leather—are 
scarce and rising in price faster 
in pace than the latest army pur- 
suit plane. Second, they are 
jammed up on priority orders, with 
defense work crowding out their 
regular business. 

An incident which occurred re- 
cently will illustrate the forces 
behind the scenes. One of the 
contractors building a Caribbean 
base sent out an inquiry for a 
quantity of a certain type desk 
for use at the base construction 
headquarters. The factory con- 
tacted by the dealer who was 
eventually awarded the bid, speci- 
fied six weeks delivery. Two weeks 
after the quotation, the award was 
made, and the purchaser sug- 
gested that faster delivery could 
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be made on a priority order. The 
factory wired back that delivery 
was now eight to ten weeks on 
the desks, even with a priority 
number. Their production capac- 
ity had been almost completely 
taken over by priority business. 
Thus from the smallest to the 
largest, defense work has taken 
the place of “business as usual” 
and the retailer who wishes to 
keep his customers satisfied must 
scout around for new ideas and 
supplies. 

Many are the suggestions offered 
to keep the little man in business 
as a going concern. “Get in on 
defense work,” is one_ slogan. 
Checking up at the local OPM, 
SPAB or War Department offices, 
for bids to work on or materials 
wanted in a hurry, we meet that 
old bugaboo—specifications. Ad- 
mittedly, there are many instances 
in which the governmental agen- 
cies are not insisting on the myr- 
iad points contained, for example, 
in the “Federal Standard Stock 
Catalog, Section IV (Part 5) Speci- 
fication AA-F-801, C-2.” or some 
other obscure publication of the 
undoubtedly overtaxed Govern- 
ment Printing Office. Specifica- 
tions have their uses in less hectic 
days, when the government has 
the time and the right to know 
that it is getting exactly what is 
wanted, and that all bidders are 
bidding on exactly the same 
thing. In these difficult times it 
is more important that the one 
hundred men and women needed 
for desk work at an essential War 
Department project have worka- 
ble, adequate office equipment im- 
mediately, than that eight or ten 
dealers scratch their heads and 
scout around for desks specified to 
be of “lumber ... bright and har- 
monious in color, thoroughly air- 
seasoned, properly kiln-dried, and 
free from knots, shakes, sap, dis- 
colorations, or other defects. .. . 
Quartered white oak shall be 
Strictly white oak, no part of any 
piece shall have the medullary 
ray at a greater angle than forty- 
five degrees to the quartered 
race. a. 


Specifications Stringency Reduced 


Many pages of details on finish, 
Stain, glue, joints and other items 
must be read and, theoretically, 
obeyed. It is a foregone conclus- 
ion that the result of invitations 
to bid on such as this is—no bids, 
or a few at a high price with long 
delivery. And eventually, a pur- 
chase is made of average mass- 


production furniture, not up to the 
original standards, but suitable for 
the work being done. 


It seems to be evident that 
mutual benefit would accrue to 
governmental efficiency, and to 
small business trying to maintain 
a lifeline tied securely to the profit 
side of the ledger, if the govern- 
ment purchasing agencies would 
streamline their requests and 
adapt them to the material on 
hand. Any attempt to force the 
manufacture of unusual types of 
furniture, special sizes or special 
finishes should be discouraged. 
One plan would be use of an ex- 
perienced office furniture man in 
the local purchasing office, to su- 
pervise the requests, so that noth- 
ing is asked for that would not 
be available in the ordinary fac- 
tory and dealer line. This widens 
the chance that the local dealer 
would have the articles in stock. 
It certainly avoids the necessity 
of having a factory turn from its 
accustomed mass-production work, 
to a time-eating expensive, special 
job. The advantages of this spread 
out in all directions. Dealers can 
move merchandise useful in an 
emergency but not especially suit- 
able for private business. Fac- 
tories can keep work moving along 
faster and at less expense. De- 
fense effort will get its tools when 
it wants them, and more office 
equipment is available for private 
industry. 


Willingness to Use Substitutes is a 
Dealer Opportunity 


This leads us to another point 
of vantage for the small dealer. 
Today is the day of substitutes. 
Ordinarily, “something just as 
good” will not do. Now, X Com- 
pany’s “Champion” grade steel file 
will fill the bill for the outfit that 
has a battery of X’s “SuperSuper” 
even though the “Champion” is 
a somewhat older model. Plain 
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oak sides on a typewriter desk 
will do just as well for your fa- 
vorite customer who has pur- 
chased twenty-five all quartered 
oak typewriter desks from you in 
the past year. This works out all 
the way down the line. Anything 
will sell today, providing it serves 
a useful purpose, and there is no 
harm and much good done by sup- 
plying a crying need with a Satis- 
factory piece of furniture, which, 
though not of the latest style, is 
still a functioning, useful tool. 


Market for Reconditioned 
Office Furniture 


Another means of carrying on 
is presented in the opportunity to 
expand and develop repair and re- 
conditioning facilities. The Office 
of Production Management is at 
present engaged in a study of the 
possibilities of reconditioned of- 
fice furniture as a source of sup- 
ply for governmental and private 
needs. While the results have not 
yet been made public, it is un- 
doubtedly true that a substantia! 
quantity of old but sturdy equip- 
ment can be made available for 
use in this emergency by intelli- 
gent and efficient shop work. Ex- 
perience has proven this type of 
business to be reasonably profita- 
ble, although it involves some- 
what more effort than the pur- 
chase and sale of new equipment. 
It therefore represents an avenue 
of added business to the dealer, 
and a substantial source of sup- 
ply to a sorely pressed market. 
Many government purchasing 
agents have recognized this and 
are using reconditioned furniture 
for their office staffs at great sav- 
ings of money and time. 

It can be seen upon analysis, 
that as difficult as the situation 
seems upon the surface, there are 
nevertheless, many ways to main- 
tain business at a Satisfactory 
level. 








AUTOMATIC FILES GOING TO DENVER.—This installation of fifty-five expanding and 

compressing files of the Automatic File & Index Company, was ordered for the Gates 

Rubber Company. Denver, Colo. The order was obtained and the installation made by 
the Keith Safe Company, also of Denver. 
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Famous Old Desk Too Large to Move 


HEN the wreckers got busy 

tearing down the Westing- 
house building in Pittsburgh re- 
cently, they came to the room or 
suite which was occupied by the 
late George Westinghouse during 
mast of his active business life. A 
specially designed and built desk, 
which Mr. Westinghouse had or- 
dered made for him over fifty-two 
years ago, could not be taken out 
of the rooms before the walls were 
torn down, so that the desk could 
be hoisted and let down the side 
of the structure. 

On this desk Mr. Westinghouse 
designed many of the air brake 
and other devices which were to 
make his name a byword when 
air brakes were mentioned. Such 


work—and Mr. Westinghouse was 
no easy-chair executive—usually 
consisted of large drawings and 


blue prints, for which the inventor 
wanted enough room so that he 
could look at an entire layout 
without folding over any drawings 
to study the sequence of opera- 
tions. 

Viewing the huge desk, one of 
the engineers on the job said, “We 
don’t know what to do with it. It’s 
been in the same location for over 
half a century. Nobody knows how 
it ever got into the building, but 
Mr. Westinghouse must have had 
it built right inside his office, be- 
cause it seems to be all in one 
piece.” 

That was Mr. Westinghouse’s 
way—always to build substan- 
tially. As the building was new 
when the desk was built inside of 
it, the necessity of ever moving it 
to another building or even to an- 
other room apparently seemed out 


of the question. All of the inven- 
tor’s business was conducted from 
this desk, his visitors and co-exec- 
utives including such famous men 
as Andrew Mellon, H. J. Heinz, and 
others who were his contempo- 
raries. It was Mr. Westinghouse’s 
habit to sit at the middle of the 
long desk, a bit higher than those 
who came to see him and who sat 
on the other side of the desk. He 
always sat in a padded chair. 
which he had set higher than 
those used by visitors. He was a 
big man—both in stature as well 
as in reputation and influence 

but used the method of other ex- 
ecutives who know how to sit be- 
fore visitors above them and hav- 
ing the light shine on them rather 
than on the chief executive. But 


Mr. Westinghouse was always ap- 
proachable by those who worked 
with him or strangers, for he had 
grown up from the ranks and 
knew the problems and troubles 
of those who are on the way up 
or are compelled to stay where 
they started. 

The desk is described as an 
elongated one, looking more like 
an oversize billiard table than a 
piece of office furniture, and its 
size would not have permitted its 
removal from any of the offices in 
the building which it might have 
graced besides Mr. Westinghouse’s 
private office. The desk is being 
continued in service as a direct- 
ors’ table in the board room of 
the Westinghouse building in 
Pittsburgh. 





THE BIG DESK-TABLE USED BY THE LATE GEORGE WESTINGHOUSE.—Because of its 

size this desk must have been built inside Mr. Westinghouse’s office. Attempts to move 

it proved futile, so the office was made into a director’s room and the desk into a 
directors’ table. 
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AN ELEGANT AND PRACTICAL EXECU- 
TIVE OFFICE.—Shown here is the ‘’work- 
shop” of R. E. Havenstrite, head of the 
California-Western Oil Company, in Los 
Angeles. The striking desk, flanked by the 
large windows and handsomely-paneled 
walls, is so constructed that in addition to 
serving Mr. Havenstrite, it can also be 
used for board of directors’ meetings. It is 
equipped with a projecting top, which per- 
mits it to serve as a table for eight persons 
It also has space for brief cases, while its 
shape enables eight men to sit facing the 
president.—E)JT 
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MILWAUKEE MODERNIZES 
MAYOR’S OFFICE 

When in April Carl F. Zeidler was 
elected mayor of Milwaukee he de- 
feated a man who had become a 
veteran of that important office. 
And, likewise, he decided that he 
would like some modern equipment 
to replace furniture that has been 
in the chief executive’s suite for 
over forty years. 

This notion to make up-to-date 
the place where he spends his en- 
tire working day was a good one; 
so good in fact that the news got 
around and in no time at all the 
S. J. Olson Company, office outfit- 
ters of 625 North Second street, 
heard about it. They made appli- 
cation to undertake the job and 
L. E. Thomson, vice-president of 
the Olson firm, got busy. 

Mayor Zeidler, members of the 
city council and Mr. Thomson got 
together and took part in a series 
of conferences before the installa- 
tion began. They made plans, dis- 
carded some and adopted others 
until everybody concerned was sat- 
isfied. Then the actual job began, 
the installation being completed in 
every detail by September 28. 

Mayor Zeidler’s private office was 
furnished complete with a W. & J. 
Sloane’s “William and Mary” suite, 
with matched chairs by the John- 
son Chair Company. Then the 
workers moved to the office of Paul 
Bergen, secretary to the mayor, 
where a W. & J. Sloane “Sheraton” 
suite was installed, also matched 
with Johnson chairs. An assistant 
secretary’s office was equipped with 
Lincoln desks by the Commercial 
Furniture Company and a set of 
chairs by Johnson. 

To Mr. Thomson goes the credit 
for a particularly handsome con- 
ference table for the committee 
room, which he designed to seat 
twenty-one persons and properly 
fit the room. Chairs for this unit 
were also supplied by Johnson. 


THREE VIEWS OF THE MODERNIZED OF- 

FICES OF MILWAUKEE’S MAYOR.—(Top 

The mayor's suite. (Center) The office of 

Secretary Paul Bergen. (Lower) Conference 
room 
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BUSINESS BUILDERS 


A Column Sales—Slanted for You 





HE sales manager of a most 

highly successful national soft 
drink institution was in our store 
the other day. After we had our 
business at hand consummated, 
we visited a few minutes and a 
most profitable few minutes they 
were. The reason I give this a 
lead-off spot in this month’s col- 
umn is that I wish to emphasize 
the importance of the fact that we 
can glean from other businesses 
definite cash-in-able ideas. To 
illustrate, let me quote from the 
very article we were discussing 
that very day. The title of it was, 
“The Successful Salesman Takes 
the Clock Into Partnership,” and it 
had appeared in the monthly 
house organ of this particular soft 
drink firm several months before. 
A partial quotation follows: 

“The raw material of a sales- 
man’s success is the twenty-four 
hours of the day. Any man that 
doesn’t know how to manage 
TIME, but on the other hand, 
lets TIME boss him—is fore- 
doomed to failure, unless he 
changes his tactics. Effective 
salesmen invariably take the 
clock into partnership before 
they get into the big earning 
class.” 

Incidentally, I know you will be 
interested to know the author of 
the foregoing excerpt—Burton 
Bigelow, a well-known consulting 
sales manager in New York state. 


* * * 


Take a look at this definition: 
SUCCESS CONSISTS OF SELL- 
ING GOODS THAT WON’T COME 
BACK TO CUSTOMERS WHO 
WILL! 


* » * 


Each of us should take time at 
some hour of each day to take a 
fresh look at the road map of our 
ambition. 


* * * 


At a recent meeting of The Ad- 
vertising and Sales Association in 
our city a forceful, factual speaker 
held to this theme: 

“Remember the objectives of 

a successful advertisement are 

three: to be seen, to be remem- 

bered, and to be believed. If you 
achieve these three points your 
advertisement—your sales pres- 





Dramatize Posture Chairs 


RAMATIZE posture chairs to 
sell them! This is the conclu- 

sion reached by D. A. Hendler, 
manager of the Security Furni- 
ture Exchange, Ltd., Los Angeles, 
Calif., who believes that posture 
chairs are not only worth promo- 
tion for their own sake but con- 
stitute a basis for further devel- 
oping the slogan, “Modernize your 
office for comfort and efficiency.” 
“The development of posture 
chairs,” Mr. Hendler points out, 
“has been a great boon to the 





entation will be ACTED upon in 
a favorable light.” 


= * * 


Then there is this important 
field in selling of letter writing 
that will “Ring the Bell.” In this 
connection I recall an excellent 
teacher of this subject, whom I 
had the good fortune to be under 
in a Spokane business school some 
years ago. He constantly ham- 
mered in the important thought 
to have ever before you in writing 
any business letter, was what he 
termed the five “C’s” of successful 
letter writing ... and you will 
note they apply equally well to 
other forms of selling. They are: 

CLEARNESS 
COMPLETENESS 
CORRECTNESS 
CONCISENESS 
and COURTESY 

I also recall this instructor al- 
ways gave credit to the man who 
taught them to him. Gardner, was 
the man’s name, I believe. 


* * aa 


And one more word on this in- 
triguing subject of better letter 
writing: Some years ago OFFICE 
APPLIANCES published a splendid 
series of articles on this subject by 
a man named, I recall, Louis Vic- 
tor Eytinge. Later they were re- 
printed in a small booklet. I have 
loaned that copy so many times it 
is now missing in action; but I 
have practically set in my memory 
the entire booklet and I shall likely 
refer to it many a time in the 
months to come. Right now I'll let 
you in on this pertinent thought: 

“When you write a business 
letter GET INTO IT AND SEAL 

THE FLAP AFTER YOU.” 

Sales-Slanter Ralph B. Ortel. 





whole field. Because of their dra- 
matic possibilities and the fact 
that they are relatively inexpen- 
sive they can be the first step in 
a complete office modernization 
program. Once the customer un- 
derstands and is thoroughly sold 
on the idea that posture chairs 
will greatly increase the produc- 
tivity of office labor, it is possible 
to proceed with the sale of other 
articles on the same basis.” 

Push efficiency and sell the 
terms. That is the two-fold ap- 
proach to using the posture chair 
as the “light tank” that performs 
the “break-through” for the firm. 
Terms convince the prospect that 
the chair will “pay for itself as it 
goes along in use,” once the idea 
of increased efficiency has been 
thoroughly developed and a con- 
vincing story told. 

Actual illustrations have been 
found best for putting over the 
efficiency angle in selling posture 
chairs. This is forwarded both at 
point of sale and in the field. At 
point of sale, one large window is 
devoted to posture chairs. This 
uses several extra large drawings 
as background. One drawing 
shows “Results of ‘C’ Curve,” giv- 
ing an actual detail of the stenog- 
rapher at her desk in an ordinary 
chair and showing in bright colors 
the position of her spine, stomach 
muscles, etc. Another shows “Re- 
sults of ‘S’ Curve,” also a detail 
drawing in color. Brief, punchy 
explanations sell the healthful 
value of posture chairs. 

Other large signs invite anyone 
to have a “week’s free trial’ and 
stress the “easy terms” offered. 
The free-trial idea has been found 
a potent one, for once the stenog- 
rapher or other office worker uses 
the chair they will not want to 
return to the old type. 


The above set-up—illustrations, 
trial-offer, and easy terms—is car- 
ried out into the field by the sales- 
man, with the result that contacts 
have been very fertile. This is the 
“ . best thing in the salesman’s 
brief case.” 

It is difficult indeed for any em- 
ployer to resist the free-trial offer, 
particularly when he has been 
shown that increased productivity 
of labor will result. And once one 
or more chairs have been placed in 
the office for a trial it is almost 
a certainty that they will stick— 
and that others will be sold. 

This does not mean that there 
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BELOW.—Products of The General Fireproofing Company, 

Youngstown, Ohio, were used recently to refurnish offices of 

the local Ohio Bell Telephone Company. Members of the G-F 

office in Cleveland interested telephone company officials in 

standardizing the Youngstown office with the result shown. 
This is the engineering department. 

















can be any let-up on selling the 
increased efficiency and comfort 
features—in fact salesmen have to 
keep hammering at this point 
every step of the way, even when 
it comes down to discussing terms 
with the prospective customers. 

Once the customer has been 
sold on the idea of increased effi- 
ciency, it is then possible to move 
on to other items—desks and of- 
fice equipment. Each of these has 
a particular talking point from 
the angle of increased productiv- 
ity of labor, either through scien- 
tific adjustment of work space or 
increased efficiency in office rou- 
tine. In most instances the office 
modernization thus becomes a 
gradual process, worked out on the 
basis of the salesman’s ability to 
move forward as the customer re- 
sponds to first one item and then 
another. Seldom is it possible to 
sell a complete modernization at 
one time but a continuous plug- 
ging of article by article will even- 
tually bring about the completely 
modernized office. 


Y AND E EQUIPMENT IN A FINE SET- 
TING.—Products of the Yawman and Erbe 
Manufacturing Company were used re- 
cently for an installation in the offices of 
the Employers’ Mutual Insurance Company, 
Wausau, Wis. (Top) Styled-Associate steel 
desks finished in Neutra-Tone gray, in use 
in the personnel and stenographic depart- 
ments. (Lower) Styled-Associate desks hav- 
ing a special grained finish to harmonize 
with paneled walls. These desks are used 
by secretaries of company executives. 

















ABOVE.—Another view of the telephone company offices after 

they had been equipped throughout with General Fireproofing 

furniture. Shown here is the general office. According to Fred W. 

James, of James & Weaver, Inc., the telephone company executives 

reported themselves fully satisfied with the job G-F equipment 
has done to their offices. 











EDITORIAL 


More on the Excise Taxes 


#4 ADDITIONAL information will be found in 
this issue further clarifying the application of 
the new excise taxes imposed on the sales of 
certain products manufactured and sold by the 
office equipment industry. On pages 11, 12, 13, 
71, and 82 of the November number and on 
pages 28 and 29 of this issue OFFICE APPLIANCES 
has presented the most comprehensive coverage 
of the application of these laws to this industry 
published to date. 

Special efforts were made to obtain this mate- 
rial for the enlightenment and reference of our 
readers because no printed set of regulations 
for the manufacturers’ excise tax on the sales 
of business and store machines has yet been re- 
leased by the Bureau of Internal Revenue, and 
there were questions not fully answered in the 
recently issued “Regulations 51 Relating to the 
Retailers’ Excise Taxes.”’ 

Although information on the new taxes has 
not been readily available despite the fact that 
the 1941 Revenue Act became effective on Oc- 
tober 1, dealers and manufacturers are liable 
for payment of taxes on sales of all taxable 
articles. The burden of becoming informed rests 
on those upon whom the tax is imposed; hence 
the great importance of being fully informed 
and keeping up to date. 


—_---_ + 


Advertise for Future Business 


# INDICATIONS from many lines of business 
reveal that leading firms are planning the con- 
tinuance or increase of their advertising and 
sales promotion programs for 1942. There is 
evidence of a determination, in this as well as 
other industries, not to let the present “seller’s 
market” and its attendant peak sales and limited 
stocks cause either merchants or manufacturers 
to disregard the future. 

Advertising and sales managers have given 


much attention in past months to the object 
lessons learned from case histories of the last 
war and post-war periods. The result is a studied 
effort to maintain for the sake of future busi- 
ness the sales momentum and prestige that 
stores and factories have built up for their 
establishments and products through the years. 

Stationers attending the recent N. S. A. con- 
vention were urged to advertise during a “boom”’ 
to carry them through the “slump” that may 
follow, and in a “slump” to advertise for the 
“boom.” They were advised to shift the em- 
phasis of their advertising message from mer- 
chandise to their services when they are selling 
all they can obtain. “If you can’t advertise 
goods, advertise good will,” said one speaker. 

It pays to give a good name and a good prod- 
uct every possible support in good times as well 
as Slack times, according to the experience of 
many successful firms. 


_—_e-- 


Aid to Small Business 


& FROM his unwelcome role as the “forgotten 
man” or the “fall guy” in the nation’s emergency 
drama, the small business man has emerged as a 
figure of acknowledged import whose welfare is 
now being regarded with much concern by those 
in high places. Prime contractors are being in- 
duced to sub-let parts of their huge orders, and 
single industry communities classed as ‘“dis- 
tressed”’ because of interference with their nor- 
mal operations are being provided defense busi- 
ness regardless of bidding. The change brings 
encouragement to business in general, to the 
workers and communities affected, and to busi- 
ness firms—such as those in the office equipment 
industry—supplying these small establishments. 
May the concern for the small business man 
suffer no future decline, for his economic welfare 
and that of the nation are inseparable. 


HERE AND THERE 


“PIPE AND SLIPPER" AGE SITS inch, because 
LIGHTLY ON PAUL WIELANDY the justiticat 
finn auncutl 

Paul J. Wielandy, president of the we do nota 
Blackwell Wielandy Company, St. But the moke 
Louis, Mo., and a man who has wreathing upward 
served the stationery industry for some pleasan 
sixty-three years, recently gave a eran of 
charming description of himself as has been | 
having reached the "pipe and slip N. S. A. conv 
per" stage of life. the smoke h 

"To me," he says, “it is sort of a ovyalt f 
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tribution to the literature of our in 
dustry. It covers the stationery field 
as a whole and is written with a fine 
dramatic sense and artistic touch 
which lifts it far above the averag 
industry’ boo 

In his second book Mr. Wielandy 
of sixty years in the 


— 


presents a story 
field in the form of letters to hi 
son, a fictitious character which per 
mits the author to speak via the 
written eau to young salesmen 
everywnere. A fine humor run 
through the story and the ree 
treated to m many goo¢ Jd stories of th 
writer's experiences. 

But it's time to knock the pt 
out now, and get back to the store 
— another day will be cheer 
fully added to those which are sure 
ly and steadily adding to the sixty 
fourth year. 











G-F WISHES MR. FOSTER “MANY 
HAPPY RETURNS.”—W. H. Foster, 
chairman of the board of The General 
Fireproofing Company and one of its 
founders, celebrated his seventy-fifth 
birthday on October 4. But he was 
not the only one to remember the date 
as is amply demonstrated by the 
huge basket of flowers which Mr. Fos- 
ter found on his desk and which was 
sent him by a number of friends. 





AL WILLIAMS OUTSMARTS 
PITTSBURGH STRIKE 


When A Wil jams aenera ry 
3 
yger of the Stationers Guild of 
America, found himself marooned 
1 Pittsburah hotel because of ar 
vat Kpeiaeieaaie strike, he sim 


sat down and waited, did he not: 
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ple whom the union represented and 
now, in turn, he wanted a permit t 
move his trunk, which he then wa 
granted. 

But even then, he had to find a 
hand-truck and trundle the trunk out 

f the hotel by himself. 

And now the visitor is wonderi 
why, in this “Land of the free and 
home of the brave" he « ouldn t find 
even a policeman "'brave'’ enough tc 
help him out of a difficulty and wa 
not personally 'free'’ enough 
his trunk out of a hotel without the 


gracious permission of a union cnié 





CHARLIE MITCHELL RETIRED? 
NOT SO IT CAN BE NOTICED 
ome months ago 
ed a little story to the effect the 
Charlie Mitchell, then secretary of 


when w or 








C. L. MITCHELL 


Crane & Company, Topeka, Kan 
had retired, we should have f we 


with an abject retraction. 


Because it now develops that 
though he DID pass the condu 
f the business over to other 
DID NOT  retire—insofar 
grand ag game f enjoyi } T 


— 7 
T Kansas newspape 
The retired gentieman 3 
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Pioneer and others. 





CHICAGO NIMRODS BLITZ- 
KRIEG S. DAKOTA DUCKS 


About this time every year Elrner 
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THE MIGHTY HUNTERS.—(L to R) 
Herb Wiley, Elmer Young, Herb Fo- 
ley, Joe Mills and Frank Jones. 


man Typewriter Exchange there. The 
nunters (shown in the pic ture from 
left to right) were: Herb Wiley 
Company, 
Springfield, lil.; Eimer Young, Young 
Say Equipment Company; Herb 
Foley, Chicago manager, L. C. Smith 
& Colene ass Some Inc.; Joe 
St. Louis manager for the same 
>mpany; Frank Jones, Jones Office 
Equioment, Madison, Wis. Also in 
the p! icture 
Mr. and Mrs. Jack Knobe, 


Typewriter Service 


art out r t seen in 


Knobe Typewriter Exchange, Huron 
S. D helped Mr. Huffman pose 
the visitors tor the camera. 
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KEELHAUL THE MAIN DECK, MATES. 
—And while you're at it, man the 
t'gallant yardarms and belay the 
fore sail. Such stirring nautical 
terms smote the air recently when 
Harold Atwood (he’s the New York 
representative of Aigner, Mashek 
and Morris) launched the Rebel IL 
his new boat, afier Mrs. Atwood 
smacked it silly with a bottle of 
champagne across the stern or the 
bow or the mizzen mast or some- 
thing. About forty friends, with a 
flair for the rough seas inside Long 
Island Sound, were on hand to 
chorus a mighty chanty about three 
men and a bottle. 
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NEW MACHINES AND DEVICES 





CUSHMAN & DENISON DEVELOPS NEW 
PUNCHLESS BINDER 

The Cushman & Denison Manufacturing Company, 
135 West Twenty-third street, New York City, has de- 
veloped and announced to the trade a new type of 
punchless binder which is to be sold under the trade- 
name of Cado. 

The Cado binder is equipped with a unique locking 
device by which the operator need only move two 


PAPERS 


SIMPLY 


PULL SLIDES 
L—— +] 





THE PUNCHLESS BINDER 


Slides to instantly bind or release papers in the unit, 
which will hold up to 100 loose leaves. It is made of 
durable and genuine pressboard for letter size and is 
available in green, red or black. The binders are 
packed twenty-five to a box and can be had with the 
binding at the top or at the side. Four special features 
claimed for the binder are (1) It makes punching pa- 
pers unnecessary. (2) Papers are firmly bound but 
easily interchangeable. (3) There is no tearing out of 
sheets. (4) The bulk is only that of the inserted papers. 
ee ee 
ADDO ANNOUNCES NEW TEN-KEY ADDING 
MACHINE TO AMERICAN MARKET 

The Addo Machine Company, Inc., 145 West Fifty- 
seventh street, New York, N. Y. (Chase National Bank 
building), has recently announced to the trade a new 





THE ADDO-X ADDING MACHINE 


ten-key adding machine under the trade-name of the 
Addo-X. 

Manufactured by Aktiebolaget Addo, of Malmo, 
Sweden, one of the most prominent adding machine 
factories abroad, the Addo-X principal features 
are: (1) Extra speed of carriage return. (2) Silent 
operation, and (3) all totals printed in red. The ma- 
chine adds to one billion, has direct subtraction and 


negative balance, and is available in hand and electric 
models. 

Dealers interested in additional details as well as 
prices can communicate with the New York firm. 

- > 
NEW WALL-CEILING LIGHT BY STEWART-LUHN 

The Stewart-Luhn Company, 430 South Green street, 
Chicago, manufacturers of fluorescent light units, has 
recently announced a new addition to its line which 
is unique in that it may be used equally well as either 
a ceiling or a wall light. 

Available in a number of sizes and styles, the new 
light is designed and finished to harmonize with any 
type of interior and is equipped with the company’s 
“Lunglas” shield which is over the light tube and gives 
a glareless illumination. The light can also be used 


without the shield when it is desirable to obtain the 
maximum light output. 

There are five sizes manufactured which range in 
dimensions from 2 by 3 by 16 inches to 2 by 3 by 49 





THE WALL-CEILING FLUORESCENT LIGHT.—Shown here are 
the units equipped with “Lunglas” shield (lower) and, above, 
without shield. 


inches. Each one can be equipped with an electrical 
outlet, toggle or canopy switch or other units as 
desired. 


Illustrated literature and price list are available on 

request to the company at the address given above. 
<< 
NEW PACKAGE FOR “GRIPPIT”’ CEMENT 

The Harriman-Welts Products Company, 200 Summer 
street, Boston, Mass., has recently announced a new 
container for its line of Grippit rubber cement which 
is described as a desk can model. 

The new unit holds four ounces of the cement and is 
equipped with a brush attached to the screw cap. In 
contrast to previous cans in the Grippit line the new 





THE GRIPPIT DESK CAN 


one is designed and labeled in a manner to completely 
abolish a “tin can” appearance. 

It is squatty enough to fit easily into a shallow desk 
drawer, and has an ample opening to prevent daubing 
edges when the brush is removed or replaced in the 
can. The double-shell cap is flat and stands upright to 
keep the brush out of the user’s way. 
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The Guest Book 


Jack R. Laws, Springfield, Ill., representative of 
Phillips Process Company, visited at the offices of this 
journal October 31. While in Chicago he called on 
several of his friends in the industry including Phillips’ 
Chicago sales agent. As usual, he was full of optimism. 
He has been covering a territory extending from Illi- 
nois to Denver, Duluth to Texas, and is well-known 
to the trade in that area. 


Paul A. Kegevic of Santiago, Chile, called in the com- 
pany of Hazen Ames, president of the Ames Supply 
Company, on November 5. A native of Chile, Mr. Kege- 
vic has spent several years in the United States and 
was on his way back to South America, where he is 
to establish a service agency for the Ames Supply 
Company in Santiago shortly after the first of the 
year. An informed gentleman with a broad knowledge 
of the commercial opportunities in Chile, he gave us 
a pleasant and enlightening hour. His faith in the 
commercial future of Chile is stimulating. 


Sterling Lord and Bob Fleming of The Leopold Com- 
pany, Burlington, Iowa, visited at the office of this 
journal on November 6. Both had business which 
occupied a couple of days in Chicago, Bob’s time being 
occupied principally with sales work, Sterling’s with 
problems which are common to executives. It was 
fortunate for the staff of this journal that the two 
chose to meet in OrricE APPLIANCES’ offices. Mr. Lord 
reported that deliveries were being made with no more 
than normal delay considering conditions and that 
customers generally appreciated the situation and 
were not unreasonable in their demands. As an inter- 
esting sidelight it developed that Mr. Lord is active 
in Boy Scout affairs. He gives the Scouts much of 
his time and told of an incident in which Burlington 
Scouts who were on an outing on the Illinois side of 
the Mississippi near Fort Madison were addressed by 
W. A. Sheaffer, then president, now chairman of the 
board of W. A. Sheaffer Pen Company. Sterling Lord 
is a man of fine character who knows how to handle 
a large volume of work and do it well. Bob Fleming 
is well Known to dealers in most parts of the country. 
He is aggressive and an excellent office furniture 
merchandiser. 


Bert M. Morris of Los Angeles and Bert Bassett 
of Wheaton, Ill., both of Bert M. Morris Company, 
signed the Guest Book on Armistice Day, November 
11. Mr. Morris came east on business, the two Berts 
spending some time together in Chicago and vicinity. 
Both expressed gratification over a generous response 
to Morriset during recent months and the company’s 
record in meeting customers’ requirements promptly. 


uw 
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Mr. Morris expected to return to Los Angeles by 
Thanksgiving Day, making some calls en route. 


“Bob” Fernandez, partner in the R. A. Tiernan Type- 
writer Company business in Santa Ana, Calif., was a 
welcome visitor on November 21. On a business trip 
for the purpose of calling upon wholesalers and sup- 
pliers in Chicago, “Bob” was accompanied by Mrs. 
Fernandez. They left California on Tuesday, Novem- 
ber 18 and expected to begin the homeward journey 
after the Notre Dame-Southern California football 
game Saturday the twenty-second. Mr. Fernandez 
reported the Tiernan business as going along evenly, 
being little affected by defense activities because of 
geographical location. The company is agent for 
L. C. Smith & Corona Typewriters, Inc., and Metal 
Office Furniture Company. 


W. S. FitzGerald of Glendale, Calif., visited the office 
of this journal November 19. For about ten years be- 
fore moving to the Pacific Coast Mr. FitzGerald repre- 
sented pencil manufacturers in the Middle West. Dur- 
ing the past few years he has been engaged in another 
field but is thinking seriously of returning to the in- 
dustry in which he has had most of his business ex- 
perience. While in Chicago he saw some of his old 
friends in the trade and called upon several stationery 
manufacturers. 


Edward L. Little, Wabash Cabinet Company, signed 
the Guest Book November 21. He remarked that he 
was on his way home from the stationers’ convention 
held a month and a half earlier. But his itinerary was 
more than a direct line between Chicago and Wabash. 
Since the convention he had visited with dealers in 
most of the principal cities of the South and South- 
west and had thoughts of a call or two more before 
the trip was completed. Ed was just as cheerful as 
though he already had solved next year’s N.S.A. ban- 
quet seating problem. His call was an inspiration. 

oudidliaiibincinedsinn 

“VIA FASTEST DISPATCH” ENVELOPES NOT 

GENERALLY KNOWN AMONG STATIONERS 

Inquiries by staff correspondents of OFFICE APPLIANCES 
disclose the fact that many stationers and office sup- 
ply houses are unfamiliar with the “Via Fastest Dis- 
patch” train-air-mail service which has been author- 
ized by the Post Office department. 

Special borders and printed notice for such en- 
velopes mailed under the new set-up are described 
in a bulletin available from the Post Office Department 
and there should be a good demand for them if prom- 
inently displayed. 

A special check-up in the state of Arkansas and in 
several large southern cities revealed that both re- 
tailers and wholesalers have so far failed to take 
advantage of the opportunity afforded by the new 
envelopes.—ADR 





G-F MEN TAKE TO THE AIR.— 
Gathered in front of a speedy plane 
are seven employees of The Gen- 
eral Fireproofing Company, Youngs- 
town, Ohio, shortly after they satis- 
fied a longing to sprout wings by 
becoming student flyers. The new 
airmen are (L to R) Red Alton, Jack 
Huestis, Ray Schott, Joe Seefried. 
Phil Bullock, Art Sherman and Bill 
Howe, Happy landings, men. 
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N.A.C.A. BUSINESS SHOW DRAWS BIG 
INDIANAPOLIS CROWD 
A crowd of nearly 6000 visitors attended the three- 
day business show staged on November 12-14 by the 
Indianapolis chapter of the National Association of 





OLIVER R. ALTUM 


Cost Accountants under a theme of “See Tomorrow’s 
Office Today.” 

The exhibition was arranged and staged under the 
management of Oliver R. Altum as general chairman, 
ably assisted by Committeemen Edward Karrmann, 
American United Life Insurance Company; H. G. Bar- 
den, Ernst & Ernst Company; Carl Lomatch, Comptom- 
eter Agency, and Luther Sheppard, International Busi- 


SIX OF THE EXHIBITION BOOTHS AT THE N. A. C. A. BUSI- 
NESS SHOW IN INDIANAPOLIS.—(1) The Underwood Elliott 
Fisher Company. (2) The National Cash Register Company. 
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ness Machines Corporation. Mr. Altum is connected 
with Eli Lilly & Company. 

The entire list of exhibitors is as follows: 

Adding Machine Service & Sales Corporation, Ad- 
dressograph Sales Agency, American Sales Book Com- 
pany, The Bramwood Press, W. C. Brass & Associates, 
Burroughs Adding Machine Company, Comptometer 


Agency, A. B. Dick Company, The Dictaphone Corpora- 





SHOWING THE DICTAPHONE “MICROPHONE” MODEL IN 
USE.—This display was used for the purpose of making actual 
demonstrations of the Microphone model of the Dictaphone. 
Both the desk model and cabinet model were shown with 
Dictaphone Corporation demonstrators to explain how the 
unit is used for recording dictation or small conferences in the 
average business office. Manager L. E. Grisso of the local 
office was in charge. 





(3) The Sentinel Printing Company. (4) Burroughs Adding 
Machine Company. (5) International Business Machines Cor- 
poration. (6) Marchant Calculating Machine Company. 





DECEMBER, 1941 


tion, Ditto Sales & Service, Egry Register Company, 
Executone & Twinphone Intercommunicating System. 

F. & E. Checkwriter Sales & Service Company, Indian- 
apolis Photo Company, International Business Ma- 
chines Corporation, Marchant Calculating Machine 
Company, The McBee Company, Monroe Calculating 
Machine Company, The National Cash Register Com- 
pany, Pitney Bowes Postage Meter Company, Reming- 
ton Rand Inc., Sentinel Printing Company, Standard 
Register Company, Todd Sales Company, Underwood 
Elliott Fisher Company. 

— —>-—__~ 
BUSINESS SHOW FEATURES OPENING 
OF ANDERSON’S NEW STORE 

As a fitting part of a program to celebrate the for- 
mal opening of a new and beautifully-appointed store 
at 413 Nebraska street, the Sioux City Stationery Com- 
pany, Sioux City, Iowa, late in September held a three- 
day business show which was attended by a total of 
1850 visitors. 

The big event was planned by R. D. “Bob” Anderson, 
owner of the business, ably assisted by an enthusias- 
tic staff headed by A. L. Nielson. Days of advance 
notices, radio and mailed publicity and ironing out 
of a thousand details went into the event with the 
result that on the closing day Mr. Anderson reported 
his combined opening and business show an unquali- 
fied success. 

Some idea of the work undertaken by Mr. Anderson 
and Mr. Nielsen to let the community know that a 
business show was to be held on September 25 to 27 
may be gained from the following: 

Two weeks before the show 5000 blotters announcing 
the formal opening were mailed out. For eleven days 
the company ran three announcements a day on local 
radio stations, and six days before the opening Mim- 
eographed sheets describing the coming celebration 
were sent out to all business firms. There were also 
advance stories in the two local papers and on the 
Monday preceding the show 1000 hand-addressed in- 
vitations were sent out to business executives and their 
Wives. 








To help assure success of the double event manufac- 
turers responded nobly and when the doors were 
opened on the first day the following men were on 
hand to assist Mr. Anderson and his staff. 

Arthur Campbell, Acme Visible Records, Inc., George 
Lazier, Boorum & Pease Company; Rod Grover, DoMore 
Chair Company; Al Lent and Ken Hendrickson, The 
Carter’s Ink Company; Jack Berry, The Globe-Wer- 
nicke Co.; A. W. Welch, Dennison Manufacturing 








A. L. NIELSEN 


R. D. ANDERSON 


Company; M. L. Lewers, W. A. Sheaffer Pen Company; 
Tom Valleau, The Leopold Company and Milwaukee 
Chair Company; Matt Massot, Browne-Morse Com- 
pany; Carl Kaufman, Speed Products, Inc.; N. D. 
Adams, Hammermill Paper Company. 

Another feature of the celebration was the holding 
of a “Business Show School” which consisted of four 
sessions daily, at 9, 11, 2, and 4 o’clock for business 
people only. At each session Mr. Welch, of the Denni- 
son organization, acted as master of-ceremonies, and 
on the evening of the closing day he presided at a 
round table session which was broadcast over a local 
radio station as the grand finale of the three-day cele- 
bration. 





FOUR VIEWS OF THE SIOUX CITY STATIONERY COMPANY’S REMODELED STORE.—(Top left) The 
main floor of the store was. banked with flowers sent by friends and well-wishers of the company, its 
executives and staff members. (Top right) The social or “Dennison” room of the store, measuring 25 by 
45 feet. A special feature is the setting of each table under a different theme. (Lower left) One of the 
business classes conducted by the company, with Al Lent and Ken Hendrickson giving a duet on 


Carter's ribbons and carbons. 


(Lower right) An unusually good picture of the store's interior showing 


method of arranging stock shelves, counters and display cases with extra wide aisles for customers. 
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Kepresentatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago, and the staff at 

the branch mn charge of G. C. Wheeler at 418 Pershing Square Bidg., Pershing Square, 42nd St. and Park Ave., New 

Vork, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
6 St. Bride Street, London, E. C. 4 


17 Farrington Street, Ludgate Circus, London, E. C. 4 


London, 30th September 
The industry is rapidly forging ahead with its plans 
to help and co-operate with the directorate of office 
machinery in every way practical. Realizing that some 
form of decentralization will ultimately be necessary, 
it was quick to arrange functional groups of the trade 
with their own sub-committees to handle specialist 
matters, the chairman of each group being a member 
of the executive committee, and the liaison sub-com- 
mittees to act on matters of general import only. The 
groupings and sub-committees are as follows: 


No. 1. ADDING, CALCULATING & ACCOUNTING 
MACHINES. 

A. Cranfield—British Tabulating Machine Com- 
pany., Ltd. 


R. N. Ahern—Burroughs Adding Machine, Ltd. 
H. C. Davidson—Felt & Tarrant, Ltd. (Comptom- 


eter). 
H. V. Briscoe—National Cash Register Company, 
Ltd. 


W. Desborough—Powers & Powers-Samas Account- 
ing Machines, Ltd. 

S. D. Parker—Remington Typewriter Company, Ltd. 

E. O. Gilmore—Underwood Elliott Fisher, Ltd., 
(Chairman) 

No. 2. ADDRESSING, DUPLICATING & OFFICE 
PRINTING MACHINES. 

A. R. Carruthers—Addressograph-Multigraph, Ltd. 
(Chairman). 

E. H. Gardner—Addressall Machine Company, Ltd. 

Frank R. Ford—Frank R. Ford, Ltd. 

H. C. Wilson—Roneo, Ltd. 

No. 3. PRODUCTION CONTROL ACCOUNTING 
SYSTEMS & EQUIPMENT SECTION. 

A. R. Jackson-——Library Bureau (Kardex), 
(Chairman). 

W. S. Brown—Copeland Chatterson Co., Ltd. 

S. M. Murray—Fanfold, Ltd. 

C. H. S. Cox—Percy Jones (Twinlock), Ltd. 

A. D. Neish—Kalamazoo Sales, Ltd. 

D. Neal—Lamson Paragon Supply Co., Ltd. 

Douglas Smith—Roneo, Ltd. 


No. 4. DICTATING MACHINES. 


Ltd., 


Thomas Dixon—Dictaphone Company, Ltd., 
(Chairman). 


A. F. Wagner—Thomas A. Edison, Ltd. 


In addition to typewriters which are being handled 
by the Typewriter Trades Federation, under the chair- 
manship of Mr. Fred Barlow. 

To ensure quick action, it was stipulated that the 
gentlemen appointed by the groups to be their repre- 
sentatives for contact with the Directorate, must be 
either the managing director of the firm or a senior 
executive with many years’ experience in the trade 
and with authority to make decision on behalf of his 
company. In conferences it is essential that answers be 
given “on the nail,” it is no good saying: “I am sorry 
I shall have to go back and consult my company and 
I will give you my answer next week.” There is to be 
no surfeit of oratory in this department. With a busi- 
ness man at the head of the Directorate it is expected 
that things be done in a quick and business-like way. 
The list of sub-committee men is a very interesting one 
and what is most important, they have the complete 
confidence and backing of the industry and what they 
say and negotiate ‘goes’ and is loyally adhered to. 
They all are “The Bosses” and represent three coun- 
tries—Great Britain, Canada, and the United States. 
That’s practical co-operation and furthermore, they 
are all out to make the job workable and are tabling 
statistics that in peace-time would be unheard of. 


We have on hand a report of a new gadget on the 
market here—the “OmarO wage calculator’ on the 
Slide rule principle for saving time and trouble in 
making quick calculations, obtaining technical data, 
values, etc., in the workshop, drawing office and fac- 
tory. These slide rule calculators are ready reckoners 
brought into practical form and give information re- 
lating to weekly wages for 47, 48 and 52 hours and all 
the intermediary hours from 2-46, wages for fractional 
hours, overtime at different rates, one of the models 
being specially designed for the engineering and allied 
trades. Its use enables many persons engaged on 
weekly calculations to be transferred to production 
work—thus reducing unproductive labour to a mini- 
mum .—SSE 
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CREATING OFFICE WORKERS IN BRA- 
ZIL.—This unusually well-equipped 
training school for stenographers, secre- 
taries and other office workers is main- 
tained by Byington & Company, Under- 
wood Elliott Fisher Company dealer in 
Sao Paulo, Brazil. The imposing array 
of business machines gives an idea of 
the size of the classes which the enter- 
prising firm is prepared to handle, while 
the large, airy “classroom” would be a 
credit to any of the larger business col- 
leges in the United States. 


OLD ENGLISH FIRM STARTS PLANS FOR 100TH 
CELEBRATION IN 1948 

One of the oldest stationery and office supply houses 
in Great Britain is at the present time beginning the 
consideration of plans to celebrate its 100th anniver- 
sary, an event scheduled to take place in 1948. 

The company is D. Matthews & Son, Ltd., and it is 
located in Liverpool, England, at 14-16 Manchester 
street. Its active head is Louis Matthews, the third 
generation to control the business since it was founded 
in 1848. Buoyed up by an unshakable belief that, in 
spite of threats of invasion and persistent wholesale 
bombings, there will still be celebrated the big birth- 
day anniversary, Mr. Matthews said in part: 

“We had great plans for the centenary of this busi- 
ness in eight years’ time, but unfortunately the war 
has intervened, but we hope to be able to carry them 
through in due course.” 

As part of the celebration the company plans to 
spend between 30,000 and 40,000 pounds, (or between 
$150,000 and $200,000) on new buildings. 

Even in England, where long-lived firms are the 
rule rather than the exception, the Matthews com- 
pany enjoys an impressive history. It was founded in 
1848 by Ellis Matthews, grandfather of the present 
owner, and after a number of years, was taken over by 
the late David Matthews, his son and the father of 
Louis. 

That still another generation will take over in due 
time, the fortunes of war permitting, is indicated by 


ry 











a letter written to this journal by Mr. Matthews which 
reads in part: 

“My son, David Matthews, is twenty-one years of 
age and, I trust, he will be able to carry on the busi- 
ness, but at the present moment he is serving with 
the Royal Air Force. Also, my daughter, aged seven- 
teen-and-a-half years, is in the Women’s Auxiliary 
Air Force.” 

The company is located in the heart of the city, 
opposite the entrance to the Mersey tunnel, a new 
traffic artery which opened recently for travel under 
the River Mersey. It has a showroom space of more 
than 40,000 square feet, and includes among the Amer- 
ican manufacturers represented The Shaw-Walker 
Company, Collier-Keyworth Company, the Bassick 
Company, and the Gregory Fount-O-Ink Company. 

ee eee 

LUIS DE J. VALVERDE NOW SOLE OWNER OF 

ECUADOR BUSINESS HOUSE 

Luis de J. Valverde, Quito, Ecuador, last month 
announced his purchase of the interests of a partner 
in business with him by which he has now become 
sole owner of Casa Ideal, an import, export and broker- 
age house. 

Mr. Valverde was formerly in business with Flores- 
mino Ayala in an establishment operating under the 
trade name of Valverde & Ayala. This firm, however, 
has been dissolved, Mr. Valverde acquiring all of the 
assets and liabilities which he will incorporate into 
the new enterprise. 


ALL DRESSED UP FOR VISITORS.—The 
Security Steel Equipment Corporation's 
New York City office and showroom, 41 
East Forty-second street, has recently 
been completely redecorated and is now 
one of the most modern display quarters 
in the city. Shown here is the desk dis- 
play department which, together with 
the balance of the branch, is open for 
the inspection of dealers and other mem- 
bers of the trade. The office, with its 
smart flooring and indirect lighting sys- 
tem is up-to-date in every respect while 
direct telephones connect it with the fac- 
tory at Avenel, N. J. R. E. Penny, the 
New York manager, is in charge. 


ee ee oe 
ee ee ee 
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REPORT OF IMPORTANT EVENTS AND ACCOUNT OF NOTEWORTHY 


ACTIVI- 





TIES FOR THE MONTH IN EVERY 


DIVISION OF THE INDUSTRY 
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BILL HOUGH NEW PRESIDENT OF 
TELKEE DISTRIBUTORS 
W. E. “Bill” Hough, well-known traveler who has 
been active in local and national association work 
for many years, last month was elected president and 
general manager of P. O. Moore, Inc., New York. He 








WILLIAM E, HOUGH 


t 


fills the vacancy created by the death last April of 
the late Paul O. Moore. 

P. O. Moore, Inc., was organized in 1933 for the 
purpose of distributing the Telkee key control sys- 
tem which is used in office buildings or wherever 
keys are handled in large quantities. The late Mr. 
Moore was distributor for this product in the Metro- 
politan New York district but the company now has an 
exclusive license to produce and distribute all Tel- 
kee products. 

Mr. Hough is planning an active campaign to extend 
distribution through properly qualified specialty sales 
organizations in the retail stationery and office equip- 
ment field, an industry with which he is thoroughly 
acquainted. During the present period when pro- 
curement is of major importance, Mr. Hough will 
work upon the creation of plans, policies and sales 
training material for use when the industry returns 
to the problem of sales promotion. He began his 
career when he joined the Victor Safe & Equipment 
Company and traveled a large part of the United 
States for that organization. In November, 1937, he 
resigned from Victor to become field sales director of 
the York Safe & Lock Company. 

During his years in the field Mr. Hough has devoted 
considerable time to association activities, serving 


as vice-president of the National Stationers Associa- 


tion in charge of the field division in 1934 and 1935, 
and also as vice-president of the Penn-Mar-Va Trav- 
elers Club, for one year, and as president for two 
one-year terms. 

_—-e-—- 


APPOINTS SHOUP PORTABLE 
MANAGER 

The Royal Typewriter Company, Inc., last month 
announced the appointment of L. C. Shoup to the po- 
sition of sales manager of the portable division. 

Mr. Shoup, who has been in the portable typewriter 
business for more than nineteen years, operated as 
portable district manager in the Ohio-Pennsylvania 
territory where he has earned the confidence and 
friendship of every dealer. He has many acquaint- 
ances throughout Royal’s nationwide dealer organiza- 


ROYAL SALES 





L. C. SHOUP 


tion. All who know him admire and respect him as a 
keen, far-sighted typewriter executive. 

His well-rounded experience in merchandising and 
dealer operation plus a thorough knowledge of “over- 
the-counter” transactions, have given him an under- 
standing of dealers’ problems. 








EXCOSE VS, PLEASE 


In the November issue appeared a story concerning 
the awarding of prizes in a “Gold Rush” contest 
staged by the Kisco Company, St. Louis, Mo. Included 
was a Statement that fifteen minor prizes were 
awarded. This was in error in that fifty special prizes 
were given in addition to the three major awards. 
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A Statement 


to Stationers and Office 
Appliance Dealers from the makers of 
the Mimeograph duplicator 


THE EXPANDING NEEDS of the Federal Government, the armed forces, and 
defense industry are now making unusual demands on the production of 
Mimeograph equipment. ... Essential materials are becoming increasingly hard 
to obtain. ... Like many other companies among your suppliers, we may not be 
able to deliver all the Mimeograph duplicators you want. We may not be able 
to get these machines to you as quickly as you want them....We hope you will 
be patient withus during this period.... 


We feel sure you agree that defense 






requirements come first—and we 





Mimeograph 
duplicator 


know you realize that, as always, we 





will keep trying to do our best for you. 


A. B. DICK COMPANY, Chicago 




















MIMEOGRAPH is the 


trade-mark of A. B. Dick 






Company, Chicago, regis- 






tered inthe U.S. Patent Office. 
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DITTO’S ST. LOUIS OFFICE IN NEW HOME The Carter’s Ink Company; Max Vaught and J. B. 
The St. Louis (Mo.) sales and service office of Ditto, Graff, Gunn Furniture Company; Jack Boyd, National 
Inc.. last month moved into new and larger quarters Blank Book Company, and Elmer Krumwiede, G. J. 
at 809 Fullerton building, Seventh and Pine streets Aigner Company. 
Several days of hard work on the part of Manager The company also counted among its distinguished 
H. T. Gates and his staff resulted in a quick moving guests W. H. McNiff and R. E. Maloney, president and 
job and the creation of an office modern in every vice-president respectively of the Master-Craft Cor- 
respect. poration. 

The Fullerton building is rapidly becoming the office 
equipment center of the Missouri city and, in addition 
to the Ditto organization houses the Addressograph- 
Multigraph Corporation, the Postage Meter Company, 
TelAutograph Corporation and the Vari-Typer divi- 
sion, Ralph C. Coxhead Corporation. 

<>< 


EMPLOYEES HONOR KREMSDORF ON 
SILVER WEDDING ANNIVERSARY 

More than 200 employees, friends and relatives of 
Irving Kremsdorf, head of the Guide System & Supply 
Company, gathered in the Keystone room of the Hotel 
Pennsylvania, New York City, on November 9 to help 

* celebrate the silver wedding anniversary of Mr. and 
Mrs. Kremsdorf. 

The highlight of the evening was the presentation 
to Mr. Kremsdorf of a beautiful desk set with an in- 
scription which read: “Irving Kremsdorf. Twenty- 
fifth Wedding Anniversary. From Your Loyal Em- 
ployees.”’ 

a ae 
LEWIS HOLDS OFFICIAL OPENING OF 
NEWLY-ACQUIRED DEPARTMENTS 

The R. P. Lewis Company, which recently acquired 
the office supplies and equipment departments of 
Seemann & Peters, Inc., Saginaw, Mich., held a formal 
opening of the new store at 128 North Washington 
street in that city on November 13 and 14. The Lewis 
organization maintains headquarters in Flint, but 
operates also in Lansing, Jackson, Bay City and Mid- 
land, Mich. 

During the two days a large crowd of visitors and 
well-wishers inspected the premises and viewed the 
displays while officials and employees were kept busy 
handling the baskets of flowers and messages of con- 
gratulation which flooded the store. The total number 
of visitors was within twenty-four of being 2,000. 

The store staff was augmented by a number of 
manufacturers’ representatives who journeyed to Sag- THREE VIEWS OF THE NEW LEWIS STORE.—(Top) The mez- 
inaw for the occasion. Among these were Bob Great- 72"ime. which is equipped as the business office of the firm. 
house, Waters & Waters; Roy Heferle, Kee-Lox Manu- deep wae ee Say OF oe Cae ae x J nig Payne 
2 , : ’ x into’ showcases holding merchandise for the “drop-in” trade. 
facturing Company; Mr. Ambrose, Columbia Ribbon (Lower) The model office just inside the front door, with a girl 
& Carbon Manufacturing Company; Joe Struckart, in attendance on the engraved card desk in the background. 








FLOOR PLAN OF THE LEWIS STORE.—It will be noticed that the rear. The items seen by the customer on entering are 
the type of merchandise most likely to appeal to the “drop-in” greeting cards, gifts, fountain pens, desk sets, engraved cards 
trade is stocked and displayed well toward the front, while and “gadgets.” It is also worthy of note that a model office 
the more staple articles, such as filing supplies, are toward is set up just inside the front door in a special position. 
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‘*Ask Your 
PANAMA 
or 
BEAVER 
Man"”’ 




















IT IS CONSPICUOUS 


that those who lead are those 








whose experience has led them 
to PANAMA and BEAVER 


Products. 












MANIFOLD SUPPLIES COMPANY 


Coast-to-Coast Distribution 






Identified Ink and Fabric Products Which 
Mee t All Possible Offic e ( ‘onditions 
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MEETINGS—CONVENTIONS— DINNERS 





NEW OFFICERS OF 
THE OFFICE EQUIP- 
MENT MANUFACTUR- 
ERS INSTITUTE.—(L to 
R) W. F. Arnold, Under- 
wood Elliott Fisher 
Company, treasurer; 
W. R. Cummings, Mon- 
roe Calculating Ma- 





chine Company. vice- 
president and chair- 
man, sales executive 
committee; C. P. Hallen- 
borg. Dictaphone Cor- 
poration, president; E. 
D. Taylor, Office Equip- 
ment Manufacturers In- 
stitute, secretary and 
assistant treasurer. 


O. E. M. |. Holds 25th Annual Meeting in New York City 


Enthusiastic Crowd at Waldorf-Astoria Elects Halleborg 
President for 1942—-Stowell Subs For Caton in Greeting 
Delegates—Banquet Ends Record Busy Day 


HE twenty-fifth anniversary meeting of the Office 

Equipment Manufacturers Institute at the Waldorf- 
Astoria hotel in New York City on November 6 was 
one of the largest gatherings in the history of the 
institute. With the stress of the times requiring ac- 
tive concentration on the job this meeting was con- 
fined to but one day—an extremely busy day. 

The members at the opening session were greeted 
by vice-president and chairman of the general exec- 
utive committee, L. C. Stowell, Underwood Elliott 
Fisher Company, subbing for President W. D. Caton, 
Standard Register Company, who was confined to his 
home through illness. In his remarks Mr. Stowell also 
presented a quick glance at the subjects for the day’s 
concentration, concluding with the annual report for 
his committee. There followed the annual reports of 
C. E. Hallenborg, Dictaphone Corporation, vice-pres- 
ident and chairman of the sales executive committee: 
W. F. Arnold, Underwood Elliott Fisher Company 
treasurer, and E. D. Taylor, secretary and assistant 
treasurer. 

Hallenborg Elected President 

The institute was unanimous in its selection of Mr 
Hallenborg as president; S. C. Allyn, The National 
Cash Register Company, as vice-president and chair- 
man of the general executive committee: W. R. Cum- 
mings, Monroe Calculating Machine Company, as 
vice-president and chairman of the sales executive 
committee; Mr. Arnold as treasurer and Mr. Taylor, 
secretary and assistant treasurer as officers for the 
coming year. 

The board of directors will be composed of the fol- 
lowing for the coming year: 

S. C. Allyn, The National Cash Register Company, 
three years; W. R. Cummings, Monroe Calculating 
Machine Company, three years: W. H. Wheeler, Jr., 
Pitney-Bowes Postage Meter Company, three years: 
Gordon Packard, International Business Machines 
Corporation, three years; W. D. Caton, Standard Reg- 
ister Company, two years; K. M. Henderson, Ditto, 
Inc., one year. Messrs. Packard, Caton and Hender- 
son, respectively succeed F. W. Nichols, of IBM, R. P 
Templeton, of American Sales Book Company, and 
C. E. Hallenborg. 

The remainder session was given 


of the morning 


over to explanation and discussing of the defense sup- 


plies rating plan of the Office of Production Manage- 
ment and its application to the needs of the industry. 
This plan enables manufacturers to obtain vital ma- 
terials necessary for defense production for a three 
months’ period based on their actual consumption 
over the previous quarter and thus aiding in main- 
taining an uninterrupted production schedule. 


After luncheon the group discussed the civilian 
allocation program of OPM during which they explored 
the possibilities of close codperation with the govern- 
ment. The simplification of lines was given thorough 
consideration. There followed thereafter a discussion 
of the implications to our industry of the manufac- 
turers’ excise tax on office and store machines. It was 
the consensus of opinion that classifying business ma- 
chines with certain luxuries was unsound—that busi- 
ness machines being so essential to the defense effort 
are not wisely grouped with luxuries. 


The secretary then presented a review of the insti- 


tute’s “Buying Power Index” and recommended 
changes and enlargements deemed to increase the 


usefulness of this valuable work. The secretary also 
reported the activities of the export committee which 
has been exploring ways and means whereby export 
business could be conducted in the face of defense 
demands. It was suggested as a possibility that in 
some cases priorities might be granted for the manu- 
facture of our products for sale in Central and South 
America, even if the same goods were not available 
for home consumption. The final business of the after- 
noon was the budget for the institute for the coming 
fiscal year. 

Banquet picture appears as frontispiece on page 10. 

As a prelude to the dinner, at 6:30 in the Clubby Le 
Perroquet suite of the Waldorf-Astoria, a reception 
was held where the members, greatly augmented by 
late arrivals, gathered together in groups for discus- 
sion and story-telling while admiring the committee’s 
taste in refreshment. 

After a sumptuous dinner which for delicacy of flavor 
was unsurpassed, President-Elect Hallenborg called the 
diners to order speaking a few words of welcome. As 
the dinner marked the finale to the twenty-fifth an- 
nual meeting he reminisced with the assistance of the 
minutes of the first meeting. The first officers of the 
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LC SMITH & CORONA TYPEWRITERS INC 


SYRACUSE NEW YORK 


November 24, 1941 
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O ALL L C SMITH AND CORONA DEALERS 


No business year is like any other business year, of course, 
but certainly this year of 1941 which is now closing has presented 
problems to you and to us, not only more numerous but more complex 
than in any other business year of my connection with this business. 
I take this broadcast method of expressing our thanks as an organi- 
zation, and my personal thanks as well, to each of you who have co- 


*) 
operated with so much understanding of our difficulties. 


that in this calendar year through the skill and 


ry operatives and indeed of our whole manufac- 


fe) 
loyalty of our f fe) 
we have made and shipped more L C Smiths, more 


a 
turing department 
r 


Corona typewriters and more Corona Adding Machines by far than we 
believed it possible for our factory to produce, in fact more than 
in any previous year in our history. 


While handling this unprecedented volume of work our factories 
have also shared in a number of direct defense activities. Prior- 
ities have made some materials difficult and some impossible to ob- 
tain. A great flood of urgent government business has held back de- 


liveries for private purchases. 


Imposition of a new tax and certificates of rating have added 
many office hours of record keeping to our usual routine and, as you 
know, this is by no means the complete tale. 


In the face of these and other difficulties we take consider- 
able pride in what we have managed to accomplish but we are fully 
aware of the difficulties which you have been under and are deeply 
appreciative of your understanding helpfulness. 

With all appreciation, 

Very truly yours, 7 


MWe 


President 
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association were president, F. E. Van Buskirk, Rem- 
ington Typewriter Company, now deceased; vice- 
president, F. H. ‘Dodge, Burroughs Adding Machine 
Company; secretary, C. H. Hunter, Elliott-Fisher 
Company. 

The president after introducing the distinguished 
gentlemen at the head table presented C. K. Wood- 
bridge, Arbuckle Company, who spoke for the sales 
executive group of the institute. Mr. Woodbridge re- 
called to the memory of his listeners that the associa- 
tion was formed by sales management executives at 
a time when sales executives were striving to obtain 
recognition for their profession comparable to recog- 
nition afforded other professions. He emphasized this 
fact. In their early meetings they realized that they 
had hit upon a very helpful means of assisting them- 
selves and their profession. The speaker enumerated 
various discussions that were subject matters in the 
early days. To these meetings and discussions the 
sales executive invited the executives of their factories 
and management. They learned that by rubbing 
elbows with one another they could help themselves 
and their companies. In closing he stated that events 
have proven that this group included men of achieve- 
ment, real business enterprise and acumen and though 
the speaker is no longer actively engaged in the in- 
dustry, he looks upon his honorary membership with 
great pride. 

The chairman then introduced Thomas J. Watson, 
International Business Machines Corporation, speak- 
ing for the general executive committee. 

After paying a glowing tribute to Thomas A. Edison, 
Mr. Watson said those present, as businessmen, must 
avoid conservatism as once defined by the late Frank 
Vanderlip. 

“He,” Mr. Watson pointed out, “said that a con- 
servative is a person who believes nothing should be 
done for the first time. 

“We can’t afford to be classed as conservatives. We 
have got to get over into the other class, the research 
class, and there is a well-known definition of research, 
too. Research is the finding out what you are going 
to do when you can’t keep on doing what you are 
doing now.” 

Research, the speaker declared, is vision and courage 
to carry out some of the things visualized as having 
built up this industry. Then he urged his listeners, 
in conclusion, to be optimistic. Help in the great task 
of preparing our country for defense. Have confidence 
in and faith in those who represent us in Washington, 
and have faith in the officials of our government, from 
the president down. 

P. D. Wagoner, Underwood Elliott Fisher Company, 


OFFICE APPLIANCES 


responded to acknowledgment from the chair for his 
work and accomplishment as chairman of the dinner 
committee, by saying he came to the dinner on the 
understanding his job was done. He said that the re- 
sponse had been spontaneous and his efforts limited 
to one written appeal. Mr. Wagoner journeyed back 
into the old days briefly and closed with an expression 
of gratitude for the many fine friendships formed in 
and through the association. 

Mr. Halsey, former secretary of Office Appliance 
Trade Association of Great Britain and Ireland was 
acknowledged. 

Arthur Walsh, Thomas A. Edison Industries, was 
designated by the chair to introduce the guest speaker 
of the evening. Mr. Walsh expressed his pride in the 
honor accorded to him in introducing his friend, the 
Honorable Charles “dison, governor of New Jersey, 
stating that having proven his abilities in the reor- 
ganization of the Edison Industries, Mr. Edison an- 
swered the call of duty to a career of public life. 


Governor Edison Speaks 

Governor Edison acknowledged the introduction of 
Mr. Walsh, indicating his preference for an introduc- 
tion once accorded him as being the result of one of 
his father’s earliest experiments. He acknowledged 
the tributes paid to the memory of his paternal pro- 
genitor. Recalling the invention of the “Gramaphone’”’ 
he said his father recognized in this invention its ap- 
plication to business, for one of his first claims was 
that it was useful to accelerate office procedure. 

Governor Edison launched into an interesting resume 
of the duties and obligations of state government. It 
was his opinion that it was originally intended by the 
framers of the Constitution that the states were to be 
superior to the federal government—that the states 
were to be laboratories where experiments of ideas 
for betterment of the people could be conducted—that 
the states be directly responsible to the people. But 
because of the apathy of citizens in their state gov- 
ernments, state ineptitude had required federal action. 
Stating that though he found himself in sympathy 
with the efforts and aims of the present federal ad- 
ministration he deplored the growth of bureaucracy 
at the risk of democracy. He pleaded with his lis- 
teners to take a Keen interest in the state government 
and politics. It is his opinion that the future of 
democracy is being determined largely by what he 
termed the battle between the educational team on 
one side and the dissatisfied team on the other. To 
show the extent with which the dissatisfaction in life 
and government had gone, he recounted some of his 
experiences in relation with recalcitrant labor and 
management. He closed with the expression of his 
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PAST PRESIDENTS 


(These men are listed with the organizations with which they were affiliated at 
the time of serving) 

F. E. Van Buskirk, Remington Typewriter Company, 1916-17. (Deceased) 

Dodge, Burroughs Adding Machine Company, 1917-18. 

Hunter, Elliott-Fisher Company, 1918-19. 

Dunlap, American Multigraph Sales Company, 1919-20. 

Woodbridge, Dictaphone Corporation, 1920-22. 

Eylar, Elliott-Fisher Company, 1922-24. 

. Cummings, Monroe Calculating Machine Company, 1924-26. 

G. E. Hancock, Remington Typewriter Company, 1926-27. (Deceased) 

M. S. Eylar, General Office Equipment Corporation, 1927-28. 

Clement Ehret, International Business Machines Corporation, 1928-30. 

W. D. M. Simmons, Underwood Elliott Fisher Company, 1930-32. (Deceased) 

L. C. Stowell, Dictaphone Corporation, 1932-34. 

H. R. Russell, The National Cash Register Company, 1934-35. 

W. R. Greenwood, Postage Meter Company, 1935-37. 

K. Page, Addressograph-Multigraph Corporation, 1937-39. 

D. Caton, Standard Register Company, 1940-41. 
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Janet Blair, featured 
in the new Columbia 
picture ‘Three Girls 
About Town.” 
















Some ribbon and carbon manufacturers offer good 
products; others stress profits; a few furnish pro- 
motional support; and many offer territorial protection. 


But are you getting ALL FOUR? Compare your present 
ribbon and carbon set-up with this 4-Star program of leader- 
ship OLD TOWN gives you—the four big reasons for the 
big swing to OLD TOWN. 

© PRODUCTS:A SIMPLIFIED line for smaller inven- 
tories, easier selling, easier buying. An HONEST line, strik- 
ing a new high in consumer confidence because every sheet 
is trade-marked and GRADE-marked. DAWN, sensational 
curl-proof carbon, HERMETIC Ribbons and other specialty 
leaders that open new selling avenues. 


© PROFITS: Longer margins, aggressive selling sup- 
port, quicker turnover of a compact stock. Bigger percentage 
and dollar profits. 

© PROMOTIONS: National advertising hooked up 
directly with hard-hitting local selling aids. Backed up by 
the OLD TOWN merchandising specialist selling right with 
you in your territory. : 

© PROTECTION: OLD TOWN’S “Assigned Trading 
Area” plan gives you an “exclusive”. Grow with OLD 
TOWN without competition. 

You owe it to your future to investigate the OLD TOWN 
proposition. Write today 
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By keeping defense strong it 1s possible to maintain the 


safe conduct of business enterprise through all its present diffi- 
culties and assure it finally a merited place of soundness in the 


realm of human affairs. 


Defense, therefore, is of vital importance. Without its effective- 


ness NOW, the future welfare of business would be endangered. 


Right now an accounting of our resources is being made. Among 
other things, metal is a vital material, and its use for other than 


defense purposes is necessarily limited. 


Metal is also a preferred material in the structure of office equip- 
ment items and its diversion to the needs of defense will incon- 
venience, but not permanently affect: the business office. The 
builders of GF Metal Office Equipment, hold that the future 
of its service to the Office Equipment dealer is dependent largely 


upon the success of metal in its greater job of building defense. 


The use of metal to strengthen the present guardian of business will 


re-establish the application of metal for office modernization later on. 


EPROOFING COMP 


YOUNGSTOWN > OHIO 


PRODUCTS BY GF: METAL DESKS + ALUMINUM CHAIRS - STEEL CHAIRS + FILING 


CABINETS - SAFES - STEEL SHELVING - STORAGE CABINETS + FILING SUPPLIES 
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firm belief that above all we must incorporate a high 
sense of ethics in our democracy. 

At the conclusion of the governor’s remarks, the 
diners stood in silence as a tribute to those who ha 
had a part in the building of this industry and ha 
passed on. 

The remainder of the evening was well spent listen- 
ing to a marvelous exhibition of mind reading and 
thought projection by a professional scientific enter- 
tainer. 

And thus was written finis to one of the finest, most 
enthusiastic institute meetings—the twenty-fifth an 
nual. 


d 
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PHILADELPHIA STATIONERS 
HOLD ANNUAL DINNERS 


The thirty-sixth annual dinner of the Philadelphia 


Stationers’ Association was held on Thursday evening, 


November 6, at the Bellevue-Stratford Hotel roof 
garden, Philadelphia. To say it was the most unusual 
affair would be putting it mildly for it had the largest 
turnout in the association’s history with 264 dealers, 
their wives and friends, and thirty-two members of 
the Penn-Mar-Va Travelers Club in attendance. 

After a well-selected dinner, a minstrel show com- 
posed entirely of dealers’ sales people was presented 
This was a huge success and was followed by a won- 
derful show produced by the Penn-Mar-Va Travelers 
Club—a “Gay Nineties” chorus of bathing beauties 
There was also a display of the so-called “Big Four” 
composed of the traveling men dressed as the old-time 
moustachio bartenders. And, now to mention some of 
the specialists in their specialties, the stationers’ circle 
of the minstrel show was as follows: John B. Cardwell, 
John Hamilton and Norman E. Brown, of Pomerantz & 
Company; John A. Kiley, Angelo Benedetto, Francis A 
Massing, Frank A. Malloch, all of Yeo & Lukens Com 
pany; John Fawcett, Jack Pinkerton and Joseph T 
O’Neill, of Hoskins Company; K. O. Holzworth of C. F 
Decker & Company; with John A. Harte, of Yeo & 
Lukens Company as the very able interlocutor. 

For the Penn-Mar-Va group, the participants were: 
Bill Vogel, Bert Brewster, Johnnie Kerns, Gerry Savage, 
Tom Dunne, Chris Kammerer, George Harscheid, Paul 
Gundacker, Roy Williams, Stan Woodruff, Walt Benson 
and Bob Gemmell. 

The Penn-Mar-Va Club paid high tribute to their 
fellow member, Tom Dunne, of Wilson-Jones Com- 
pany, who was to join Uncle Sam’s forces within a 
few days, by presenting him with a beautiful Waltham 
wrist watch. Poor Tom when asked to Say a few 
words was so overwhelmed that his emotien got his 
tongue down and all he could say was “thank you” 
with a tear drop about to arrive. Members of club, 
together with his host of friends, wished him the best 
of luck. 

Directly after the curtain fell for the last encore 


PORTLAND UEF’ITES CELEBRATE VIC- 
TORY.—When the Portland, Ore., branch 
of the Underwood Elliott Fisher Company 
recently made 305 per cent of its quota. 
the occasion called for a celebration of 
some kind. So the employees and their 
families met in the Congress hotel in 
Portland for a victory dinner on October 
8. Branch Manager H. K. Ehrsam was 
host of the evening and Commissioner 
Bowes was present as a representative 
of the Portland mayor's office.—BBC 
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of the show, every one was invited to a special room 
engaged by the Penn-Mar-Va Travelers Club for free 
beer. Later the band struck up some peppy music 
and all danced to the wee hours of the morning. 

President Tom Stagg of the Philadelphia Stationers’ 
Association heartily applauded the efforts of every 
one concerned in preparing and producing the eve- 
ning’s entertainment. 

*—> © _ 
BOSTON STATIONERS STAGE “PRESIDENTS'’ ” 
NIGHT 

The Boston Stationers Association on October 31 
held a meeting designated as ‘Presidents’”’ night. A 
fine crowd turned out for the event and the past pres- 
idents responded nobly, there being present Arthur 
King, Sam Groom, James Towhill, Frank McGee, 
George Pratt, and Walter Cushing. Arthur Shearman, 
of the New England Travelers Club, was also at the 
head table. 

President Daniel L. Macdonald gave an interesting 
description of the National Stationers Association con- 
vention in Chicago, and Mr. Cushing also spoke to the 
assembled stationers. 

The big event of the evening, however, was a show- 
ing of motion pictures of the association’s outing held 
last June which Association Secretary Charles Ander- 
son had previously promised under a general heading 
of “See Yourselves as Others See You.” It was a com- 
plete success judging by the complimentary (‘and 
other) remarks from the ad-libbing audience as va- 
rious familiar figures ambled into and out of the 
scene. 

The party was held in the Boston City Club. 

- —>-———— 
ILLINOIS RIBBON AND CARBON DISCUSS 
GOODS SHORTAGE 

For the purpose of discussing ways and means to 
combat the apparently increasing difficulty of obtain- 
ing supplies from manufacturing centers, the Illinois 
Inked Ribbon & Carbon Paper Association met at the 
Atlantic hotel, Chicago, on Monday, November 3. 

There was a good turnout of the membership pres- 
ent when Association President Fred Neely, Fred W. 
Neely Company, called the meeting to order. Follow- 
ing the usual custom of the organization’s regular 
monthly meetings the members and guests enjoyed 
a fine luncheon before settling down to the business 
session. 

A poll of the members present by President Neely 
disclosed the fact that many of the association mem- 
bers had experienced delays in shipments of from 
three weeks to three months. Still others declared 
that manufacturers had advised them that no defi- 
nite shipment could be set and that orders received 
could not even be considered in less than a month of 
the date of their receipt. 

The difficulty experienced in supplying stock asked 
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Brother, there’s more in that pocket 


than... you... think! 


@ THESE ARE THE DAYS. 


These are the days when your salesmen should for- 
get that there ever were such days as the nineteen- 
thirties. At least, during working hours, they should. 


Because the customer of today wants to be shown the 
best. He wants to be traded up. He is not interested in 
the cheapest—unless you mean the cheapest in the long 


run! 


For today he’s got the dough. The good long green 
that he’s been pining for since ’29. He’s pining to plank 
it down on the counter for fine, durable, quality goods. 
He got a belly-full of just-as-good, ersatz merchandise 


during all those long, tough years behind us. 
So give him the chance he’s been waiting for, for years 
—the chance to buy first-class, top-grade merchandise! 
A Royal Quiet De Luxe Portable, for instance. The 


machine with the case he'll be proud to tote down the 


Avenue. The one that purrs like a blue-ribbon Angora 


when you type. The kind that’s a gem among Portables 
—the make that’s a jewel-like model of the World’s 
Number 1 Standard Typewriter. 


Yes, these are trade-up days. But maybe your sales- 
men are still a little gun-shy from the cry they heard 
forsomany long years: “Whatta you got that’scheaper?”’ 

So it’s up to you to remind your people—and remind 
them again—that: There’s more money in the customer’s 


pocket today than you think! 





Royal Portable 


THE STANDARD TYPEWRITER 
IN PORTABLE SIZE 


Copyright 1941, Royal Typewriter Company, Inc 




















SERV-WEL “Hold-Rite” CLIPBOARDS 


BRING YOU 


NEW SALES FEATURES 





To Help You Sell More Clipboards 
x * 


“Serv-Wel”’ Standard Clipboards 
The Best in Its Class 

of strong, water-proof ‘‘Longlife Hard 

board”’ with edges and corners rounded and 

Equipped with genuine ‘'Serv-wel 

Letter, Cap, and Waybill 


Made 


finished 


clip 


sizes 


1511 WEST 38TH STREET - 





Comes in Note 


Write for Samples, Prices, etc 


Exclusive Feature No. 1 
EASY TO GRIP 


The extraordinary hand grip provides a pos 
itive, easy support so as to secure perfect 
writing position. Nothing like it on the mar 
ket. The board is made of ‘‘Longlife Hard 
board’’--100% wood fiber, a tougher, strong 
er, water-proof board with front and back 
surfaces smooth as glass. Edges and cor 
ners are finished Furnished in one size 


only 


Exclusive Feature No. 2 
COMFORTABLE TO HOLD 


The form fitting tapered bottom edge enables 
one to hold the board against the body 
thus providing greater comfort and writing 
ease ‘Hold-Rite’’ Clipboards are equipped 
with genuine ''SERV-WEL"” CLIPS famous for 
their coil wire strength. Two guide posts for 
aligning papers; sturdy 

thumb rim and 
hole for hanging, when 







not in use. 
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by their customers, some members said, was mate- 
rially increased by the fact that many business 
houses had foreseen a possible shortage and as a 
result were steadily buying in advance, in some cases 
doubling or tripling what would be their usual orders. 

Another factor of importance to the ribbon and 


carbon men was brought up by Art Andre, president, 


A. W. Andre Company, Chicago. Mr. Andre asked 
those present what action was being taken to pro- 
tect the seller of ribbons and carbons by coupon. 
He explained that his firm had already taken action 
to avoid selling at a loss in later months by attach- 
ing a clause to every coupon book sold which notified 
the buyer that coupons would not be honored after 
one year from the date of issue. In this manner, 
he explained, the coupon book buyer would be pro- 
tected for a twelve-month period against raises in 
prices while the company would likewise be guarded 
against price drops which he believed are bound to 
come after the present emergency subsides. 

The next meeting of the association will be held 
on Monday, December 1, at the Atlantic hotel. 

o—- 
UTILITY SUPPLY HOLDS TWENTIETH 
ANNIVERSARY CELEBRATION 

On Friday, November 21, the officers of the Utility 
Supply Company, Chicago, celebrated the twentieth 
anniversary of its incorporation by the present owners, 
M. Wolf, H. Hecktman, and I. Kriloff. 

Although the company has been in the stationery 
field for the past thirty-six years, it was not until 
November 21, 1921, when Messrs. Wolf, Hecktman, and 
Kriloff bought out the founders of the original com- 
pany and incorporated under its present officers that 
its period of genuine growth began. 

Offices and desks were decked with flowers, gifts of 
friendship from employees and friends. Western 
Union and Postal were kept busy sending messengers 
with hundreds of congratulatory telegrams from the 
many well-wishers inside and outside of the industry. 


A glee club of employees cornered the boys in Mr. 


Wolf’s office and sang “Happy Birthday,” and a steady 


stream of workers were ‘on the carpet” all day adding 
their good wishes to the many more. W. B. Elson, 
vice-president and general manager, was host at a 
luncheon party, given in the Empire Room of the 


| Palmer House, at which were present besides the offi- 


cers of the company, all employees with ten or more 


| years of service, a real gathering of the “old-timers.” 


<> + —____— - 
CHICAGO TYPEWRITER MEN GATHER 
SEVENTY STRONG 
When the monthly meeting of the Chicago Type- 
writer Dealers Association was called to order in the 
Sherman hotel by President Robert C. Goldblatt, on 
the evening of November 10, about seventy were pres- 


ent, representing probably the largest attendance at a 


regular monthly business meeting in the history of the 
association. On special occasions a larger crowd has 
turned out, but in this instance the fine attendance 
was largely due to the energetic activity of Mr. Gold- 
blatt. 

Immediately after the opening of the meeting, Mr. 
Goldblatt introduced several notables and proceeded 
with the awarding of twelve prizes, furnished by the 
following representatives of wholesalers and manufac- 
turers: Hazen Ames, Joe Burton, A. B. LaFleur, J. L 
McDonough, W. C. Murphy, Luis de Olazarra and Henry 
Schroeder. The prize winners included Paul E. Rulien, 
Frank J. Uher, C. J. Farley, Sam B. Polonsky, Robert 
C. Hatch, T. G. Lefler, William A. Reppin, Donald Stone, 
James Johnson, Harvey N. Dewes, Walter Young, and 
his brother, Elmer Young, who won the grand prize, 
a chrome floor lamp. 

After the minutes of the previous meeting were read 
and the treasurer’s report accepted, a motion was made 
and unanimously carried to purchase a gift to be pre- 
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Have You Oiled Your 
Cash Registers Lately? 


Better get them in smooth work- 
ing order! For customers will be 
swarming in, looking for Texcel 
Cellophane Tape in these popu- 
lar “help yourself” counter dis- 
plays. They’re just what you 


d h i he huge ad ee 
need to cash in on the huge a COUPON----- Se ee ee eee 


campaign that’s telling 23,068,- 
966 families about Texcel, th | Dept. 12.08 
a a: Se tee INDUSTRIAL TAPE CORP., New Brunswick, N. J. 
improved Cellophane tape. Or- i Send at once at your best dealer’s price: i 
der now—and watch those cash | One Texcel assortment No. 41 containing 1 all metal counter , 

’ ; merchandiser 7” wide, 16” high, 9” deep 

registers work overtime! t 24—10¢ rolls Texcel %” x 300” y 
! 12—15¢ rolls Texcel 2” x 180” ! 
24—25¢ rolls Texcel 1” x'360” i 
24—25¢ rolls Texcel 34” x 300” i 
| 
Your Name sas absssiebdadsthdinapdeaviaats ] 
Address 
City and State ; casas gsbunessiuianeibaieeaimaall | 
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SHARP LOOKOUT! 


KEEP A SHARP LOOKOUT for rapid 
business changes. Protect | 
your profits and turnover. | 
(Assure yourself of the high 
quality and unchanging 
performance of the mer- 


chandise you sell. 





PINNACLE — above all in ribbons and carbons— is particularly appreciated 
by dealers and users in times such as these, for its steadfast dependability and 
uniformity, for its consistent high quality, low cost performance under the speed 
and pressure dictated by the rapidly mounting volume of correspondence and 


records of defense industries. 


LOOK TO PINNACLE as the answer to your ribbon and carbon requirements. 


Look to Columbia for real] dealer cooperation that will give you an entirely 





new conception of ribbon and carbon profits, turnover and volume. 


f ¥ ee | 
fof \ ae COLUMBIA RIBBON & CARBON MFG. CO., INC. 
/ i e . 4 Main Office and Factory: Glen Cove, L. I., N. Y. 
i if z 4 New York Sales and Export, 58-64 West 40th St. 


f } ; a) Kansas City, Mo., Dwight Bldg. 
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sented to Immediate Past President Sam Fogel as a 
token of esteem and appreciation. This was followed 
by a financial report of the 1941 National Typewriter 
& Office Machine Dealers Association convention by 
Al Hug of the University of Chicago Bookstore. 


Department Stores and Rebuilt Typewriters 


At the October meeting Mr. Goldblatt was charged 
with the responsibility of investigating the alleged 
practice of the department stores offering typewriters 
for sale as rebuilts when they were simply recondi- 
tioned or repaired. As a report on the work he had 
done, Mr. Goldblatt read a letter which he had sent to 
five department stores in Chicago. The following para- 
graphs are taken from the report: 

“For many years, numerous typewriter dealers have 
been complaining about their typewriter business being 
ruined by department store competition which they 
are unable to meet, for various reasons, the main one 
being that the department stores sell reconditioned 
and overhauled typewriters as ‘rebuilts’ contrary to the 
rule approved by the Federal Trade Commission on 
October 31, 1928. 

“Naturally, such reconditioned typewriters can be 
purchased from the wholesale houses for approximately 
$10 less per machine than “rebuilt,” but the damage 
is done to the small dealer whose livelihood depends 
entirely on the sale of typewriters. Prospects come into 
their stores and tell them what low prices are quoted 
at the department stores on ‘similar’ rebuilt type- 
writers, when, in reality, they were not ‘rebuilt’ ma- 
chines as defined by the Federal Trade Commission. 

“Therefore, when I was elected president of the Chi- 
cago Typewriter Dealers Association last month, my 
first act was to get unanimous consent from our organ- 
ization to make an investigation of the typewriters sold 
by the department stores, and if found that typewriters 
were sold as ‘rebuilts’ that were not such, according to 
the rules laid down by the Federal Trade Commission, 
that I should take up this matter with the federal 
authorities. 

“TI have sold typewriters exclusively for the past 
thirty-three years and am considered an expert on 
writing machines. 

“T have made a personal investigation in the type- 
writer departments in each of five department stores, 
taking samples of work from the various so-called ‘re- 
built’ typewriters, entering their make and serial num- 
ber on the written sheet, as evidence. I have also sent 
expert repairmen who made independent reports to 
me, bringing back samples of work, with model and 
serial numbers on their reports, and would be pleased 
to submit them to you, should you desire to make an 
appointment. 

“I took the matter up with the Federal Trade Com- 
mission, who advised me to call to their attention, any 
advertisement of ‘rebuilt’ typewriters, where, after 
investigation, I find them not to be as defined by the 
commission; and they promised that they would take 
action. 

“The Chicago Better Business Bureau has made a 
similar request of me, and made a Similar promise. 

“For your information, I quote the section in ques- 
tion, which I am copying from the record in the file 
of the Federal Trade Commission, and which also may 
be found on pages 82 and 83 in the November issue 
of the trade journal OFFICE APPLIANCES released a few 
days ago, a copy of which may be had at their publica- 
tion office at 20 North Wacker drive, Chicago: 

‘The following resolutions were unanimously adopted 
by the conference, and on October 31, 1928, affirma- 
tively approved by the commission: 

‘Rule 1. Resolved, that to sell, offer for sale, adver- 
tise, invoice, or otherwise describe typewriters, adding 
machines, duplicating machines, bookkeeping ma- 
chines, or calculating machines, as “rebuilt” unless 
such machines are rebuilt by having them dismantled, 
cleaned, completely refinished, with new transfers, 
completely renickled and assembled, with all imperfect 

















Here’s why Imperial dealers 


are selling so many 
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No. 161-M Oak 
Desk——60" x 32” 
x 30%”. This low- 
priced series in- 
cludes 4 flat top 
desks, 5 tables, 3 
typewriter desks 





MONTH after month, new tools are being 
put to work in Uncle Sam’s great defense 
program. New lathes! New presses! New 
machines! 


Thousands of new desks are being put 
to work, too—because the defense pro- 
gram has created a heavy load of desk 
work, 


Many of the new desks that serve de- 
fense industries are from Imperial’s No. 
100-M Series. Their sound, substantial 
construction meets the need for reliable 
service on the toughest jobs. And their 
minimum cost meets the need for pa- 
triotic economy. 


Find out how Imperial can help you 
get a bigger share of defense expendi- 
tures. Write today for a copy of the new 
1942 Imperial catalog and details of the 
Imperial line. 


LS apecisal | 


DESK COMPANY 


EVANSVILLE, INDIANA 



























; 





NJ 


bo 


x 


_ 


: — paxff 19 SS 


\ \* oe bale 
2 OV. G/ LAA GA ; 


“ly 


Whiz: 
(iii, 





America’s Outstanding Manufacturer of Fluorescent Lights. 
Wire or Write for Catalog. 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. 


Chicago, IIlinois 
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type and defective working parts replaced with perfect 
type and perfect working parts, and then carefully 
adjusted and brought to the highest standard of re- 
building, is declared to be an unfair method of com- 
petition. 

‘Rule 2. Resolved, that to sell, offer for sale, adver- 
tise, invoice, or otherwise describe typewriters, adding 
machines, duplicating machines, bookkeeping ma- 
chines or calculating machines, as “overhauled” unless 
the same are refinished, with nickel and japan where 
needed, reassembled, with all imperfect parts replaced 
and carefully adjusted, is hereby declared to be an 
unfair trade practice.’ 

“As president of the Chicago Typewriter Dealers 
Association, I shall endeavor to serve our members 
faithfully and work for the imterests of the retail type- 
writer dealers, and do hope that there will be no need 
of any further controversy with the department stores, 
to whom we extend a cordial invitation to join our 
association.” 

The report was received with enthusiasm and Mr 
Goldblatt was commended for his fine work. 

Rental rates and installment selling were also dis- 
cussed. President Goldblatt was authorized to make 
an investigation and report at the December gathering. 

James P. Ward of the Reliable Typewriter & Adding 
Machine Corporation was called on to present informa- 
tion on the excise tax in reference to rebuilt type- 
writers. He quoted from a letter his company had 
secured from the Chicago office of the Bureau of In- 


| ternal Revenue in which it was stated that a rebuilt 
| typewriter is not subject to the tax unless it loses its 





| 


| 


original identity as a used machine. A final ruling 
from Washington has been released, and is presented 
on another page of this issue. Following some ani- 
mated discussion, the meeting was adjourned. 
*—- 
NEW YORK STATIONERS HEAR GARVIN 

At a mass meeting called by the New York Stationers’ 
Association about 200 dealers and salesmen met at the 
Hotel Abbey, 145 West Fifty-First street, New York, on 
Thursday, November 13, to listen to a discussion of 
their most vital problems—Wage and Hour Law, New 
Excise Tax, Priority Orders, and Shortage of Mer- 
chandise. 

Henry Frank, Henry Frank, Inc., New York, wielding 
the gavel, stated the purpose of the gathering was to 
impress upon the dealers of the city the gravity of the 
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present situation and the need for real cooperation to 
meet it. Further, it was hoped that this meeting would 


be the forerunner of future regular meetings where all 
| the problems of the stationer could be discussed. 


R. A. Jonas, Jr., Oxford Filing Supply Company, gave 
a brief exposition of supply and demand outlook for 
filing supplies in 1942. He reminded his listeners that 
the demand for 1941 had been so terrific, far exceeding 
the supply, that it had been necessary to work out an 
allotment plan. This sort of an idea he urged dealers 
to use in supplying their customers so the goods might 






































CARD FILING SYSTEMS 
Three complete systems for card filing. 
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CARDS—PLAIN AND PRINTED 

Plain and ruled cards in six grades 

and four weights—253 stock forms. 

Unequalled facilities for producing 
special forms. 








FASTENER FOLDERS 
Corner-clip and two other types. 
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MISCELLANEOUS ACCESSORIES 


Hundreds of fast-selling over-the- 
counter items. 





SPACE-SAVER GUIDES 
This new, patented guide in all sizes 
and tab positions. 
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LETTER FILING SYSTEMS 


Six complete systems of Applied Indexing 


for letter filing 
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FILE GUIDES 
Two Grades—All Sizes—10 Styles— 
Includes plain, celluloid, Space-Saver 








RIGHT NOW there’s a tremen- 
dous market for Shaw-Walker’s 
4,000 profit-making filing supply 
and filing system items. 


If you have the Shaw- Walker 
franchise you can make filing 
supplies produce a_ substantial 
part ot the profits you are missing 
because of the restrictions on the 
sale of steel equipment. Here’s 
why: 

1. All filing supplies, systems and 


cards your customers need can be pur- 
chased from Shaw-Walker. 

2. By combining your requirements 
you earn extra discounts. 


3. Selling is easier. You need learn 
only one sales approach. 


4. Inventories simplified. 


5. Easier for your employees to 
learn the stock. 


6. Line includes hundreds of fast 
selling, repeat items available only 
from the S-W dealers. 


SHAW-WALKER 


Muskegon, Michigan 





and metal tabs. 



























FILE FOLDERS 
212 Stock items — Three 
grades—Four weights. 


FILING Includes the famous 
DEPARTMENT NorthKraft and Berkshire 
ACCESSORIES Manila brands. 


Everything for the 
filing department. 
Sorting Tray, File 
Shelfs, Stool, etc. as 
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CARD GUIDES 
221 Stock Numbers, Two Grades, Six 





Styles. 


MACHINE BOOKKEEPING 
SYSTEMS 
167 stock forms. Facilities for pro- 
ducing special forms. Five types of 
ledger indexing, all sizes. 





















For Better Filing! 


Staple papers right at the filing cabinet with 


HOTCHKISS 
Plier Type Staplers 


Where quick, permanent fastening and space-saving filing is desired, 
show your customers the Hotchkiss Model 52 Stapler Plier. This 
compact efficient little machine makes a tight flat clinch that saves 
filing space and will not come loose in the files. 


HOTCHKISS 
MODEL 52 
PLIER STAPLER— 


Fits in vest or apron pocket, 
carry it right to the work. 
Hotchkiss exclusive patented 
spring front plate prevents clogging. Easy to operate—fits the hand 
comfortably—Holds 70 staples 1/4” crown, 1/8” or 3/16” legs. 





HOTCHKISS MODEL (@ 
122P PLIER 
STAPLER & TACKER 


This handy pocket size stapler 
is also an excellent light duty 
tacker. Just swing the base 
down and around to use as a 
tacker. Extensively used by 
grocers, florists etc. for stapling bags and bundles—a very popular 
low priced Model. 


HOTCHKISS 


NORWALK, CONN., DEPT. O 


“Pioneers in all that’s best in Stapling” 











OFFICE APPLIANCES 


be equitably apportioned among their customers. No 
greater emphasis of the necessity for a plan of this kind 
could be found than contained in the federal govern- 
ment paper requirements estimate for 1942, which ex- 
plains vividly why a shortage exists particularly in the 
cheaper grades. The government estimate anticipates 
the need for twenty-six million tons against an esti- 
mate of twenty-one million tons supply. Conservation 
of paper is highly necessary, he insisted, and closed 
urging all to contribute as much as possible to the 
waste paper conservation program. 

J. C. Musser, Eberhard Faber Pencil Company, re- 
minded the group that the shortage of merchandise 
presented peculiar problems. It was his contention that 
reasonable substitution could be practiced to the ad- 
vantage of the general situation. In cases, even though 
a customer was used to buying a certain item and 
which might be out of stock, it might be possible to 
substitute a similar product without loss to the cus- 
tomer. In short, he suggested that dealers attempt to 
sell what they have in Stock. 

Henry Burger, Art Steel Company, Inc., and Paul 
Buckwalter, National Blank Book Co., then presented 
comprehensive explanations and discussions on the 


| subject of the hour. The speakers emphasized the im- 


portance of obtaining priorities whenever possible to 


| enable the manufacturer to replenish his supply of raw 





materials and thus be in a position to serve the dealer. 

Charles P. Garvin, general manager of the National 

Stationers Association, was the next speaker. 
Mr. Garvin’s Address 

He stated that the priority situation had become so 
complicated that it was defeating its own purpose in 
Washington and that Donald Nelson, being a great 
merchant, a man used to the operation of an enormous 
business concern, had been directing his attention to 
an allocation system. He also pointed out that this 
allocation system, while it practically comprehended a 
government control of business with allocation coming 
on all the various lines that go to make up the Ameri- 
can economy but, nevertheless, it was preferable to the 
priority situation because it put everybody on the same 
basis. American business would know at least what 
percentage of materials was going to be allocated for 
the use of civilian population and for essential indus- 
tries as well as the defense departments of the govern- 
ment. 

The speaker pointed out that retail distribution, as 
such, was receiving practically no attention in Wash- 
ington; that while we were constantly assured by cer- 
tain people that the retailer was being considered, we 
had come very definitely to the conclusion that the 
retailer was not being considered and that something 
ought to be done one way or another to make sure that 
the retail interests of this country, the great network, 
the great retail network that makes it possible not only 
for the civilian population to get served and to get the 
things they need and for business to get the things that 
it must have in order to operate, but that the retailers 
of this country have done an enormous job in making 
available to the various defense industries the things 
which those industries must have in order to get under 
way the things that they have to have in order to get 
started. He pointed out that you can’t have a bunch of 
clerks standing around writing things on the walls and 
that you can’t write anyway unless you’ve got pencils 
and paper and ink and all the rest of our stuff to do it 
with; that you can’t find the things that you need 
unless you’ve got proper filing systems, filing equip- 
ment to keep those things where they can be found. 

Mr. Garvin said that many of the defense industries 
which would have had to wait a considerable length of 
time to get equipment in order to have their offices 
moved, were able to get this equipment because the 
stationers of this country, the commercial stationers of 
this country, had the materials in stock ready and 
available for the use of these defense industries and 
that they had been drawn on very freely by these de- 
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Blank Vertical Guides 


Dealers everywhere are still being supplied 
their requirements in blank Manila Tag and 
Pressboard Vertical Guides from Weis. All 
are die cut, thereby insuring accuracy in 
size: all carefully counted and packed in 
strong good-looking boxes with uniform label 
printing on the ends. Be sure to have Weis 
Blank Vertical Guides on hand to meet all 


blank guide requirements 
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Printed Vertical Indexes 


When you sell a set of vertical indexes to 
a customer you want him satisfied with his 
purchase. That’s why Weis pays special 
attention to the cutting, printing and packing 
of their printed indexes. We want the cus- 
tomer and the dealer satisfied. Cell-U-Sealed 
vertical indexes is today’s answer for a tab 


covering that is inexpensive and long-wearing 
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Card Size Cell-U-Seal 


Indexes 


Today’s answer for indexes that cannot be 
Celluloided on account of the expense; today’s 
answer for a covering that is long-wearing, 
cleanable, bendable and inexpensive. More 
card size indexes are now Cell-U-Sealed than 
the plain and celluloided combined. Your 
customers will readily buy Weis Cell-U-Sealed 


Indexes 


MONROE MICHIGAN 
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fense people in order to get the things that they had to 
get in order to get under way. 

He explained that the merchants of this country 
were just as much interested in the success of the de- 
fense campaign as were the manufacturers and that 
the problem before American business was not the one 
of doling of financial assistance but one of doling out 
the kind of things that are needed in essential indus- 
tries and are needed by the defense industries in such 
a way that the retailer would be permitted to do his 
patriotic job and to do his part of the defense work, 
which for some reason or other seems to be received 
indifferently by the people in power and which does 
not seem to be recognized by those who have had it 
within their authority to conduct this whole affair. 

Mr. Garvin spoke at some length on the fine relation- 
ship that had been built up between the stationers and 
the wage and hour division, and used the wage and 
hour division, the Department of Labor, as a fine ex- 
ample of the fact that although they did not, of course, 
always do the things that we wanted done, neverthe- 
less they were approachable. The people down there 
were cooperative. We were able to work with them. 
When we had a problem that needed an answer, we got 
the answer. The men down there wanted to work with 
us. They were pleasant personalities and it really was 
pleasant to do business with the division, and we com- 
mended this department very highly for being what 
we considered a very swell government department 
doing a very splendid job. 

The speaker ended up by using the speech which he 
made at Chicago, called ‘“‘America—Love Her or Leave 
Her.” 

The members of a committee charged with making 
preparations for the meeting did a capital job and won 
the enthusiastic approval and thanks of everyone. The 
committee was composed of the following men: 

Henry Frank, chairman; Bob Reichman, Mooney, 
Inc.; Louis Caracci, Nor-Wood Company; John J. 
O’Brien, John J. O’Brien & Son; A. J. Cohn, Meco Press; 
George Bayer, Stevenson & Marsters; Wash L. Jaques, 
Jaques & Company. 

*—-« 
IOWA STATIONERS HOLD ONE-DAY MEETING 

Twenty members of the Iowa Stationers Association 
gathered at the Montrose hotel in Cedar Rapids, 
October 22, and held a very profitable and enjoyable 
meeting. 

Those in attendance were given an opportunity to 
hear Mr. Low, treasurer of the W. A. Sheaffer Pen 
Company, discuss the new tax law as it applies to 
fountain pens and pencils. Definite and complete in- 
formation was made available by Mr. Low as it per- 
tains to this line of merchandise. 

Morris Sanford, of Morris Sanford Company, 
Cedar Rapids, talked to the group on “Marketing Con- 
ditions at the Present and in the Future.” He drew 
yn his experiences during World War I to try and 
anticipate some of the situations that dealers will face 
as a result of the present conflict. This was an in- 
teresting talk and a valuable one too, in that it stimu- 
lated some thinking about things that must be faced 
sooner or later. 

The Wage and Hour Law is one of 
business today and B. J. Bristoll of Koch Brothers, 
Des Moines, Ia., was asked to define and discuss it. 
Mr. Bristoll has had a great deal of experience and 
the information he passed on to this group may save 
some money and a lot of trouble 

At 12:30 a fine lunch was served with the 
Rapids stationers as hosts to the entire group. 

After lunch, Joe Popple, of Zaiser’s, Des Moines, Ia., 
was asked to discuss “Manufacturers Excise Taxes.’ 
Since Mr. Low presented only the part of this tax 
that applies to jewelry, fountain pens, pencils, etc. 
Mr. Popple carried the discussion on from there to 
cover the manufacturers’ tax as it pertains to our 
business 
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MOSLER 


INSULATED 
RECORD 
CONTAINERS 


PATENT APPLIED FOR 


FILE CONVENIENCE 
SAFE PROTECTION 





Four Drawer Letter File with Security Compartment in place of Top 
Drawer. This Compartment has a Combination Lock and Underwriters’ 
Laboratories Labeled Relocking Device. it affords protection and 
privacy for personal and confidential papers and other documents, and 
the Contents are subject to 10% discount in burglary insurance. 


ATTENTION, DEALERS! 


THIS ITEM REALLY SELLS ITSELF, BECAUSE: 





1. It is the only item of its kind on the market. This takes it 
out of competition. Think what that means to you. 


2. It is not only a File—it’s also a Safe. 


3. It has Measured Protection built into it, not only with respect 
to FIRE, but also with respect to FALL during a FIRE. 


4. It is the only Insulated Record Container or File bearing 
BOTH the Underwriters’ Laboratories and Safe Manufacturers 
National Association Labels for BOTH ONE-HOUR FIRE PRO- 
TECTION AND 30-FOOT DROP immediately after having been 
heated to 2,000 degrees F. 


5. It has a Receding Door, thereby saving space. 


6. It has Interchangeable Insert Drawers, taking care of every 
filing need. 


7. It can be provided with a Combination Lock in addition to its 
Key Lock, thereby giving Dual Control. 


8. It can have Linoleum-Covered Top, creating a counter or desk, 
and can, if required, have Swivel Wheels, so that it may be 
easily moved. 


9. Its finish, while normally wrinkle 
green, can be flat green, mahogany 
grained or walnut grained. 


10. Even more important—it provides 
ONE-HOUR FIRE PROTECTION at 
point of use - 





Write The Mosler Safe Co. 
(Dept. D) Hamilton, Ohio, for 
catalog and prices on Insulated 
Record Containers, as also our 
other lines of Fire and Burglary- 
Resistive Equipment. 














THE MOSLER SAFE CO. 


The Largest Buliders of Safes and Vaults In the World 


320 FIFTH AVE.., FACTORIES: 
NEW YORK CITY HAMILTON, OHIO 
BOSTON CHICAGO PITTSBURGH 
84 Sudbury St. 214 W. Jackson Blvd. 395 Union Trust Bldg. 
Cincinnati, Cleveland, Covington, Ky., Detroit, Dallas, Kansas City, 


Los Angeles, Portland, Ore., Washington, D. C., and 

Other Principal Cities in the United States. 

Colombia, S. A.— Havana— Hawaii— Manilla — Panama- 
Shanghai—Tokyo—Venezuela, S. A. 


Puerto Rico 
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SO 


The value of association meetings was clearly dem- 

YO U onstrated during this discussion. It merged the various 
ideas of the members and a policy or a method of 

applying the tax was brought out that was very helpful. 

J. S. Parrott, of Matt Parrott & Sons, Waterloo, Ia., 


( an Fa rn discussed “Priorities.” This situation is one that will 
take a lot of work to straighten out. 


—>-——_—___ 


| N.T.O.M.D.A. TO HOLD CHICAGO MEETING 

A new type of combination meeting and convention 
under the appropriate name of “One Day Sales- 

Merchandising School” will be held in Chicago on 

December 8 by the National Typewriter and Office 


e 
Se | n g Machine Dealers Association. 


Scheduled to take place in the Morrison hotel, the 





meeting will be presided over by Irwin Vincent, asso- 
REM H NGTON ciation president, who has worked out a program in 

which sixteen speakers and a banquet will be included 
in the hours between 8:45 a.m. and “some time that 


night.” The speakers and their subjects are: 
“What Is the Present Status of the Excise Tax?” 


by Luis de Olazarra, Shipman-Ward Manufacturing 

ELECTRIC Company, Chicago; “How to Make More Profit 

Through Adding Machine Sales,” by F. J. Stack, Stack 

Typewriter Company, Chicago; “How We Convert 

SHAVERS More Rentals Into Sales,” by Marjorie Vowell, Central 

Typewriter Exchange, Chicago; “How We Sell More 

Typewriters to Students,” by O. D. Morrill, Ann Arbor, 

Mich.; “Other Office Machines That Have Made Me 

Money,” by W. R. Shilling, Fort Pitt Typewriter Com- 

pany, Pittsburgh, Pa.; ‘What We Are Doing to Com- 

and bat Cut Prices of Department Stores,”’ by Robert Gold- 

blatt, Star Typewriter Company, Chicago; “How We 

Make a Good Profit From Repair Service,” by 

F. Ketcheside, Buckland-Van Wald Company, Detroit; 

“What We May Expect in 1942,” by A. H. Wittekind, 

New York City; “How We've Changed Our Business 

to Meet Present Day Conditions,” by R. E. Hoover, 

Young Office Machines Company, Chicago; “How the 

War Has Affected the Typewriter Business in Canada,” 

by Joe Rubin, Montreal; “How We Increased Sales of 

Carbon Paper and Ribbons,” by F. Schweiss, Fletcher 
Typewriter Company, St. Louis, Mo. 

“How We Promote Seasonal Sales Drives to Flatten 
the Sales Valleys,” by William F. Clausing, Interna- 
tional Typewriter Exchange, Chicago; “What the Na- 
tional Rental Survey Disclosed,” by Harry Turner, 
executive secretary of the association; ‘What We Are 
Doing to Make More Money Now,” by Stanley Stemp, 
Stemp Typewriter Company, Madison, Wis.; “Adver- 
tising That We’ve Found Brings Us the Best Results,” 
by J. O. Waedekin, American Writing Machine Com- 
pany, Milwaukee, Wis.; “How N.T.O.M.D.A. Can Help 
You Make More Money in 1942,” by Leo W. Adler, 
Cleveland, Calculating Company, Cleveland, Ohio. 

The banquet will be held in the evening with James 


PORTABLE P. (Jim) Ward, Reliable Typewriter & Adding Machine 
Corporation, Chicago, acting as toastmaster. 


<—te —— 


TYPEWRITE RS GOLDEN STATE TRAVELERS GOLF OUTING 


The monthly golf outing and dinner of the Golden 


Th . CH RISTMAS t State Travelers Club was held on October 24 at the Fox 
is e._ Hills Country Club and an unusually large attendance 
was recorded. Extra smooth greens and fine California 
weather formed a combination calculated to entice the 








Send in your order or write boys away from work for the day, an enticement of 
: > which the divot-diggers took full advantage. The usual 
for complete information “after-dinner” games proved popular and everybody 


reported having a grand day. 
TODAY! at: 


STATIONERS’ GUILD MEETS DURING N:S.A. 
CONVENTION IN CHICAGO 
AMERICAN WRITING MACHINE co. The Stationers Guild of America held a meeting 
in the Palmer House, Chicago, on October 7, while 
115-117 WORTH STREET NEW YORK, N. Y the National Stationers Association convention was 
Est. 1880 in session. General Manager Al Williams was host of 

the evening and after the members enjoyed a good 
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IF YOU HAO 


1000 


SALESMEN 








If you had a thousand men tell- 3 : 
ing every business executive in your ———— 
area over and over and over again, 
that it is vital to their interests to per- 
manently store practically all business 
records you would be rendering them 
an invaluable service. Government 
regulations, and anticipated further a  \ 
regulations make this practice impera- A SPECIAL NOTE 
tive. 

Liberty Storage Boxes are TO OUR DEALERS 
definitely superior for record storage 
purposes—they have been the national 
standard for 23 years and will be for 
years to come because they are manu- 
factured by record storage specialists. 





In order to cooperate with the National De- 
fense Effort to the greatest possible degree, all 
orders received from our dealers plainly marked 
with the names of concerns doing defense 
work will be shipped immediately, or just as 
soon as is humanly possible. Please give all 
6 INDISPUTABLE LIBERTY FACTS the “Defense Identification” you can on your 


1. Liberties are absolutely tops in quality Orders. First consideration on all orders will 


2. You make a substantial profit be given to old customer accounts. 


3. They sell in a large volume Our foremost thought in the present emergency 


4. Repeat business is steady and easy to secure is the preservation of our policy of many years 
standing of treating all our valuable friends 


5. They are competitively priced 


6. Liberty Boxes are the National Standard for 
Safe, Efficient, and Economical Record Stor- ‘ ) 


age, and have been for over 23 years 


and customers courteously and consistently. 
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dinner he lead the discussion on several important 
topics including merchandising and advertising. 
———-—= 
PENN-MAR-VA CLUB TO GIVE XMAS PARTY 
FOR ORPHANS ON 23RD 

Officers and members of the Penn-Mar-Va Club will 
cast aside all cares and business worries on December 
23 when they meet at the Poor Richard club, 1319 Locust 
avenue, Philadelphia, to play Santa Claus for thirty 
or more children from a local orphanage. 

The youngsters, none of whom are over ten years of 
age, are going to be the happiest kids in Philadelphia 
if a determined committee, headed by Dave Price, is 
able to carry out plans already prepared. Each child 
will be given a turkey dinner, a program of special en- 
tertainment and a worthwhile gift, the latter, of course, 
to be distributed by a red-suited, white-whiskered Santa 
Claus in person. 

According to Committee Chairman Price the plan 
involves playing host to at least thirty (or as many 
more as funds permit) and for that reason he asks that 
club members make a special point to be present at the 
dinner and thereby aid in “bringing some small mea- 
sure of the Yuletide spirit into the hearts of these little 
children.” 





o—=e Ct 


MONROE COMPANY TO HOLD SALES MEETING 
IN FLORIDA 

Over 200 sales representatives of the Monroe Calcu- 
lating Machine Company, Inc., from all parts of the 
country, were scheduled to meet on December 1 at the 
Palm Beach hotel, Palm Beach, Fla., for a week’s con- 
vention of the High Point Club of the company. These 
men are the sales leaders of the Monroe organization 
who won their membership in the club by securing 
more than 100 per cent of their sales quota for a 
twelve months’ period. Directors, officers, and exec- 
utives from the company’s general offices at Orange, 
N. J., were also attending the convention. 

W. G. Zaenglein, Monroe president, announced an 
interesting program of sales meetings and recrea- 
tional activities, with emphasis on the latter. These 
included golf and tennis tournaments, water sports, 
and surf and deep sea fishing. 

—- © 

GLENN ADDRESSES NEW YORK SQUARE CLUB 

R. J. Glenn, general manager of the Governor Clin- 
ton hotel, was the guest speaker at a meeting of the 
Stationers Square Club of Greater New York on 
November 27. The meeting was held in the Greeley 
room of the hotel Mr. Glenn manages. 

Those present enjoyed a turkey dinner with all the 
trimmings, after which they listened to an interest- 
ing talk by Mr. Glenn on “Problems and Experiences 
of the Manager of a Large New York Hotel.” 

—- 
CHICO STATIONERS TO HOLD ANNUAL DINNER 

January 5 will be the date of the annual dinner of 
the Chico Stationers Association. As before, it will 
be held at the Chicago Towers, formerly known as 
Medinah Athletic Club. This event always is well 
attended not only by Chico members but by many of 
the travelers as well. E. R. Lund of Englewood Blue 


| 


Print Company, chairman of the committee, has ex- | 


tended an invitation to all travelers to participate. 
a? — 
A. H. GINSBURG SELLS INTEREST IN 
JOSEPH GINSBURG, INC. 

Officials of Joseph Ginsburg, Inc., dealers in office 
furniture and store fixtures, 39 North Halsted street, 
Chicago, last month issued the following statement 
concerning a change in the executive, personnel: 

“We wish to advise that Mr. A. H. Ginsburg has sold 
his interests in Joseph Ginsburg, Inc., and ne has 
severed his relationship as officer, director and man- 
ager of this company as of November 1, 1941. He will 
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INVINCIBLE 
PLATENS 







The Same 
HIGH 
QUALITY 


LOW 
PRICE 


If you do not have an Invincible Non- 
hardening Platen Price List, be sure to write 
for one today. You will find that Invincible 
Platen prices are exactly the same now as they 
were a year ago! And, as hundreds of progres- 
sive typewriter dealers know, you can’t buy a 
better recovered platen at any price! Remember 

. If you remove the old rubber, we will pay 
the incoming transportation charge from your 


store to our nearest branch! 


cd 
Rebuilt Remingtons Monarch Adders 
Rough Typewriters Monarch Portables 
Typewriter Parts Invincible Ribbons 
Invincible Platens Invincible Carbon 
Rubberite Stencils Shop Supplies 
Typewriter Tools And Other Items 
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The 490 Metropolitan Series 


Serves the National Defense Program 


F rom New Foundland to Trinidad—to Hawaii, Art Steel 
Dealers are helping the Defense Program with speedy de- 
liveries of ASCO Metropolitan Filing Uprights—to Army, 


Navy and Air Defenses. 2 
From New England to California—defense manufacturers ; 
"keep ‘em rolling'’ with finger-tip record control in ASCO 
Metropolitan Files. 4 
From Five Drawer "SPACE SAVERS" to Counter Height > 
The Metropolitan Series presents a cabinet for every filing 6 
need. Sell ASCO and SERVE! 
7 
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Season's Greetings! 
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IRDEFENSE! 





1 Fully Shielded Drawer Fronts. 
2 Positive Spring Compressors. 


3 Yale controlled automatic 


locking device. 
4 Ball Bearing Rollers. 
5 Perfect Timing. 


6 Cadmium plated for rugged 


wear. 


7 Full Bottom. 


8 Extra Heavy Kick plate. 





-YART STEEL COMPANY, Inc., New York, N. Y. 
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FILLS ITSELF 


with sufficient ink 
to write from 500 to gy we 
1000 words INK CAVITY 


Cut Out Showing 
Patented Principles of 
Pen Section 


The Newly Patented 
Self-Filling Vacuum Ink 
Cavity Illustrated at | 
Right Is the Explanation vam TIP 


NO CORROSION. A special glass 
container keeps the ink bright and 
clean. Each unit comes complete with 
pen and large bottle of Sanford’s 
Morriset Ink (with patented ink con- 
trol) and refilling funnel. There is 
nothing else to buy. 

MANY ATTRACTIVE COLORS: 
Ebony, Maroon, Ivory, and Green, at 
$3.00 each; Mahogany, Walnut, Cir- 
cassian Walnut, or Jade, at $4.00; 
White Pearl, and Silver Pearl, at $4.25. 
Morriset colors fit all surroundings, 
whether office, home or school. 
PROMPT DELIVERY. Order now for 
January business. We deliver out of 
stock in our regular high quality ma- 
terials. 
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HARD RUBBER 
<—COMB FEED 


Write for Catalog 


Our new, illustrated catalog is ready for dis- 
tribution. A liberal supply is available for 
your entire sales force. It will help you sell. 


Usual substantial dealer discount. 


BERT M. MORRIS CO. 
913 South Olive Street 
Los Angeles, Calif. 
Middle Western Representative 
A. G. (Bert) Bassett, 


Wheaton, Illinois 
Eastern Representative 


Harold O. Atwood 
280 Broadway, New York, N. Y. 
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not be connected in any way with our company as of 
that date.” 

The statement also explained that under the new 
set-up Norman Ginsburg will be in active management 
of the business. 

—-< 
FURNITURE MEN HOLD MID-SEASON SHOWING 
AT FURNITURE MART 

The Mid-Season exhibition held at the Furniture 
Mart, Chicago, in which a number of office equipment 
manufacturers participated, was held last month and 
drew a record number of buyers and visitors from 
every section of the country. 

Spurred into action by expected shortages of mate- 
rial or delayed deliveries, whether fancied or real, 
it appeared from the large crowd which visited the 
show that dealers in all parts of the United States 
were hastening to “stock up,” not only for the coming 
holiday season but for demands far into the future. 

Several manufacturers of office furniture and equip- 
ment maintained display rooms as in past years, but 
did not necessarily exhibit business house items. 
Among these, together with the products shown and 
the men in attendance, were the following: 

Gaylo Manufacturing Company, Chicago.—Folding 
card tables and chair sets. William Nave. 

High Point Bending & Chair Company, Siler City, N. 
C.—Chairs and settees in many varieties for the home. 
James Baling. 

The Howell Company, St. Charles, Ill—A wide 
variety of smokers for home and office as well as home 
furniture. William McCredie. 

Imperial Desk Company, Evansville, Ind.—Home 
desks and bookcases in many styles and sizes. Norman 
Gerth. 

Indiana Desk Company, Jasper, Ind.—Many models 
of dressers, desks and bookcases. M. Sonderman. 

Interstate Metal Products Company, Chicago 
Household tables and chairs, kitchen equipment and 
steel lockers. A. Sternberg. 

Jasper Seating Company, Jasper, Ind.—Office and 
household chairs in a wide variety of styles. A. Krieg 
and J. Eckert. 

Lloyd Manufacturing Company, Menominee, Mich. 

A display of chairs and other household pieces. 
C. D. Dalrymple. 

Murphy Chair Company, Owensboro, Ky.—A large 
showing of plain and upholstered chairs for office or 
home use. Gil. Thompson. 

Mutschler Bros. Company, Nappanee, Ind.—A varied 
display of household furnishings and equipment. 
George Reinoehl. 

New Indiana Chair Company, Jasper, Ind.—Plain 
and upholstered chairs in many styles for office or 
home use. Mr. Beckmann. 

Norcor Manufacturing Company, Green Bay, Wis. 

A big assortment of folding chair and table sets. 
Al Krueger. 

St. Johns Table Company, Cadillac, Mich.—A show- 
ing of occasional pieces and Dynette table and chair 
sets. R. L. Petrie. 

Tell City Chair Company, Tell City, Ind.—Chairs in 
a variety of designs and styles. John O’Toole. 

Troy Sunshade Company, Troy, Ohio.—A showing 
of chairs, desks and settees in new designs and mod- 
ern construction. George Fraley. 

—— tee aos 


L. C. SMITH TOLEDO BRANCH TO CELEBRATE 

Headed by Manager J. Frances Seymour, the entire 
staff of the Toledo (Ohio) branch of L. C. Smith & 
Corona Typewriters, Inc., plans to celebrate the first 
anniversary of the branch on December 1. The event 
was to include dinner at a downtown restaurant.—AK 


*—- © - 


WIRTZ ADDRESSES ROTARY CLUB 
George O. Wirtz, president of Allsopp & Chapple, 


Little Rock, Ark., was the chief after-dinner speaker 
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A real thrill is in store 
for you when you see the 
new AIR-FLIGHT 
"COMMANDER" 
Dealer profits will soar 
during 1942—the sky's 
the limit with Command 


of the Air''! 


W. W. WELCH CO. 
CAREW TOWER 


CINCINNATI, OHIO 
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THAT HELPS TAKE THE KNOTS OUT 
OF DEFENSE BUSINESS TIE-UPS 
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T’S important that production is smooth—and 

continues in an uninterrupted flow. This 
emergency calls for an elimination of produc- 
tion tie-ups. It takes planning to accomplish a 
smooth flow of defense goods—and planning 
requires good office equipment. 





A-S-E Aurora Files, DS Files, Cabinets, and 
Blueprint Cabinets are playing an important 
part in this emergency. Sell this equipment that 
management needs in their planning for all-out 
production. You'll be aiding the defense effort 
and at the same time helping yourself. 


A-S-E Files are designed for the most active 
filing service ... Built to give a life-time of 
trouble-free use. There’s a size and style for 
any need. Write for full information on A-S-E 
Aurora Files today. Ask also about A-S-E DS 
Files,/Cabinets,"and Blueprint Cabinets. 


avrona FILES - CABINETS - DS FILES 


ALL-STEEL-EQUIP COMPANY, INC. 


AURORA, ILL. 
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at the recently-held annual banquet of the Fordyce, 
Ark., Rotary Club. Mr. Wirtz is a past president of the 
Little Rock chapter of Rotary—ADR 
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SHAKE HANDS WITH THE GEN- 
ERAL!—And that, literally, is what 
Peter C. (Pete) Masterson, known far 
and wide as a representative of Acco 
Products, Inc., is. Released from fur- 
ther military service by the over-age 
law, Corporal Masterson and twenty- 
two other soldiers were treated to a 
full review of their former buddies in 
the 17th Engineer Battalion. Master- 
son is shown shaking hands with 
General Willis D. Crittenberger after 
the latter presented him with his cer- 
tificate of service. (Columbus (Ga.) 
Ledger-Enquirer photo.) 
7? 
INCREASING BUSINESS SENDS WORLING TO 

BIGGER QUARTERS IN SALEM 

Down East, in Salem, Mass., is a typewriter and office 
machine man who is sitting back and saying: “All 
right. Bring on your sales and service orders and 
watch us fill ’em in nothing flat!” 

All of which is one way of introducing Ben A. Wor- 
ling, owner of the General Office Equipment Company, 
and a typewriter man of twenty-five years standing. 
And if his experience isn’t enough he has with him 
Ed. Dunbar, another youthful old timer of some forty 
years in the field whose history is a story in itself. 

The reason Mr. Worling is challenging the eastern 
seaboard to try to bring him too much business to 
handle is the fact that he recently moved his organiza- 
tion into newer and bigger quarters at 290 Derby street, 
a Site which affords better facilities and a greater 
working space than did the old location at 88 Lafayette 
street. 

And he has quite a business there. Although his 
letterhead says “Royal, Complete Sales and Service,” 
he has a great many other lines, notably Victor adding 
machines and R. C. Allen calculators, to say nothing 
of a large stock of used and rebuilt equipment. 

Mr. Worling started in the office machine field about 
twenty-five years ago, servicing machines for the 
Underwood Typewriter Company and, later, the Under- 
wood Elliott Fisher Company, doing first-class work on 
Underwood typewriters, Sundstrand adding machines 
and Elliott-Fisher bookkeeping machines. At one time 
he was manager of the company’s branch office at 
Lawrence, Mass. 

And Mr. Dunbar takes a bow with an impressive rec- 
ord of forty years. It is his proud boast that he actually 
serviced the first Underwood typewriters to arrive in 
Boston as well as a few Remington “blind” machines, 
and he is likewise proud of the fact that for thirty-five 
years he was service foreman of the Underwood Boston 
branch. For one year he was on the selling staff of the 
Royal Typewriter Company 











SALES MINDED DEALERS 
FEATURE JASPER DESKS! 





No. 660—Executive 
Chippendale Design 





ERE is a typical desk made by the sixty- 

six year old Jasper Desk Co.—packed 

with real sales possibilities. Furnished in 
genuine Walnut and Mahogany exteriors. 
Smart Chippendale design. Sturdily built 
and styled for today's business needs. Panels: 


flush, |!/4 inches thick. 
Catalog Mailed on Request. 


Wm. H. Brown 
6708 Glenwood Ave., Chicago, Ill. 


The Office Furniture Warehouse Co. 
573 Broadway, New York, N. Y 


The Jasper Desk 


Lompany 


JASPER INDIANA 





YO 


DOES THE 
WORK OF 


Mount any make of adding machine on an 
Indiana Cash Drawer . . . and you have a 
neat, compact, inexpensive unit that does 
the work of an adding machine AND a cash 
register! Retailers in scores of lines have 
found the Indiana Combination a blessing 

and dealers everywhere are boosting 
business merely by demonstrating its advan- 
tages. Mail the coupon for complete details 


today! 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


APPLIANCES 


HERE has been a nice pick-up in the way type- 

writers are coming into Los Angeles from factories 
this month, according to half a dozen different dis- 
tributors to whom this correspondent spoke. Under- 
wood Elliott Fisher people were especially elated over 
the manner in which they are able now to make de- 
liveries. Rebuilts are still reasonably plentiful in the 
area, dealers point out, and several small dealers said 
they felt quite safe in regard to stock. Only one “little 
fellow” in the office furniture game has closed up, as 
far as this writer could find out, because of lack of 
merchandise. One or two firms are definitely enlarg- 
ing their space so perhaps the teeter-totter is balanc- 
ing O. K. 

Lakewood City Bright Spot.—Lakewood City and 
Lakewood Village, new developments on an ambitious 
scale adjacent to the new Douglas Airplane Corpora- 
tion plant north of Long Beach, will be ripe for a 
good stationery store or two soon. Two development 


companies are at work on several thousand new 
homes for defense workers. Lakewood Village has 


been on the map for about seven years. Lakewood 
City is just now starting. There is a possibility that 
the name Lakewood City will be taken for the whole 
development. Two separate business districts are in 
prospect. Two stores for men have opened in Lake- 
wood Village within the last month and a number of 
other business firms, or perhaps ‘shops’? would be a 
better name, have opened their doors. The spot looks 
bright. 
* * 

Excise Tax No Worry.—This writer made the in- 
quiry this month as he made the rounds: “Is the new 
ten per cent excess tax scaring customers out?” The 
almost universal answer was: “It did seem to slow 
things for just a few weeks but now it seems to be 
making no difference. It is not being used as an argu- 
ment against buying. It is already being taken for 
granted apparently just like the gasoline tax.” 

* * * 

Leslie Hitchcock Ill.—Les Hitchcock, who headed up 
the Typewriter Inspection Company in Los Angeles 
for a score of years, a firm now out of business, is re- 
ported ill in the hospital at Sawtelle, a suburb. Mr. 
Hitchcock was in good health until this attack. 

Ted Sloat Working Camps.—Ted Sloat, who heads 
the typewriter division for Underwood Elliott Fisher 
Company in the Los Angeles branch, has been busy 
visiting the new army camps during the past several 
weeks. He returned the other day from Camp Cook 
near San Luis Obispo where broad expansions are in 
progress. More than 1000 typewriters will be used 
there when the place is completed. 

~ ” z 


New Pens Selling Well.—Dahlstrom’s Pen & Pencil 
Shops located at 742 South Broadway and 408 West 
Sixth street, are finding a big demand for the new 
streamlined fountain pens. The one known as “Parker 
51” is moving out in real quantity, the managers 
State. 

* + * 

Grimes Now Soloing.—Carl! Grimes, Jr., son of Carl 
Grimes of the Grimes-Stassforth Stationery Company, 
who has been taking training in aviation with the 
Civil Aeronautics Authority, is now far enough along 
with his work to be taking solo flights. The training is 
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NATIONAL DEFENSE IS 
SAFEGUARDING YOUR BUSINESS 


* ¥ 


+ te * 


Tue diversion of steel, copper, and other critical metals into defense 
channels is safeguarding your business against the destruction and ruina- 
tion suffered by humanity in Western Europe. 

Our government has asked for complete cooperation in supplying the 
Army. Navy, and Marines with the materials necessary to strengthen 
our National Defense. “Y and E”’, an American firm of sixty years stand- 
ing, has answered this call as it did in 1917. Then, as now, civilian require- 
ments for steel were curtailed in order that all government orders might 
be given priority—sacrifices were made by everyone, that life, liberty and 
the pursuit of happiness might endure in this great democracy. 

Today, ““Y and E” is again making every effort to fill all orders that 
carry a priority rating. True, it means unavoidable delays in filling civilian 
orders—elimination of certain lines and items—and curtailments that may 
have a temporary effect on you and your customers. Such sacrifices and in- 
conveniences now, will insure the return to the American way of living and 


doing business when this National Emergency becomes a matter of history. 





YAWMAN AND ERBE MFG. CO. 


1099 JAY STREET, ROCHESTER, N.Y. 
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Dwung TRANSFER SEASON 
feature 


Kelle, FILE POCKETS 


“Leatheroid File 
Pockets keep my files 
neat and 

efficient.” 
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FILE POCKETS 
MADE IN LETTER AND LEGAL SIZES 
with 15,4”, 3',” and 5',” expansion. 


Have double thickness tops, fronts and 
backs, glue welded throughout. 









AGoemanie FILE JACKETS 


Under present conditions, when there 
is an acknowledged shortage of pa- 
per, be sure you sell your customers 
filing containers that will last and 


endure for years. 


Quality Park are the finest filing 
accessories on the market today— 
nothing less is good enough for your 


customers!! 
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FILE JACKETS 


MADE IN LETTER AND LEGAL SIZES 


with 1”, 1'2” and 2” expanding gussets. 
Reinforced tabs insure greater wear. 


These are the Ideal Containers for grouped letters and bulky correspondence 


QUALITY PARK ENVELOPE CO. 


General Office & Factory 
Quality Park 
St. Paul, Minnesota 


Chicago Office and 
Warehouse 
11-116 Merchandise Mart 
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taken during off hours while holding down his regular 
job in the store. 
* * . 

Security Furniture Exchange in New Home.—The 
Security Furniture Exchange, Ltd., which has been 
located at 420 South Broadway for some years, is now 
in its new home at 410-12 South Broadway. The new 
quarters are finely appointed with complete new front 
and modernized interior. Walls have been painted, 
new floors laid and new lighting installed. The store 
is one of the finest in appearance on Broadway. With 
a frontage of thirty-eight feet and a depth of 150 feet, 
the main floor offers good advantage for display. A 
warehouse has also been purchased by this firm at 
147-49 North Los Angeles street. The proprietors are 
Sol, Abe, and J. L. Cohn. 

* * * 

Addressograph Quarters Moved.—The Los Angeles 
branch of the Addressograph-Multigraph Corporation 
has been moved from 1047 South Grand avenue to 
1121 South Hill street, where it now occupies the en- 
tire first floor of the Southwestern University build- 
ing. The new location gives plenty of space for both 
offices and shops. A new building to house the busi- 
ness is in prospect but details have not been worked 
out. R. N. Fellows reports defense business as brisk 
for his company and two new salesmen have recently 
been added. This makes a total of twelve salesmen 
working out of this office. 

* * * 

Nern Has IlIness.—Rod Nern, proprietor of the Nern 
Office Furniture Company at 911 South Hill street, has 
just recovered from an illness that upset him for a 
few days. Mr. Nern and his wife have also very re- 
cently enjoyed a vacation outing in the mountains to 
the north. 

* » * 

Grimes-Stassforth Doll Up Front.—The Grimes- 
Stassforth Stationery Company, 737 South Spring 
street, has completed a front modernization job that 
greatly improves the appearance of the store. A new 
Neon sign, one of the most conspicuous on the sreet, 
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PRESENTING A NEW FRONT TO LOS ANGELES.—Here is 

the remodeled store front of the Grimes-Stassforth Stationery 

Company, Los Angeles. The firm is located at 737 South Spring 
street, in the heart of the business district. 


has been installed across the front and all exterior 
surfaces have been painted. This company, now 
seventy-one years in the field, has had a constant 
record of growth. Sam Hellman started the business 
in 1870 when he established a small, stationery store 
at the junction of Spring and Main streets. Four years 
later he moved to 120 North Spring street. In 1882 
Mr. Hellman turned the business over to his son, 
Maurice Hellman, and O. A. Stassforth. The name 
was then changed to Hellman-Stassforth & Company. 
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SHERMAN WAS RIGHT! 


HERE isn’t much fun in business today— 
all the romance is gone. A few years 
ago we all got a big kick in fighting for and 


landing large orders. Not today. 


@ 


"ape mat 


There is no fun in telling old customers that 
you can’t fill orders because they have al- 
ready received their quota for the year. It 
isn’t pleasant for our sales representatives to 
inform their customers that deliveries will be 
held up for five or six weeks—or longer. 
k * x 

Our suppliers sorrowfully tell us the story. 
We, in turn, tell you and you have to tell your 
customers. It isn’t any fun but there isn’t 


much we can do about it. 


@ 


Naturally, we’re all hoping that things will 
get better. But no one can be sure of just 
what will happen. War is like that. 


eo 24 @ 
Cheer up! We're still eatin’! 
k ok x 


We may not have enough Acco Fasteners 


but we do have “Greetings to you and 


yours this 1941 Xmas Season.” 
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39th Ave. & 24th St. Long Island City, N. Y. 
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market for the 


Sengbusch LOBBY MODEL 


Handipen sb 


Get your share, by pushing this special model for public 


counters — everywhere in your community. Your cus- 
tomers get rid of counter-pen jokes — a breeder of costly 
ill-will — by providing perfect writing ease and conven- 


ience. They also save money, by cutting ink waste. Handi- 
pen features assure satisfaction. Pen attached to base with 
24-inch bead chain. Metal base with special composition 
feet “stays put” on counter. Push this good-looking item 
and make extra profits. Check your stock — order today. 


Sengbusch Self-Closing Inkstand Co. 


Milwaukee, Wisconsin 


1215 Sengbusch Building 













Sengbusch Adapto 
Set for Public Counters 


Holds 2 oz. ink bot- 
tles of all leading 
brands. May be filled 
by pouring ink into 
bottle furnished. 
Equipped with chain 
and special “stay-put” 
base. 
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George Grimes entered the employ of the firm in 1883. 
In 1893 Mr. Grimes took charge as manager. A corpo- 
ration was formed in 1884 under the present name, the 
Grimes-Stassforth Stationery Company. The move 
to the present location took place in 1918. At the 
death of Mr. Grimes a few years ago his son, Carl G. 
Grimes, formerly vice-president, became president. 
Modernizing the front is in keeping with the constant 
progress of the firm now one of the largest of the 
kind on the Pacific coast. 
x * 

Books Good Publicity and Friend Makers.—Brown’s, 
230 Pine avenue, Long Beach, owned by J. E. and K. F. 
Brown, finds its book department a good friend 
builder for its stationery and office supply depart- 
ments, the latter two departments being the ones in 
which this company majors, according to J. E. Brown. 
In order to publicize books and as a result bring more 
and more people into their store Brown’s recently has 
begun what is called “Book Luncheons.” A luncheon 
is held at a leading hotel and four well-known authors 
are invited to speak. The local newspaper considers 
this as news and gives it plenty of publicity, the at- 
tendance never being below 100 book lovers, and at 
times it runs well above 200. About twenty-five per 
cent buys autographed copies of books on the spot 
and traffic is perceptibly increased in the store later. 
“We push books in order to push out stationery and 
office supplies,” say the owners, “for obviously more 
drama can be woven around books since they are 
better traffic builders and bring us more free pub- 
licity. However, we make our money in these other 
departments.” 


* * * 


Boise Man in Long Beach.—Kenneth Nordling, who 
is well-known in the stationery business in Boise, 
Idaho, where he was employed for some years in 
Strong’s Stationery, has arrived in Long Beach and 
taken a position with Brown’s, 230 Pine avenue. 

* * > 

Serr Stationery Adds Equipment.—The Serr Sta- 
tionery Company at 9 East State street, Redlands, has 
added some fine new card racks designed and manu- 
factured by the Fletcher Planing Mills in that city. 
These are so made they can be taken down and 
folded up when not needed. Two more sales girls have 
also been added to the torce. 

<-> 
GOVERNMENT RELEASES 1939 BUSINESS CENSUS 

The United States Department of Commerce last 
month made public its census of business for 1939 in 
which some interesting figures concerning sales of 
manufacturers in the office supply and equipment in- 
dustry are revealed. 

The census is lengthy and in tabulating the number 
of establishments making the merchandise, total net 
sales, sales to retailers, household consumers, indus- 
trial users, wholesalers and intermediaries, also gives 
the following outlets: (1) Service and limited-function 
wholesalers. (2) Manufacturers’ sales branches, and 
(3) Agents and brokers. There are other classified out- 
lets but they do not concern the commercial stationery 
and office supply industry. 

The figures given below, under the three 
classifications, represent year’s total of sales. 
Service and Limited-Function Wholesalers 
Office furniture, $3,052,000: Office machines and 
equipment, $22,291,000; School equipment and supplies, 
$22,271,000; Stationery and stationery supplies, $46,- 
551,000; Printing and writing papers, $210,261,000. 

Manufacturers’ Sales Branches 

Office furniture, $7,901,000; Office machines and 
equipment, $84,401,000; School equipment and supplies, 
$3,755,000; Printing and writing papers, $21,932,000. 

Agents and Brokers 

Office furniture, $2,630,000; Office machines and 
equipment, $24,118,000; Printing and writing papers, 
$36,614,000; School equipment and supplies, $3,481,000. 


outlet 








DECEMBER, 1941 95 





zkxwKekKe Ke KKK Khu Khu Kh Kh Khu 





GLOBE-WERNICKE OFFICE EQUIPMENT 
IS HELPING SPEED UP DEFENSE WORK 


% If there is a delay in filling your orders for office equipment of some 
specified styles and finishes, please remember the industries directly 
or indirectly connected with our national defense program have created 
a vast demand for these urgently needed ‘‘business helps’’ and defense 


comes first. 


% When it was decided to build a large airplane factory in a midwestern 
city, the first step was to obtain temporary offices and furnish them: 


. so that people could work 

. so that orders could be placed for building the plant 

. so that orders could be placed for machinery and materials 
. so that employees could be hired 

. so that production could be started and increased 


. so that vital records could be kept 


% By the time permanent offices were completed we had supplied a train- 
load of desks, tables, filing cabinets, chairs, bookcases, cupboards, 


accessories and supplies. 


% This is typical of what is happening in thousands of places throughout 
the United States. Office and record-keeping equipment are indispens- 
able in this emergency and our factory is working to meet the nation’s 


needs and serve you. 


She Slobe-Wernicke Co. 


CINCINNATI. . .. Sars 
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A MESSAGE TO HARTER 
DEALERS: In thousands 
of fine offices such as 
this there are thousands of fine Harter 
Chairs installed by you. Every one of those 
chairs represents an investment made by 
you — an investment in customer good-will, 
and in actual dollars and cents. For, with 
every day’s satisfaction with ove of your 
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products there is an increasing friendli- 
ness toward your other products. 





In this way—because Harter has held stead- 
fastly to Quality—your Harter Dealership 
will pay continuing dividends, despite 
any possible shortages due to National 
Defense. This is the Harter “long view” 
policy —successful today, it will be equally 
successful tomorrow! 


ARTER CORPORATION, STURGIS, MICHIGAN 


S4 FOURTH AVENUE. curcaco, 24 EAST JACKSON BLVD. EXPORT DEPT.: 1120 CHESTER AVE., CLEVELAND, OM10 
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ARMY BUYING IN A BIG WAY 

Twenty-five million envelopes of all sizes; almost 
one hundred million sheets of sulphite bond paper; 
one hundred and eleven million sheets of manifold 
paper; two hundred million sheets of duplicator paper; 
two million duplicating machine stencils; twelve and 
a half million sheets of carbon paper; nearly six mil- 
lion manila folders and three-quarters of a million 
writing pencils. 

These are just a few of the office supplies issued 
during the past ten months by the Quartermasters’ 
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. a o ial 
TOP.—One of the storekeepers employed at the Atlanta gen- 
eral depot. (Lower) Shown here is one of many large offices 
of the Atlanta general depot which gives an idea of the vast 
number of men and women employed to keep things moving 
smoothly. 


Section of the Fourth Corps Area, with headquarters 
in Atlanta. 

Desks, chairs, tables, typewriters, adding machines 
and all sorts of office equipment in comparable quan- 
tities are issued from the section, which has head- 
quarters at the old Candler warehouse in Atlanta. 
The needs of some 500,000 men, located in North and 
South Carolina, Georgia, Florida, Alabama, Mississippi, 
Louisiana and Tennessee are supplied from this big 
depot, where 1,500,000 square feet of storage space 
is packed solid with supplies, surrounded by a barbed- 
wire fence, and carefully guarded. 

To check and handle supplies at the depot, nearly 
1800 people are employed; in itself a small army. 

And even this big warehouse has been found too 
small to meet the requirements of our rapidly-grow- 
ing army in the southeast. A new general depot has 
been placed under construction ten miles southeast of 
Atlanta, which will cover 1500 acres of land and will 
have twenty-four giant brick and steel warehouses, 
with more than 3,000,000 square feet of floor space. 

When completed, it will be one of the largest Quar- 
termasters’ Corps depots in the world, and will handle 
even larger supplies of office equipment, stationery 
and the like for the men “in the field.” 

How are office supplies purchased? 








“TOPS” 
in QUALITY! 





“GRAND PRIZE” 


Typewriter 


RIBBON 
in the NEW "'BLUE DRESS"! 


Sales-reports from all over America 
show sensational gains for “GRAND 
PRIZE” Ribbon in its handsome new blue- 
container! 

Let this fast-seller build more business 
for you! Grand Prize offers super-quality 
to back up the good looks of its new con- 
tainer. It lasts extra long. . . remarkably 
retains its deep-writing quality . . . com- 
bines sharpness with super-recuperative 
power and easy-erasibility! 


Take the ‘Grand Prize” .. . for sales 
and profits. 

An Exclusive Agency y FREE BOOKLET 
on GRAND PRIZE Rik zxet “Carbon Paper Facts’ 
bons and Carbons ir Send for our free book- 
your city point the let Carbon Paper Facts,’ 
wi to new profits which gives you the impor- 
Write ealer tant you should know 
ropo k Carbon Paper! 


GRAND PRIZE 
CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 
J. FRANCIS O’CONNOR, PRES. 


Head Office and Factory: 
1451 Harrison St., San Francisco 


Los Angeles Denver 
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FOR BUSINESS MEN 





HAT gifts more fitting for the 
desk worker than these—to satisfy the 
desire for fine working tools—a perfect 
marriage of beauty and utility. These 
are remembrances desk users really 


appreciate. 


There are 37 pieces in this open stock 
line. A sale of one or two pieces as gifts 
is an entering wedge for future busi- 


ness. 


Display this POLAR line prominently 
for the holiday season as a reminder to 
everyone who comes into your store. 
This line is worth money to you. 
Write for full information. 


POLAR MANUFACTURING CO. 


323 N. 13th STREET PHILADELPHIA, PENNA. 
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For the most part, they are purchased by the Quar- 
termasters’ Section on competitive bids. 

There are, however, three methods of buying for 
the army—by formal invitation to bids; by purchasing 
from the general schedule of supplies issued by the 
Procurement division, and by informal bids and open 
market purchases. 

The formal invitation for bids contains information 
on regulations governing the manufacture of the items 
listed, the quantity required, the date of opening, and 
when and where delivery must be made. Bids are 
sent to a list of firms which are qualified to fill gov- 
ernment contracts. 

Maintains Big Dealer List 

Incidentally, the names of 350 office supply and sta- 
tionery manufacturers are on this list. 

Generally, bids are advertised for fifteen days in 
advance, and successful bidders are notified by letter, 
which is authority for the manufacturer to proceed 
with the contract. 

Where the purchases are small in amount, bids are 
solicited by telephone, telegraph or letter. This type of 
purchasing is also done when an emergency exists 
and there is no time in which to issue a formal 
advertisement. 

Only a relatively small amount of the purchasing 
is done by the Atlanta Quartermaster’s office. 

Such items as office furniture and typewriters are 
normally secured from the Procurement division of 
the Treasury Department, in Washington, D. C. Labor 
saving devices, of which a great number are in use by 
the army, are purchased through the Quartermasters’ 
Section in Washington, and are requisitioned from that 
depot by other depots as they are needed. 

Enough supplies, however, are purchased by the 
Atlanta depot to put it in the “big business” classi- 
fication._JHR 


>? 
NEW ENGLAND TRAVELERS CLUB NOTES 

The annual meeting and election of officers will be 
held on December 29 at the Chamber of Commerce 
building. This gathering is set for 12.30 p.m., and mem- 
bers are urged to turn out for the big event of the year. 
... And, speaking of big events, December 15 and the 
Hotel Kenmore are the time and place for the club’s 
annual Christmas party. ...As in previous years there 
will be a good program of entertainment, a number of 
special prizes and, of course, a big turkey dinner. . 
The Boston Herald of October 10 contained a fine pic- 
ture of George Hayes, Thomas Groom & Company, a 
past president of the Boston Stationers Association... . 
The occasion was his election to the presidency of the 
National Exchange Club of Boston. ...Club members 
were grieved recently to learn of the death of W. G. 
Reynolds, general manager of the Reynolds Manufac- 
turing Company, Holyoke, Mass., whose passing brought 
an end to an illness of more than eighteen months... . 
Members are asked to pay special attention to a recent 
plea of Charles P. Garvin, general manager of the 
National Stationers Association, which appeared in an 
issue of his Washington News Letter. Mr. Garvin re- 
minds us that members of our industry in England 
report an urgent need of clothing of every description. 
Mr. Garvin reports that used clothing is as acceptable 
and over there they badly need such articles as hats, 
shoes, overcoats, dresses, suits, warm underwear and 
particularly sweaters. Bundles of such articles may 
be sent to Lou Obstfeld, Help England Drive, 200 Hud- 
son street, New York, N. Y., and will be dispatched 
immediately. ...At a recent meeting the club’s execu- 
tive committee voted to donate $25.00 to the United 
Service Organizations. 

The above news items were gleaned from the pages 
of the N. E. T. Club News, official organ of the New 
England Travelers Club. 
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Putting Facts at 
Fingertips with Sdsiindex VISIBLE FILES 


@Today, more than ever before, your customers need—and 
want—the advantages that only Postindex Visible Filescan 






















give them. Postindex tells at a glance what's going on— Flat Book 

where goods and orders are—and what needs to be done Cabinet 

about it... gives all vital information quickly and easily! Model 5 
Consider too, how Postindex advantages make it easy 


for you to sell. It is not a complex operation—your pres- 
ent sales force can understand and sell it easily with the 
organized sales material we supply. Postindex can be 
adapted to every record requirement; its exceptional 
features make that easy—Trunnion Wire form holder... 
pocket-type holders for single cards... four-page forms 
... hinge clips .. . and a combination of pocket-form 
and cards on hinge clips. 









Ps Stack Model 1 


We give you full help in working out submissions. And 
with Postindex—the most comprehensive range of visible 





wer 
binet filing equipment on the market—you have working and 
del 8 selling advantages that can’t be matched! Find out today 


why it's the ideal line for you to handle— your territory 

may still be open. Write to: POSTINDEX DIVISION, 

ART METAL CONSTRUCTION COMPANY, 
JAMESTOWN, N. Y. 
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SECRA-TYPE offers many fea- 
tures making for efficiency and 
reducing fatigue. 

& 


Cut off rounded corners of type- 
writer platform, giving greater 
access to stationery compart- 


ment. 
& 


New safety platform catch— 
eliminating the possibility of ac- 
cidentally dropping typewriter 


platform. 
& 


New and improved front sup- 
porting leg—dgiving extra room 
for operation. 

& 


Extra rigid platform supports 
further reducing vibration—and 
Michigan's Secra-Type Desk has 
always been known for its free- 
dom from the usual vibration 
found in other types of mechan- 


Newly designed attachment 
hardware, beautifully plated. 


All corners rounded to eliminate 
possibility of damage to opera- 
tor’s hose. 
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No. 152 S. T. 52 x 32” size 
TYPEWRITER DESK 


M | [; H | F A N again presents 
the Secra-Type Desk 


MICHIGAN'S many dealers now stocking SECRA-TYPE 
typewriter desks were reluctant at first, as we all are, 
to experiment with something different. 

But they now agree that the MICHIGAN SECRA-TYPE 
desk has proved to be one of the outstanding profit 
makers available to the dealer. Its many selling fea- 
tures include a variety of sizes even to a 36 inch length, 
all accommodating a standard size typewriter and pro- 
viding valuable additional space for storage. Its su- 
perior economy and convenience have been demon- 
strated in years of actual use by some of the largest 
companies in the United States. 

Place one of these fast sellers in your window—or 
on your floor, with typewriter, where your customers 
may try it. Many desks are sold just this way. 

Further particulars and literature gladly sent upon 


request. 





MILHIGAN UESh 


Company 





cnn No. 20 WASTE BASKET, size 1312 x 132, walnut or oak. 











MICHIGAN 
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W. A. METZGER 

One of the most promising careers in the typewriter 
industry came to an end on October 30 when William 
A. Metzger, portable division sales manager of the 
Royal Typewriter Company, Inc., died in an airplane 
crash near Moorehead, Minn. Mr. Metzger was in his 
thirty-ninth year and lived with his wife and two 
daughters at Plandome, L. I., New York. 

Associated with Royal for the past twenty-three 
years, Mr. Metzger was justly proud of one of the finest 





THE LATE W. A. METZGER 


records in that organization. He started with the com- 
pany as secretary to George Ed. Smith, when the latter 
was head of Royal. Some time later he went into sales 
promotion work, being made advertising manager in 
1925. 

The advent of the portable division gave Mr. Metzger 
his great opportunity to exercise some of his ideas in 
advertising, merchandising and developing the human 
interest in sales appeal. In 1934 he was appointed sales 
manager of the portable division, a position he held at 
the time of his tragic death. 

In a statement concerning the passing of Mr. Metz- 
ger, executives of the company said in part: 

“In his position as secretary to the company’s presi- 
dent, Mr. Metzger’s keen merchandising ability soon 
made itself evident and led to an appointment in the 
promotion department. He continued this steady up- 
ward progress to the position of sales promotion man- 
ager. 

“His brilliant achievements in advertising Royal’s 
standard and portable typewriters earned him much 
admiration and respect in the office equipment indus- 
try, and gave him experience which proved so invalu- 
able to him as portable sales manager. 

“His loss is mourned by a myriad of friends and ac- 
quaintances and those who knew him well will miss the 
good fellowship and warm friendship, the admirable 
characters which distinguished W. A. Metzger.” 


By friendship, integrity, perseverance and true mod- 
esty, Bill Metzger won the esteem of his fellow men. 
He was genuine and sincere and made personal friends 
of those he contacted from coast to coast. He worked 
untiringly throughout the years to serve the Royal 
Typewriter Company, its distributors, and the industry 
of which he was a part. To him the portable typewriter 
was a personal writing machine. He contributed defi- 
nitely to the pioneering of the use of the portable ma- 
chine in child education. He possessed a keen adver- 
tising and merchandising sense and was a showman 
of fine insight into human nature and its appeal. 
Though never robust, his physical trials were but prep- 
aration for his duties. These very difficulties stimulated 
him to greater effort. He never hesitated to make per- 
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Save 
Sulphite for Defense 
Sell DEFIANCE 


WHITE MANILA 


SCRATCH 


Manufactured of hard sized, 
white manila paper stock. 


Writes equally well with pencil 
or pen. 


Padded with our regular easy- 
tear especially prepared compo- 
sition binding. 


Made and stocked in all stand- 
ard sizes. 


Packed 25 lbs. to the carton. 


Send for Samples 
And Prices Today! 


MOHAWK TABLET CO. 


4343 S. Ashland Ave., 
CHICAGO, ILL. 
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Here is the most reliable source 
fo) MEI 00 0) ©) hiame Co) aE DUR o) blot-To tele Mm bol <- 
for every make and model of 
STENCIL DUPLICATING 
MACHINE. 


Get your 
sample of 
ey.V, [oe] 9) 3 
MADE 
inks now— 


and test it! 


Our 45 years’ experience in the 
pests tote e-Voitth a= Me) Me ibys) ter-Letete mel +) 
enables us to offer you the finest 


Fe) Cole |b Lei t=Mke) oh ¢-bhet-Vo) (ME teh au ss(-3¢—m 


Our PREMIUM INK is a high grade 
black ink that has the properties of 
Quick Drying and Minimum Penetra- 
tion into the paper. The finest ink made 


for first class stencil duplicating work. 


BULLETIN INK fills the need for a jet 
black ink where price is a factor. Ex- 


cellent results at a minimum of cost. 
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U 
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All inks manufactured under the personal 
supervision of Fred. B. Canode. 


WRITE TODAY FOR 
SAMPLES AND PRICES!! 


INK SPECIALTIES CO., INC. 
525 S. LAFLIN STREET CHICAGO, ILL. 


SATISFACTION GUARANTEED OR YOUR MONEY BACK 
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sonal sacrifice that others might benefit. His sudden 
passing is a great loss, yet, in contributing to the in- 
tegrity of the industry as he has, he created a monu- 
ment the passing years will not demolish. A monument 
of deeds and service. Our friends write their names in 
our album, but they do more, they help make us what 
we are. So long, Bill—CHE 
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JACK LENAHAN 
On Sunday evening, November 9, Jack Lenahan of 
the Wilson-Jones Company, succumbed to a heart at- 
tack. On the preceding Saturday, he had apparently 
been in the best of health. His sudden going was a 








THE LATE JACK LENAHAN 
shock to his associates and many friends in the in- 
dustry. 

Mr. Lenahan was born in Syracuse, N. Y., in 1875. 
At the age of twenty he came to Chicago and began 
a long and interesting career. From 1917 to 1925, he 
was connected with the bond department of the state’s 
attorney’s office. During the next five years he was 
associated with the bond department of the Madison- 
Kedzie State Bank. From 1930, until his death, he was 
a member of the Wilson-Jones Company staff and be- 
came widely known in the field. A pleasant and com- 
panionable gentleman, Jack Lenahan will be greatly 
missed by members of the industry in Chicago and the 
surrounding territory. 
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E. L. NELSON 

E. Lysle Nelson, district manager at Minneapolis, 
Minn., for The General Fireproofing Company, Youngs- 
town, Ohio, died November 1. He was in his forty- 
fourth year. 

Mr. Nelson was born June 28, 1897, in Homer City, 
Pa. He entered the metal office equipment industry 
in 1920 when he became a salesman for the All-Steel 
Equipment Company, then a G-F dealer in Pittsburgh 
Five years later he became a salesman in the General 
Fireproofing Minneapolis office, serving in that capac- 
ity until 1935 at which time he was appointed district 
manager. 

Mr. Nelson is survived by his widow, Mrs. Helen Nel- 
son, and one brother, Arthur. 
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A. W. MYATT 
Arthur W. Hyatt, president of the A. W. Hyatt Sta- 
tionery Manufacturing Company, Ltd., New Orleans, 
La., died last month at the Hotel Dieu after a long 
illness. He was in his forty-ninth year. He is survived 
by his widow, the former Miss Annie Sharp, a son and 
a daughter. 
Zi ale Shs 
4 4 4 
H. F. COLCORD 
Harvard F. Colcord, Manhattan office sales manager 
of the American Can Company, died last month at his 
Brooklyn, N. Y., home following an illness of several 
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I'M MADE OF CRITICAL MATERIALS 
THEY HAVE ALLOCATED ME 

TO HELP DEFENSE PRODUCTION 
AND PUT THE “Vv” IN VICTORY. . 


SO IF SHIPMENTS ARE DELAYED 
BE AS PATIENT AS CAN BE 

WE HAVE TO MAKE A SACRIFICE 
TO PUT THE “v” IN VICTORY. 
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\ curtailment of production of Bassick Casters and floor 
protection equipment for other than defense requirements 
has been necessary. The raw materials required are simply 
not available in sufficient quantities to keep stock on 
hand and make prompt deliveries of all items. 


We will continue to do everything we can to enable 
you to serve your customers with Bassick Products and 
hope that conditions will soon be such that we can ship 
your orders without the present unavoidable delays. 


THE BASSICK COMPANY - Bridgeport, Connecticut 


Division of the Stewart-Warner Corp., Chicago, Ill. 
Canadian Factory: Stewart-Warner-Alemite Corporation of Canada, Ltd., Belleville, Ontario 
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No. 2712 
27 DRAWERS 


= 
PRONTO UTILITY CABINETS 


Constructed of heavy gauge steel, electrically welded. Twenty- 
seven roomy drawers, designed for printed office forms, can- 
celled checks, catalogues, samples, tools and dies, letters. 
Olive green baked enamel finish. Plated card holders and 
handles. Adjustable steel drawer partitions available at slight 
additional cost. 


PRONTO FILE CORP., 349 Broadway, New York City 








No. 458 
1$475° 


Letter Size 





Green 
This new combination letter file and safety personal 
compartment keeps private papers really private. Swivel 
casters insure utmost portability. Reversible follow 
block permits use on either side of a desk. Privacy 
assured by locks for both compartments. Brushed brass 


handles 


SPECIFICATIONS No. 458 No. 459 
Letter Size Legal Size 
Height 30 inches 30 inches 
Upper compartment 12x101%4x24 15xl0%x24 
Lower compartment }2x11x24 15xtIx24 
In Olive Green (smooth or crinkle) 


Grained walnut and grained mahogany finishes, 
$2.50 additional 
Write for Catalog 
COLE STEEL EQUIPMENT CORP. 
: a 


349 BROADWAY, NEW YORK, N. 














PRONTO BLUE-PRINT CABINETS 





No. 4028.... $5 7@ 


Base 1414” high $7.75 extra 





8 drawer cabinet designed for safe keeping drawings, maps, 
tracings, art work and blueprints up to 24” x 35”. Heavy 
gauge furniture steel. Electrically welded throughout, Draw- 
ers glide smoothly and easily. A hood in the rear and a lift 
compressor in the front of each drawer keep prints and 
drawings in perfect order. 


PRONTO FILE CORPORATION 
NEW YORK CITY 





COLE STEEL TRANSFER CASE 





$550 
LETTER SIZE S 


Made of a high grade steel, 20 gauge front. Can be inter- 
locked and stacked as high as the ceiling. Not to be confused 
with low priced, light gauge steel transfer cases that have 
flooded the market. Olive green, baked enamel finish, brass 
plated card holder and solid steel handle. Electrically welded 
throughout. Cabinets equipped with locks $1.50 additional. 


No. CII5 
LEGAL SIZE 





No. C112 
LETTER SIZE 
12/2” x 10'/2” x 24” 15'/o” x 10'/>” x 24” 
$5.50 $6.50 


COLE STEEL EQUIPMENT CORP. 


NEW YORK CITY 
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months’ duration. He was in his fifty-seventh year 
and was well-known in the office equipment field due 
to his company’s manufacture of waste baskets. 

Mr. Colcord was a member of the Knickerbocker 
Field club and a former member of the Brooklyn 
Rotary club. He is survived by his widow, Mrs. Arline 
Colcord; two brothers, Walter R. Colcord, of Brooklyn, 
and Clifford Colcord, of Jersey City, N. J., and two Sis- 
ters, Mrs. Burnett Miller, of Ridgewood, N. J., and 
Mrs. Carlton Collins, of Shippan Point, Conn. 


t - & 
F. E. LYNCH 

Death brought an end to an illness of more than 
eighteen months with the passing, on November 1, of 
Frank E. Lynch, office supply department manager of 
the Johnston Press, Wichita, Kans. 

Mr. Lynch was born in Wichita on November 1, 1899, 
and spent practically his entire life in the stationery 

















THE LATE F. E. LYNCH 


and office equipment industry. He joined the Johnston 
organization in 1926, but prior to that was in business 
for himself, later giving up his firm to become asso- 
ciated with the Western Lithograph Company. 

In 1937 and 1938 he served with distinction as 
regional governor of the eighth district of the National 
Stationers Association. 

Mr. Lynch is survived by his widow, Mrs. Inez Lynch, 
and a son, Jack. 


+ 
MRS. SARAH BURGER 
Mrs. Sarah Burger, widow of the late Alexander 


Burger, first president of the Art Steel Company, died 
November 11 at her home, 225 West 106th street, New 
York City. 

Mrs. Burger, who was sixty-seven years of age, was 
prominent throughout the East because of her philan- 
thropic and civic activities. She was vice-president and 
director of the Harlem Hebrew day and night nursery, 
and a director of the Daughters of Jacob, vice-president 
of the Deborah Tubercular Relief Society and a director 
of the Women’s League of Beth David hospital. 

Born in Youngsville, Ohio, Mrs. Burger went to New 
York City thirty-seven years ago. 

She is survived by a daughter, Mrs. Anna B. Levy, 
New York; two sons, Joseph, of Brooklyn, and Arthur, 
of Mt. Vernon, and five grandchildren. 

+ - / 
A. C. WHITTEMORE 

Arby C. Whittemore, veteran of the Boston sta- 
tionery trade for sixty years, and treasurer of the 
Samuel Ward Manufacturing Company, died Novem- 
ber 4 after an illness of less than a week. He was in 
his eightieth year. 

Mr. Whittemore entered the employ of Ward & Gay, 
of Boston, in 1880, as a clerk in the accounting de- 
partment. On the retirement of Mr. Gay in 1905, the 
company name was changed to its present designa- 
tion and Mr. Whittemore was elected assistant treas- 
urer. He held this position with honor until Mr. Ward 
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1941 Has 


ine 


een 


A CAP == 


For you, Mr. Dealer, it has meant 
increased sales and profits be- 
cause of the upturn in business 
and the genuine sales effort on 
your part. 

For us, it has meant a sense of sat- 
isfaction in knowing our product 
is right and has been accepted by 
large and small dealers all over 
the U. S. 


For 1942, we pledge our continued 
and untiring efforts to maintain 
quality and build what we believe 
to be the finest in desk lamps. 


We shall do everything in our 
power to deserve your continued 
cooperation and support. 


ane 


It is our sincere wish that your 
Yuletide be bright and full of 
good cheer. 


MIDWEST Naturlite Co., 
440 N. Wells St., Chicago, Ill. 


Creators of 





THE CUSTOM QUALITY LINE 
OF DESK LIGHTING UNITS 
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GET READY FOR BETTER BUSINESS 
These days of busy industrial plants 
provide a golden opportunity for alert 
dealers. There is a vast market for the 
newer types of record-keeping equipment. 
Out of date inadequate systems will be 
replaced with modern efficient methods. 














VISIBLE RECORD BOOKS 


A range of Forms and Binders unap- 








proached by any manufacturer. Shift and 
| Non-Shift Binders—Forms for all types 


of records. 








r———STRIP ACCOUNTING SYSTEMS 


A new method for gathering reports, 


| 
i 
| 

| a _ ; : 

| data and figures intensely interesting to 
ae 
auditors. Peg Boards and Binder Equip- 
| 


ment, 








—————-SOCIAL SECURITY RECORDS—— 
A series of stock forms that will fit all 
needs. Visible Systems, Strip Forms. A 


vast potential market of unlimited scope. 





FORMS AND BINDERS 
In addition to all the standard numbers, 
Cesco offers many exclusive items—all 


with unusual sale appeal. 











Send for Complete Catalog 


Acquaint yourself with the new Cesco Line— 





send for Catalog today. Exclusive agencies 
available to established dealers. Details on 


request. 



































































































































The C-€- SHEPPARD CO. 


** 44-07 21: Street.> LONG ISLAND CITY, N.Ys<« 
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passed away in 1918 whereupon the important position 
of treasurer was given to Mr. Whittemore, and he as- 
sumed full charge of the accounting departments of 
Ward and its affiliated companies. 

His last public appearance came when on October 6 
he attended an anniversary luncheon tendered Walter 
F. Cushing of Adams, Cushing & Foster, by a group of 
business associates and friends. At this gathering Mr. 
Cushing lauded Mr. Whittemore as an expert in his 
chosen profession and a “co-veteran whose fellowship 
I greatly enjoy.” 

Mr. Whittemore was a member of the Episcopalian 
church, the Boston City club and the Sons of the 
American Revolution. 


He ok of 
T. B. CLARK 


Thomas Benedict Clark, a defense coordinator at 
Washington, D. C., for Remington Rand Inc., died 
November 11 in the Cavalier hotel, Washington. He 
was in his forty-seventh year and resided at Hasbrouck 
Heights, N. J. 

Mr. Clark was born in East Boston, Mass. During 
the World War I he was a representative of the Western 
Union Telegraph Company in Washington. 

He is survived by a widow, Dorothy W.; a daughter, 
Dorothea; three sons, Thomas, Crandon and Byron 
Clark, all of Hasbrouck Heights, and a brother and two 
sisters, Harry and Lucile Clark, and Mrs. Lewis Hol- 
lander, all of Long Island. 

ok ob 


4 a 
R. S. RICHARDS 

Ralph S. Richards, formerly a department manager 
for the Lowman & Hanford Company, Seattle, for a 
number of years, died last month at the Union 
Printers’ Home, Colorado Springs, Colo. He was in his 
sixty-sixth year. 

Mr. Richards lived in Seattle with his family, but 
some months ago developed failing health and went 
to the Colorado Springs institution for treatment. He 
is survived by a son and a daughter, two sisters and 
two grandchildren.—CML 
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W. J. CARTER 

William Joseph Carter, of Fort Smith, Ark., and the 
father of two men connected with the Underwood 
Elliott Fisher Company, died last month at the age of 
sixty-four years. Among those who journeyed to Fort 
Smith for the funeral were H. J. Carter and F. A. Car- 
ter, who are connected with UEF offices in St. Paul, 
Minn., and Beaumont, Tex., respectively. 

*—- 
MARTIN OPENS OWN BUSINESS IN JACKSONVILLE 

George W. Martin, formerly co-owner of the Wilker- 
son-Martin Company, has recently opened an office 
supply and equipment business of his own at 1052 
Hendricks avenue, Jacksonville, Fla. The new firm is 
named the Martin Office Equipment Company. 

Mr. Martin sold his interests in his previous com- 
pany to his business associates last August. Since that 
time he has been searching for a desirable location 
for his new enterprise until settling on the Hendricks 
avenue property. 

RI 

PECK OPENS RETAIL STORE IN SPRINGFIELD 

The Springfield Stationery Company, Springfield, 
Ill., has recently opened a retail store at the corner 
of Third and Adams street, after having occupied 
space in an office building for some time. The busi- 
ness is owned and operated by Jesse A. Peck, formerly 
connected with Horder’s, Inc., Chicago, and is carrying 
a complete line of office supplies, furniture and equip- 
ment including Corry-Jamestown steel! files and desks, 
Oxford filing supplies and indexes, Wilson-Jones loose 
leaf forms and binders and Old Town ribbons and 
carbons. 
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CROSS YOUR OWN DELAWARE—WIN in ‘41-'42 with SHEAFFER’S! 


HERE'S THE WHOLE XMAS BALL 0° WAX 


Think of this: SOME of your companies 
advertise. SOME raise a big yelp at 
Christmas. SOME play to men, some to 
women, some to U. S. service people. 
BUT SHEAFFER PLAYS THE WHOLE 
FIELD, ALL YEAR THROUGH with a 
triple gift appeal—masculine, feminine 
and military—with special packaging to 
intensify each appeal and make your 


window more productive. 


NOW’S YOUR CHANCE— 
BUT — ACT QUICKLY! 


Some of our good dealers will be caught 
short this Xmas. The Sheaffer advertis- 


Chricstmakr ge 


HEAFFER'S 7 im 


ing and merchandising results are piling 
up—most likely you've already received 
your powerful window display tie-up— 
but—it’s no use unless you have the 
stock! 


Order what you feel you'll need, NOW! 
Tie into the day-long, year-long Sheaffer 
promotion by putting Sheaffer in your 
window and have an ample Sheaffer 
stock ready! 


x x x 


W. A. SHEAFFER PEN CO. 


Fort Madison, lowa 
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‘Asmithigoon — 


UUnice the urgency of the Defense Program has necessitated drastic curtailment 
of our normal dealer service, one phase of it is still zealously maintained In a far 
corner of our plant, behind closed doors, the relentless search for new and better 
ways to build STEEL-AGE office equipment continues. 





LWe are determined that when this period of emergency is past, our dealers will 
be able to offer their customers an even finer and more efficient line of STEEL-AGE 
equipment for the modern office. Until then, we feel confident that you will bear 
with us. We want your business, and will do our best to serve you as promptly and 


completely as the limitations of the present situation permit. 











Just a suggestion: The Defense Program requires filing facilities for vital plans 
and drawings—STEEL-AGE Plan Drawer Units are particularly fitted to fill this need. 
Our folder C-21 describes these units. Would you like a copy? 


CORRY-JAMESTOWN MANUFACTURING CORPORATION ¢ Corry, Pa. 
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NORMAN HANNA TRANSFERRED TO HANO HOME 
OFFICES 

Norman L. Hanna, sales promotion manager of the 

Philip Hano Company, Inc., formerly stationed at In- 








NORMAN L. HANNA 





dianapolis, last month was transferred to the firm’s 
home offices in Holyoke, Mass. 

For the past two years Mr. Hanna has spent most of 
his time on the road, arranging sales meetings and 
displays for Hano dealers as well as assisting dealer 
salesmen in the field. At Holyoke he will be responsi- 
ble for coordinating the promotion and advertising 
activities of the company in the sale of Hano litho- 
graphed continuous forms. 

The announcement of the new set-up was made by 
Mr. Hanna’s father, L. R. Hanna, who is general man- 
ager of the Hano dealer division. 
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GITS 


PLASTIC 
PRODUCTS 
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COVER OF THE GITS MOLDING CORPORATION NEW CAT- 
ALOGUE DESCRIBED IN THE NOVEMBER ISSUE. 
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SHOEMAKER SELLS WILMINGTON BUSINESS 
O. H. Shoemaker, owner of an office furniture, sup- 
plies and stationery house at 6 and 8 North Front 
street, Wilmington, N. C., last month announced the 
purchase of the business by E. W. Carr and Associates. 
The new owners will conduct the same business in the 
same location and will operate under the name of 


“Shoemakers.” 
—— 2 


HIGH-SPEED PRESS AIDS OLD TOWN OUTPUT 

As a means of facilitating service to dealers, dis- 
tributors and customers, the Old Town’ Ribbon & Car- 
bon Company, Brooklyn, N. Y., last month added a 
new, high-speed automatic press to the battery oper- 
ating in the printing department. The new unit effi- 
ciently produces 3000 impressions per hour 
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USINESS depends upon ideas—continuous mental 


production lines to control and direct today’s 


complex business. 


To help these ideas into action—to help accom- 
plish all the hereulean tasks of planning and pro- 
businessmen rely 


thousands of progressive 


It is the modern method of getting 


ducing 
on Dictaphone. 


things done when they should be done. 


With 


without requiring the presence of a secretary. 


Dictaphone you can dictate whenever you 
wish 
She’s free to do other important work for you and 


protect you from interruptions. 


You simply talk your memos, orders, specifications, 


letters or instructions to your Dictaphone. Your 


words are engraved on a revolving cylinder which 
your secretary later places on her Dictaphone trans- 
cribing machine. She hears your voice reproduced 


clearly, and types as she listens. 


business executive can benefit from using 


Why not accept our offer 


Every 
the Dictaphone method. 
and try this modern dictating machine for yourself? 


No cost or obligation—just send in the coupon today. 
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Cameo Model Dictating Machine Cameo Model Transcribing Machine 


These machines are also available in Cameo, Cameo Junior, 


and Progress Cabinets. 








DICTAPHONE map: 


120 Lexington Ave., N. Y. C. 
&6§ Richmond St., W., Toronto 
Expects Every Man To 


DICTAPHONE CORPORATION 
In Canada: Dictaphone Corp. Ltd 
Please send me free copy of ‘‘Business 
Do His Duty.” 
I should like to try Dictaphone in my own office without cost 


or obligation. 
Name 


Company 





Address 








rd DICTAPHONI e Re tered Trade-Mark f Dictaphone Corporation, 
dicta r Mac ‘ \ s to which said Trade-Mark is Applied 
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Above 
Chair 


Look Under the Seat 


for EXTRA SALES VALUE 


Johnson 














Port Washington 
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BOLENS: 








CHAIR ACTION 


SYNCRO-TILT Chair Irons are the most important operating 
part—and the most powerful sales feature—on many popular- 
selling Posture Chairs. Once you see how the SYNCRO-TILT 
works you'll recognize why it’s one of the Industry's greatest 
contributions to office working efficiency—and CHAIR SALES! 


5-Way Adjustment. Synchronized Action... SYNCRO- 
TILT Chair Irons provide FIVE Adjustments—every possible 
adjustment to fit the chair to the occupant. And its SYNCHRON- 
IZED movement offers the last word in comfort-engineering 
form-fitting body support in working position, and complete 
relaxation and freedom from fatigue. Prevents up-and-down 
rub of the back pad, and uncomfortable restriction of blood 
circulation at the knees 


% Dealers! % Manufacturers! 
Write now for BOLENS SYN 
—— CRO.-TILT Chair Iron Catalog 
Check this important Sales Put SYNCRO-TILT to work 


selling YOUR Chairs! 


Feature on YOUR Chair Lines. 


DOLE PRODUCTS COMPANY 


Modern Chair Irons for all types of Office Chairs and Stools 


Vi ityeeletiiy 
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GREAT LAKES TRAVELERS NOTES 

The annual Christmas party of the Great Lakes 
Travelers Club will be held in the Lamaya room of 
the Hotel Sherman, Chicago, Tuesday noon, December 
16. This affair, one of the most important in the 
club’s calendar, always is well attended by members 
and by such dealers as are able to be present. 

As usual, every member and every guest is requested 
to bring a gift to cost not more than fifty cents. These 
zifts will be put into bags provided for the purpose 
at the door and distributed after the luncheon by some 
officer of the club or member of the committee who 
will serve as Santa Claus for the occasion. 

Under the leadership of Chairman Hy Linden of 
Ace Fastener Corporation, a well rounded program has 
been worked out. It includes a good meal and good 
entertainment. In addition to the members, all Chi- 
cago Stationers and dealers elsewhere in the district 
who might find it convenient to be in Chicago at that 
time are invited. 

* + * 

Because of the special dates selected for the Christ- 
mas party to be held on the sixteenth and the annual 
election of officers to be held on the thirtieth, the 
rezular Friday meetings which ordinarily would be 
held December 19 and 26 will be cancelled. After the 
first of the year it is presumed that the regular sched- 
ule will be followed providing for a luncheon meeting 
every Friday at Hotel Sherman, Chicago, the last 
meeting of each month to be a business meeting. 


* * * 


November 7 turned out to be dealer day for Great 
Lakes Travelers. Among the welcome guests were H. S. 


| Jacquin of Jacquin & Company, Peoria, president, Illi- 


nois Booksellers and Stationers Association; A. J. 
Markelz, The Book Shop, Joliet, governor District No. 
6; Sid Glueck, General Office Supplies, Cleveland; and 
Bill Schuster and C. H. Geppert, Schuster & Ward, 
Chicago. Mr. Schuster, a charter member, also is an 
honorary member of the club. 


* * * 


Erle Steinbeck, long an active member of Great 
Lakes Travelers Club, has organized a new business 
known as Erle W. Steinbeck & Associates, with offices 
in the Merchandise Mart, Chicago. He is offering to 
the trade a line of stationery specialties under the 
trade name “Classic.” It includes recipe books, per- 
sonal files, stationery chests, desk pads, letter trays, 
work distributors and related items. The line is an- 
nounced for 1942 business. 


* * * 


Gordon Kickels passed around the Perfectos at the 
November 21 luncheon. The explanation was a new 
young lady in the Kickels family born just the day 
before at the Washington Boulevard hospital in Chi- 
cago. Gordon was wreathed in smiles, indicating that 
all was well. 

*—-¢ —— 
CANADIAN JUNIOR STATIONERS 
PLAN INTENSIFIED YEAR 

Prompted by the success which met its initial meet- 
ing at Merritton, Ont., last September, the Junior 
Stationers Guild of Canada is planning an active and 
useful series of meetings for 1942. 

The organization began its career in an enthusiastic 
way when it counted forty-three members present for 
the first meeting which, incidentally, was in the form 
of a long motor trip to one of Canada’s largest plants. 
This was described in the November issue of OFFICE 
APPLIANCES. 

In addition to planning meetings which will be both 
educational and stimulating, the guild will do every- 
thing possible to instill into its membership the ut- 
most necessity for giving full support to its country 
and backing to the limit Canada’s part in the present 
conflict. 
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I 0 0 l S$ Everywhere throughout American industry, figure work is 


on the increase, keeping pace with increased production—and Monroe machines 
are essential tools in speeding up these figures. Now more than ever, “Business 
depends on Monroe for figures:” on the simple, flexible, fast, Monroe ma- 
chines for every type of figure work: and on the nation-wide Monroe Service 
Organization that assures you uninterrupted figure production. This service 
is at your disposal: call the nearest Monroe office, or write to the Monroe 


Calculating Machine Company, Inc., Orange, New Jersey. 


MONROE 


MACHINES FOR CALCULATING, ADDING, 
BOOKKEEPING, CHECK WRITING 





Be eee ees 
sol . a ame : 5 
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Monroe Adding-Calculator, Model AA-1. New in design, speed and range of performance. Every opera- 
tion fully automatic. Does “‘Split-Second” automatic multiplication negatively as well as positively. 
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PRONTO FILES 
SAVE STEEL 
FOR DEFENSE 


SELL PRONTO CHECK SIZE 
FIBREBOARD FILES 


Steel is the need of the hour. It behooves 
every red blooded American to use every 
possible substitute for steel. 




















STEEL SLIDING 
FOLLOW BLOCKS 


sae 


MADE FOR 
ANY SIZE 
Fit 





PRONTO Files, made of 275 lb. test corru- 
gated board reinforced with steel, are worthy 
substitutes. They have been O.K.’d by 
thousands of concerns who have used them 
for many years——used them for all filing and 
storing purposes. 






$1.65 
Carton Price 







LETTER SIZE 
No. 1210L 









PRONTO Files are constructed so they can 
be interlocked into solid batteries. 


When PRONTO Files are used all records 
are readily available. No juggling of heavy 
cartons necessary. Every drawer in the stack 
is easy to get at. 


PRONTO Files come in Grained walnut as 
well as olive green to match present office 


installations. $2.50 


Carton Price 


Sell PRONTO Fibre Board FILES and help 


save steel now. 


LEGAL SIZE 
No. 1510L 
A Size for Every Record 


FREIGHT BILLS SALES CHECKS CLAIMS 
CHARGE SLIPS 5 x 8 CARDS RECEIPTS 
JOB TICKETS 4 x 6 CARDS METER STUBS 


PRONTO 


FILE CORPORATION | sexraer ess 


349 BROADWAY, NEW YORK $1.75 7 





$3.00 
Carton 
Price 








Prices in Denver and West of the Rockies 20% Higher 
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DEALER TELLS GOOD XMAS ADVERTISING 
PROMOTION FOR STORE 

The Stemp Typewriter Company, Madison, Wis., has 
experienced considerable profit from a unique classi- 
fied advertising campaign which it uses around the 
Yuletide season together with other merchants of the 
town. In order to win a cash prize an entrant is 
obliged to read ali the classified advertisements in a 
local newspaper and then write a letter of fifty words 
telling which advertisements of five selected firms ap- 
pealed most to the reader. These special advertise- 
ments were scattered throughout the classified section, 
thereby obliging the contestant to read the entire 
department.—NPS 
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THIS IS THE STORE THAT RUSTY RUNS.—"Rusty” Reynolds, 
for twenty-five years connected with the American Writing 
Machine Company, has opened a store of his own in Los 
Angeles, close to Hollywood and Beverly Hills. His office 
machine establishment occupies half of the unique structure 
shown here. Mr. Reynolds’ acquisition of the store was re- 
ported in the November issue through J. Edw. Tufft’s “Seen 
and Heard in Southern California” column. 
*—- 
N. ¥. JOURNAL OF COMMERCE ANNOUNCES 
TWO NEW DEFENSE HANDBOOKS 

Two important defense handbooks, one summarizing 
all price and priority regulations to date and the other 
listing every product subject to export control, have 
just been published by the N. Y. Journal of Commerce. 

All government and voluntary price controls and 
priorities are brought up to date in the Price and 
Priority Digest. In addition to giving the status of 
nearly 200 commodities and commodity groups, pros- 
pects for civilian allotments are also reviewed for 
quick reference on part of the purchasing executive. 

The new edition of the Export Control List includes 
thirty-two pages of product listings with all licensing 
and destination symbols posted next to each item. It 
is the fifth revision of what has become recognized as 
an authentic export guide. 

Both supplements have been published in handy 
tabloid form and may be had at ten cents each from 
The N. Y. Journal of Commerce, 63 Park row, New 
York. A limited supply of O.P.M. and O.P.A. order 
texts, as published in the columns of the journal, is 
aiso available at the same price. 

a? 
“PEN TIPS ON CARTOQNING” BOOK ISSUED 
BY HUNT PEN COMPANY 

The C. Howard Hunt Pen Company, Camden, N. J., 
has recently published an interesting book entitled 
“Pen Tips in Cartooning.” It was written by the firm’s 
advertising chief, Charles Stoner, and sells for twenty- 
five cents. 

The book, which deals with general cartooning and 
contains several pages on animal cartoons, is accom- 
panied by a complete cartoon set, selling for one dol- 
lar. This includes a card of the various Speedball 
drawing pens and penholders used by famous cartoon- 
ists, and a bottle of India ink. 

The entire unit represents a clever novelty or 
item for the trade. 
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Our Queen Anne suite blends effectively with the dignity of 
the office of Mr. Maurice J. Sullivan, President of American 


Can Company. 


Wholesale Office Furniture Division 


Wad SLOANE 


FIFTH AVENUE +» NEW YORK 
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. The Greatest 


FACTORY CHAIR 


on the market is the 


UHL STEEL & 


Industrial 
Posture Chair 











No. 8150 





with wood seat and back rest 


It was not designed for the office or home, 


but was built especially for FACTORY use. 
Choice of 10 different heights with 3” 
adjustment on each. 


Mr. Dealer: Why not step out of your 
character as an office furniture merchant 
and contact any factory in your vicinity 
which may have government defense con- 


tracts. 

This is the opportune time for you to pick 
up some sizable orders for the UHL Steel 
Industrial Posture Chair. 


Ask for more details 


Jee TOLEDO 


Metal Furniture Co. 
1732 Hastings St. Toledo, Ohio 
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OFFICE SUPPLIES DEALERS TO BE INSPECTED 
FOR WAGE-HOUR COMPLIANCE 

Inspection of all dealers in stationery and office sup- 
plies will be resumed by the Wage and Hour Division, 
U. S. Department of Labor, in January to ascertain 
compliance under the Fair Labor Standards Act. Sta- 
tionery and office supplies establishments are among 
the group of businesses whose transactions generally 
are the type which must be measured on a volume basis 
to determine whether they are exempt under the law 
as retail or covered as non-retail. 

As was announced at the time of issuance of its 
revised Interpretative Bulletin No. 6, last June, the 
Division has instructed its inspectors to examine the 
records of these establishments upon the total dollar 
volume of sales at the close of the six months’ period 
which began July 1, 1941. Routine inspections of the 
establishments were discontinued for the period. 

While the law exempts from the wage hour provi- 
sions employees engaged in any retail or service estab- 
lishment which does more than fifty per cent of its 
business in the state of its location, employees of most 
other distributional establishments are subject to the 
provisions of the law calling for a thirty-cents-per- 
hour minimum wage and overtime pay of at least one 
and one-half times their regular hourly rate of pay for 
work beyond forty hours per week. 

However, the Division will not regard any Selling 
establishment as a retail one unless at least seventy- 
five per cent of its sales during the six months’ period 
were of a retail nature. Therefore, where it is found 
that wholesale, commercial and industrial sales, non- 
retail in character, amount to more than twenty-five 
per cent of the total dollar volume of all sales, the 
minimum wage and forty-hour week provisions of the 
law must have been observed for employees engaged 
in such transactions. 

Under its broadened concept of “retail trade,” as 
described in the Bulletin, the Division will regard some 
sales to industrial or commercial purchasers as retail 
in determining the status of an establishment under 
the ‘‘Wage-Hour” law. However, these sales must be of 
articles commonly sold both to business and private 
purchasers, and must be sold in a quantity or at a price 
Similar to the quantity or price involved in sales to 
private purchasers. 

It is pointed out by the Division that the first re- 
quirement of a retail establishment is that it have 
retail characteristics. These, as listed in the Bulletin, 
include numerous small sales, a regular patronage by 
the consuming public and the sale of goods for direct 
consumption, not for resale or redistribution in any 
form. 

Retail Definitions 


In its special reference to dealers in stationery and 
office supplies, the Bulletin holds that, like sales to the 
general consuming public, it will regard as retail sales 
similar sales of supplies to business, commercial, and 
institutional purchasers, if the quantities of goods sold 
to such purchasers or the prices charged are similar to 
the quantities and prices involved in sales to the gen- 
eral consuming public. But when sales to the latter 
type of purchasers involve discounts from the regular 
retail price and consist of quantities materially in 
excess of quantities normally purchased by the general 
consuming public, the sales are not considered retail, 
and if such sales in addition to sales for resale purposes 
and sales of goods not used by the general consuming 
public exceed twenty-five per cent of its total dollar 
volume the establishment will not be considered retail. 
Sales of goods as a result of competitive bidding nor- 
mally would come in the category of non-retail trans- 
actions. 

Among goods not normally purchased by the general 
consuming public, would be general accounting record 
systems, dictating machines, adding and calculating 
machines, and the like. Sales of such goods are made 
almost exclusively to institutional, commercial or in- 
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DEALERS CAN’T BE WRONG! 






EIGHT REASONS WHY 


Adding Machine Dealers like to do business with Remington Rand 






The name Remington Rand on a Portable Adding Machine is, to the man 
| who buys from you, a nationally accepted guarantee of solid quality and de- 
pendable service. 





Every authorized Remington Rand dealer is the kind of man you like to do 
business with: a 5 ge businessman with a successful, well-established 
place of business. We will not knowingly sell to any other kind of dealer. 






feature “step-up” from model to model—right in retail price “step-up”, too 











The line has a// the features your customers want most: a practical, 7-column 
capacity—direct subtraction—multiplication—credit balance —wide carriage 
... features usually found only on higher-priced machines. 





3 The Remington Rand line is complete: eleven rugged machines— right in 





board— identical for all sty es and capacities. You need not tie u your 
capital by stocking duplicate machines to show both types of keyboards. 






& Every new machine you sell carries a warranty covering defective materials 
and workmanship for a full year after your customer buys it from you—the 
best possible proof of our belief that these machines are finest on the market. 






You can make time-payment sales to your customers, and Remington Rand 
7 will handle the paper for you— without red tape. Full commissions, in 
accord with our standard policy, will be paid you promptly. 






The Remington Rand line is priced right...a retail price that your customers 
know is a bargain—a discount that gives you a handsome profit on every 
deal—a cost price that represents a fair profit to us. 
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WE CAN’T MAKE PLANES 
TANKS OR GUNS 


Ours is the less spectacular 
but one of the necessary jobs 
which speed defense. 


TRADE MARK 


TRANSFILE FILES 
Look and act like the 
regular all-steel files 


—yet— 


they are made of fibre 
reinforced by steel 





—and— 
enable management to carry-on 


and help SAVE STEEL for defense. 


GUIDE SYSTEM & SUPPLY CO. 
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dustrial users, and are not regarded as retail trans- 
actions within the meaning of the law. 

Plants, such as printing, engraving, bookbinding, die 
stamping, and the like, which often are operated in 
conjunction with stationery and office supply stores, 
are covered by the law if there is reason to believe that 
the products will move in interstate commerce. How- 
ever, it is possible to obtain exemption for employees 
of the retail store of a firm which operates such plants, 
provided segregation of the retail portion of the busi- 
ness, aS defined by the Division, is distinct from the 


non-retail. 
—— a - 


SAN ANTONIO TRADE JOTTINGS 


Numerous additions to the staffs of the stationers 
of this city have been made during the past month, 
due to increased business. At the Paul Anderson Com- 
pany, a new social stationery department has been 
created with Mrs. Ruth Rossman in charge, and Mrs. 
Mary Hopkins has joined the sales in stationery and 
office supplies. .. . William F. McBrearty, stationery 
salesman for this firm, is receiving congratulations on 
the 8-point buck brought in shortly after the deer 
season opened. ... And Paul Anderson, who heads 
the company that bears his name, is back at his desk 
full time after serving on the last session of the Fed- 
eral grand jury. ... This firm has added a Kingsley 
stamping machine to its equipment for imprinting 
names on leather, fountain pens, stationery, etc.... 
At Maverick-Clarke, Mrs. Doris Klokau and Ralph 
Sibley have joined the sales staff of general office 
supplies, while Miss Doris Tubb and Gloria Inbau have 
become salesladies in the social stationery department. 
This latter department has shown some good gains 
in sales during recent months. ...At The Clegg Com- 
pany, Don Dewyer has joined the sales staff, succeed- 
ing Jimmie Brown, who resigned to accept another 
position. ... The local branch of Remington Rand Inc., 
reports the appointment of Rocha Typewriter Com- 
pany in Laredo, and the White Typewriter Company 
in San Marcos, as local agents for Remington type- 
writers. . . . Miss Elizabeth Hickman has been added 
to the office staff of L. C. Smith & Corona Type- 
writers, Inc., to help out during the current rush... . 
J. Andrew Smith of J. Andrew Smith Company was 
one of four members of the San Antonio Lions’ Club 
to appear on the initial program of a Put and Take 
quiz, broadcast over KTSA of this city. He also took 
part in a play sponsored recently by The Little Theater, 
“The Male Animal.” ...M. C. Allen, Central Type- 
writer Company, has purchased a ranch of some 300 
acres in the vicinity of Blanco. ... Ray Howard, repre- 
sentative for Esterbrook Pen Company, was in the city 
this month renewing acquaintances and calling on 
the trade. He reports business as very good.—BCR 

- oa « — 
BAUMAN COMPANY ACQUIRES TANNER OFFICE 
EQUIPMENT FIRM 


The Bauman Office Equipment Company, which was 
launched last March by Ralph Bauman and Forrest 
Beal, in Wichita, Kans., last month made a consider- 
able expansion by purchasing the Tanner Office Sup- 
ply Company of the same city. 

As soon as the deal was completed Mr. Bauman an- 
nounced that he will merge the stocks of both organ- 
izations and, while retaining the name uf his own firm, 
will use the Tanner location at 122 North Main street. 
Mr. Bauman said in part: 

“We are completely redecorating the store and with 
the combining of the two stocks will have one of the 
largest office supply houses in the southwest.” 

An interesting feature of the merging of the two 
firms was the discovery in the Tanner stock of an 
ancient safe which, investigation disclosed, was orig- 
inally owned by “Buffalo Bill’ Mathewson, a pioneer of 
and the first businessman in Wichita. The odd title 
which Mr. Mathewson carried was given him by early 
settlers in the Wichita area, many of whom claimed 








SEASON’S 
GREETINGS 


During this period 
of exceptional stress, 
the concentrated at- 
tention of our entire 
organization is di- 
rected to the prob- 
lem of how best to 
serve our trade. 


No effort will be 
spared to the end 
that we might evi- 
dence, in concrete 
fashion, thru these 
hectic days, our keen 
appreciation of the 
loyal support we 
have always re- 
ceived from our 
dealers thruout the 
country. 


MANUFACTURING 
COMPANY 


900 E. 95th St. 








Chicago, Ill. 
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NOW YOU 
DON’T! 


QUITE A eee 
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For quicker filing and 
finding learn about 


Wabash Natural System 


THE WABASH CABINET CO. 
WABASH, INDIANA 
The line that's sold only through dealers. 
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THE WABASH CABINET COMPANY 

143 E. WATER STREET, WABASH, INDIANA 

Rush our special presentation of The Wabash Line—a vol- 
ume that will help us to bigger profits! Is an exclusive | 
sales franchise available? 


Name | 


Address | 
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Mr. Mathewson was the original Buffalo Bill. The safe, 
which is said to have cost its first owner $1800, has 
been donated by Messrs. Bauman and Beal to the 
Sedgwick County Historical Society, where it has been 
given a place of honor as a memento of the city’s pio- 
neer days. 
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TYPEWRITER MANUFACTURERS EXPORT 
ASSOCIATION FORMED 

The Typewriter Manufacturers Export Association 
has filed papers under the Export Trade Act (Webb- 
Pomerene law) with the Federal Trade Commission, 
for exporting new typewriters. The association will 
maintain offices at 1611 Forty-fourth street, N. W., 
Washington, D. C. 

Officers are: Warren L. Hoagland, chairman; Joseph 
L. Ryan, vice-chairman, and Eric T. King, secretary- 
treasurer. Members are: Remington Rand Inc., Buf- 
falo, N. Y.; Royal Typewriter Company, Inc., New 
York; Underwood Elliott Fisher Company, New York, 
and L. C. Smith & Corona Typewriters, Inc., Syracuse, 
N.Y. 

The Export Trade Act provides that nothing con- 
tained in the Sherman Act shall be construed as de- 
claring to be illegal a combination or “association” 
entered into for the sole purpose of engaging in 
export trade and actually engaged solely in such ex- 
port trade, provided there be no restraint of trade 
within the United States, or restraint of the export 
trade of any domestic competitor; and with the further 
prohibition of any agreement, understanding, con- 
spiracy or act which shall artificially or intentionally 
enhance or depress prices within the United States, 
substantially lessen competition or otherwise restrain 
trade therein. 

© 
McNELLAN TAKES UEF AKRON BRANCH 

Ambrose J. McNellan, formerly assistant manager at 
the Underwood Elliott Fisher Company’s Cleveland 
office, last month was appointed branch manager at 








A. J. McCNELLAN 


Akron, where the office is located at 109 East Market 


street. 


Mr. McNellan has been connected with UEF for the 
past thirteen years, having started with the Cleveland 
office as a sales representative in 1928. Hard work as 
well as an excellent sales record brought him the job 
of assistant manager there, a position he held until his 
new promotion was announced. 


i ae —_—_— 


CENTRAL TYPEWRITER AGAIN EXPANDS 
When the headquarters for the Central Typewriter 
Company of San Antonio, Tex., were moved this month 
to larger and better quarters at 313 West Commerce 
street in that city, it marked another milestone in the 
business career of a young man who, through per- 
sonal initiative and perseverance, has built up a busi- 
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ALL LARGE GOVERNMENT 
PROJECTS NEED 
AUTOMATIC TARIFF FILES 


3 DRAWER TARIFF FILE 


AUTOMATIC TARIFF 
FILES ARE MADE: 


4 DRAWERS HIGH. 
3 DRAWERS HIGH. 
2 DRAWERS HIGH. 


Caster Base can be had on 
2 Drawer Files. 





EXPANDING TARIFF DRAWER 





TRAFFIC 





MEN GET A “KICK” 


—OUT OF FINDING A TARIFF IN AN AUTO- 
MATIC TARIFF FILE BECAUSE— 


IT'S EASY. The drawer is EXPANDED like 
a book—and stays—giving 9 inches of EX- 
TRA reference space. No gadgets—no 
latches—just part the tariffs at the point of 
reference. 

IT'S FAST. Entire cover of tariff wanted is 
visible—no matter how full the drawer. Tariffs 
are quickly removed and accurately replaced. 


AUTOMATIC Tariff files reduce shipping costs. 
Modern shipping demands this economy. 


TARIFF DESK 





17 FEET OF 
SOLID TARIFFS 


—Within Arm’s Reach! 


THE AUTOMATIC TARIFF FILING 
DESK PERMITS reading of entire cov- 
er of every tariff in all drawers from a 


seated position. 


THE EXCLUSIVE EXPANDING AND 
COMPRESSING DRAWER GIVES a 
9 inch "V" opening even to the full 
tariff drawer when in use and protects 


the contents when closed. 


“Only AUTOMATIC gives Expansion and Compression” 


AUTOMATIC FILE & INDEX CO. 


629 WEST WASHINGTON BLVD. 


DEPT. A89 


CHICAGO, ILLINOIS 
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ness from a small, uncertain start, to one that is a 
leader in its class. 

Twelve years ago, with a capital of less than $125, 
M. R. Allen, owner of this company, established an 
office in a local office building, renting three machines 
so as to have something to show, and starting out 
after such repair business as was available in a highly 
competitive field. Through hard work and persever- 
ance, he completed enough repair work so as to buy 
six machines. 

Five years later, when the property was purchased 
and plans announced for tearing down the building 
to make room for the new S. H. Kress store, Mr. Allen 
moved his business in with a printing plant on Losoya 
street, remaining here for two years when he moved 
into a store space at Losoya and Crockett streets. He 
remained here, constantly building up the business, 
until moving to his present location. 

In this new store arrangements have been com- 
pleted for a larger and better display of typewriters, 
and at the same time the service department has been 
enlarged. The personnel now, in addition to Mr. and 
Mrs. Allen, consists of Mrs. Gladys Moody, who is in 
charge of rentals and stock records; Duke Wayne, out- 
side salesman, and the service manager and four repair 
men.—BCR 


oe 


“THE GREATER ST. LOUIS” 


Through the good offices of our old friend, the 
Blackwell Wielandy Company, this journal has re- 
cently received a copy of the November 9 St. Louis 
Globe-Democrat which contains a special, 140-page 
section entitled “The Greater St. Louis.” 

Divided into three departments, the special section 
makes full use of photographs and the printed word 
to present an unusually interesting historical picture 
of the thriving Missouri city. It tells the story of St. 
Louis from its earliest days to the present time with 
several “before-and-after” illustrations to emphasize 
the vast differences of the city of yesteryear and of 
today. 

The city’s river front, its churches, hospitals, parks, 
highways, indoor and outdoor entertainment centers 
all have their turn in the presentation. Another part 
tells the industrial and business activities while yet 
another contains the story of St. Louis as one of the 
foremost sport centers of the United States. 

Several stationery and office supply firms in St. Louis 
are presented as part of the special section. Included 
are the Blackwell Wielandy Company and the S. G. 
Adams Company. Others which appear in a depart- 
ment listing some of the city’s old-time companies, 
together with the time of their founding, are as fol- 
lows: Levison & Blythe Manufacturing Company, 1852; 
Woodward & Tiernan Printing Company, 1865; George 
D. Barnard Stationery Company, 1872; Becktold Com- 
pany, 1872, and the Buxton & Skinner Stationery Com- 
pany, 1875. 

—_<- ————- 
NATIONAL FILE & INDEX NEW NAME 
OF CHICAGO FIRM 

The National Office Supply of Chicago, 417 South 
Dearborn street, Chicago, last month announced a 
change of name and will hereafter be known as the 
National File & Index Company. At the same time the 
firm declared that the organization will remain under 
the same management and contemplates no change 
in personnel. E. H. Horwitz is president. 

‘iinet thie 


NEW FURNITURE DEALER IN CHICAGO 
A. H. Ginsburg, until recently associated with Jos. 
Ginsburg, Inc., Chicago, has established a separate 
enterprise dealing in office furniture and equipment. 
Headquarters for the new business are located at 1507 
South Michigan avenue. 
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Here’s Big News! 


CARTER’S ELIMINATES 
THE DANGERS 
OF INK SPILLING 
WITH THE NEW 


CARTER’s Dip-Well 





It’s THE MOST SIGNIFICANT CONTRIBUTION to pen- 
and-ink writing convenience ever presented. 


By a simple, unique patented valve the ink can- 
not spill—nor can it evaporate as in many ordinary 
so-called non-spill ink wells. 

It never over-inks or under-inks the pen and it 

works equally well whether the bottle is full or 
down to the last few drops. 
And refills are the Standard Carter Cubes. With 
the new Dip-Well Assembly Set 
your customers get (for only 89¢ 
—98¢ Denver, West) a Carter’s 
free-flowing fountain reservoir 
pen that writes pages at a single 
dipping and not one but two 
cubes of Carter’s finest ink. 


The CARTER’S INK CO. 


BOSTON NEW YORK CHICAGO 
- Makers of fine inks — Adhesives — Carbon Paper 
‘Typewriter Ribbons — Cube-Wells 





12? 


You can bounce 
it around 
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A CANCO WASTEBASKET might not be ideal 
for basketball. 


But it will take plenty of bouncing around. 


A fortified-metal Canco is probably the 
strongest, toughest wastebasket going. 


Cancos are handsome wastebaskets, too. 
They’re lithographed in all sorts of attractive 


colors and wood-grain finishes. 


And when it comes to sales, Canco baskets 
are certainly fast-moving. We’d like to tell you 
more about these tough, handsome, fast-selling 
Canco wastebaskets. Write us! Do it today! 





AMERICAN x 


CAN COMPANY 


CITY PARK AVENUE & HAMILTON STREET 
TOLEDO, OHIO 
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NORTHWEST TRAVELERS NOTES 
By A. J. Nordstrom, Correspondent 


That unhappy look adorning the faces of Frank 
Zeller, Edd Dawson, Jay Parrott, Dean Perdue, Ralph 
MacCarron, Ev Byers and Ernest Hansen and a lot of 
the “Tallcorn State” boys is due principally to the 
score of the Iowa-Minnesota game in which the 
I-o-WAy boys expected to really make a much better 
showing. . . . Rudy, the sage of Omaha, is none too 
happy over the rout of his Cornhuskers. The boys 
from the cheese capital of the world are also bemoan- 
ing the loss to the butter champions, especially when 
“Butter” Daley ran up against Pat Harder, Schreiner 
and Company.... The fact that the Golden Gophers 
are again the national champions will give Stan 
Griebel, Claude Fleet, Herb Morgan, Arnold Berglund 
and Johnny Cole plenty of stove league talk for the 
winter, lasting until at least spring practice time when 
the subject will again become a live issue with the 
aforementioned gentlemen. ... Now that the hunting 
season has drawn to a close, and “Seatter Gun” Clarke 
has ceased telling of his remarkable shots, Ed Hansen 
and Art Grayston with Bob Davies can settle down 
to some indoor pastime with Cliff Talty, Karl Kiesel, 


| Karl Castle and Dan MacDougall. ... : Al Linde is 


quite a booster for the town of Pewaukee; must be 
the food. George Schumacher and Al also like the 
talk of Manhattan that goes on at Dave Kohlers, and 
who doesn’t? Besides Tony is a nice fellow. A con- 
genial table at Rautchis restaurant should include 
Bill Smith, Ham Kendrick and Billy Allen. The noon 
day crowd at the Plankinton—Al Linde, August Hunn, 
Karl Kiesel, Herb Morgan, Bill Jarchow, George 
Schumacher, Karl Castle, Doepke, Thompson, Stan 
Griebel (a former Milwaukean) and Larry Goodhand 
(another cream citian of bygone days). ...And Jess 
Faes, the Lincoln, Neb., stationer, is now a lieutenant- 
colonel in the army. There are many former sta- 
tioners now serving Uncle Sam. Curly Blair of Miller- 
Davis Company of Minneapolis, Johnny Goetter of 
S. J. Olsen Company of Milwaukee in the army; Bob 
Lundquist of Japs-Olson Company in the navy and 
now at Hawaii, being just a few of the many recalled 
offhand who are doing their bit. Then there is Lieu- 
tenant McWilliams of Haroldson Office Supply Com- 
pany of Jamestown, N. D., located at Fort Frances 
Warren at Cheyenne, Wyo., and J. H. McKeever, Jr., 
of McKeever Press, Aberdeen, S. D., now at the Ord- 
nance Department near Denver, Colo. 
— 
UEF SPRINGFIELD BRANCH TO MOVE 

The Springfield, Ohio, office of the Underwood El- 
liott Fisher Company will soon move into new quar- 
ters in the Winwood building, High and Center streets, 
according to Branch Manager R. W. Adams. 


*—-¢ 





THE DE LUXE DRAWING BOARD SET.—This unit, manufac- 
tured by Service Industries, Inc., 2025 Calumet avenue, Chi- 
cago, was fully described in the October issue. 
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ONLY GLOBE-WERNICKE \ 
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STEEL FILING CABINETS | 


THIS EXCLUSIVE 3-ROD FILING 
PRINCIPLE HAS MANY ADVANTAGES 
| OVER AN ORDINARY ONE-ROD FILE 


Compare Tri-Guard with any one-rod file and 
see for yourself the many advantages of this 
new, different, better filing principle. It speeds 
up filing and finding . . . helps prevent errors 
and loss of valuable material . . . makes work 
easier . . . saves time and money. 





7 






Tri-Guard wood or steel files serve your cus- 
tomers best and this patented feature assures 
Globe-Wernicke dealers of all supply business as well as repeat orders for, files. Write 
for information about our money-making franchise and remember Globe-Wernicke 
sells through dealers instead of competing with them. 
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CAN OFFER THE TRI-GUARD } 








Guides slide on three rods which 

support, as well as index contents ° 
of drawer. Frequent adjustment of 

9 | follower is not necessary. 





The Tri-Guard aE y * makes it 
e easy to file or find. A “V’’ shaped 

filing pocket is formed i a touch| = 

of the fingers. 















































| Sebi icke 


Cincinnati, Ohio 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 

Steel and Wood Office Furniture, Filing Equipment, Bookcases, ings Filing Supe eg 
and Wood Equipment for Libraries, Schools and Public Buildings—Fili 
Stationers’ Products; Storage-and Visible Record Equipment and Stee! 
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A PROPOSAL 


FROM PEERLESS-IMPERIAL 


To Carbon Specialists 
who want to get married! 


Scores of Carbon Specialists throughout the country say they 
are "married" to PEERLESS-IMPERIAL . . . . so strike up the 


wedding march and listen to this "proposal." . . 


You, too, will like being ‘married’ to PEERLESS-IMPERIAL 
because we are the ONE company in the industry that really 
cooperates with Carbon Specialists. We have a complete and 
comprehensive quality carbon line for every use. Your profit 
yield in selling these carbons will be both big and generous. 
The same principles that made us the foremost rubber key 
men of America are applied to our carbon merchandising. 


Frankly, with the scarcity of materials, we seek only men who 
are progressive and loyal go-getters. If you would like to join 


the PEERLESS-IMPERIAL family, write us frankly about your 


OFFICE APPLIANCES 





business, your territory, your hopes and potentials. We'll do W 5) 
@ve never seen 


the rest. 





Are you getting your share of PEERLESS Tuchtype 
Keyboard business? Write today and we'll show you 
how to get started. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 
THE KEY MEN OF AMERICA—Manufacturers with the dealers’ viewpoint. 
General Office and Factory: 409 Mulberry Street, Newark, N. J. 


NEW YORK CITY CHICAGO LOS ANGELES 
321 Broadway 179 W. Washington Bivd 828 S. Spring Street 


such activity with 


PEERLESS RUBBER KEYS! 


We've had many years experience making 
and selling America's finest rubber type- 
writer keys. But never have we seen such 
an avalanche of sales. Dealers report rec- 
ord-breaking "highs" all over the country. 
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ANDERSON WRITES ARTICLE ON SALESMEN 


H. C. Anderson, general sales manager of The Globe- 
Wernicke Co., Cincinnati, Ohio, turned author recently 
when he wrote a capital article for the Executives Serv- 
ice Bulletin of the Metropolitan Life Insurance Com- 
pany. It is entitled “Basic Experience in Selection of 
Salesmen.” 

The article was a forceful and pithy explanation of 
what Mr. Anderson and his company desire in sales- 
men, and the difficulties encountered in finding men 
capable of filling the bill. In this connection he told 
of questions put to lumber dealers in questionnaire 
form which resulted in some remarkable answers anent 
the hiring, selecting and training of salesmen. 

Among the principal features brought out by Mr. 
Anderson’s questionnaire, he reveals, were these perti- 
nent facts: 

1.Salesmen fail because of the following reasons: 
Lack of qualifications, 35 per cent; lack of industry, 
23 per cent; insufficient training, 17 per cent; lack of 
supervision, 14 per cent; bad habits, 10 per cent; lack 
of experience, 1 per cent. 

2. Time required to develop a salesman: Three 
months or less, 3 per cent; three to six months, 12 per 
cent; six to twelve months, 45 per cent; twelve to 
eighteen months, 22 per cent; eighteen to twenty-four 
months, 2 per cent; over twenty-four months, 7 per 
cent. 

That dealers, on an average, spend money plentifully 
on everything but salesman training is borne out by 
the closing paragraph of the article. Mr. Anderson 
says: 

“Going about the country I observe that, in far too 
many cases, management does not pay sufficient atten- 
tion to the problem of their sales representatives. 
Dealers, for instance, are spending their money on new 
delivery trucks, on new display equipment, and in re- 
decorating their offices, and are doing little or nothing 
in the way of getting better salesmen, despite the fact 
that in many organizations the salesman is responsible 
for as much as eighty per cent of the business while 
only twenty per cent or less is transacted in the store. 
Selection of salesmen is a major problem of sales man- 
agement and, in our experience, is one that responds 
to treatment when given the time and attention it 


merits.” 
(2 -aeig e 


PACIFIC NORTHWEST NEWS NOTES 


Ray Burns, outstanding salesman of the Royal Type- 
writer Company’s Seattle branch, was a recent winner 
of the sales contest conducted in the northwest dis- 
trict .... He won a trip to New York and Broadway 
and also the Royal factory at Hartford, Conn., as a 
special guest of his firm .... Thomas M. Pelly, of the 
Lowman & Hanford Company, and president of the 
board of the Service Men’s Club, Seattle, has appointed 
Morris R. Torvik manager of the club... . It is an 
organization which furnishes lounges, recreation space, 
refreshments and correspondence facilities to the sol- 
dier and sailor .... Mr. Pelly has received the heart- 
felt thanks of many service men for his efforts on their 
behalf .... Stationery, office supply and equipment 
houses of Seattle more than did their bit to bring suc- 
cess to a recently-held Great Defense Fund Drive.... 
Among those whose “all-out” effort for the drive 
helped reach the $900,000 goal set were the following: 
Underwood Elliott Fisher Company, Zellerbach Paper 
Company, Burroughs Adding Machine Company, Blake, 
Moffitt & Towne, Royal Typewwriter Company, Mon- 
roe Calculating Machine Company and the General 
Office Supply Company .... An outstanding water- 
color exhibit recently brought large crowds to the pic- 
ture-laden windows of the J. K. Gill Company, Port- 
land, Ore., to view the work of a coming artist .... 
The stationery house encouraged his work by display- 
ing the exhibit where Portlanders could take all the 
time they pleased in inspecting the pictures—CML. 




















We Wish to 
Announce Our 


New Models 


Capacity from 8 to || columns, for 
hand and electric operation, with 
and without direct subtraction and 


with and without negative balance. 


FAST 
Si ieee 


PORTABLE 


EFFICIENT WORKSHOP 
YEARLY SERVICE AGREEMENT 


Write or telephone for details: 


ADDO MACHINE COMPANY, INC. 


145 West 57th St., New York City 
Telephone: Columbus 5-0536 and 0537 
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NOW —Is THE IDEAL TIME 


to Sell Leather Furniture! 





POPULAR MODERN 
DAVENPORT—NO. 20712 


Custom built leather chairs and davenports for | 
executive office-club-lounge. Centrally located | 
factory and salesroom in the heart of Chicago. 
Niemann quality is unsurpassed. Let us show 
you why. Write for brochure. 
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We wish you every joy 
of the season—and 
may our friendship 


be everlasting. 


American Proto Lasorarories, Inc. | 


28 NORTH LOOMIS STREET 
CHICAGO, ILLINOIS 


Manufacturers of the Precise Trimming Board 
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FELTON AND WOLF EXPAND BUSINESS 
Don Felton and Fred Wolf, owners of the Felton & 
Wolf Company, Lincoln, Neb., have recently expanded 
the organization by purchasing the office supply, legal 





(L TO R).—Fred Wolf and Don Felton standing outside their 
newly-acquired store in Lincoln, Neb. 


blanks and printing departments of the Huffman Gen- 
eral Supply Company of the same city. 

The two men started in business for themselves 
when, in July, 1940, they bought from the Huffman 
organization its office equipment division. This latter 
firm was founded forty-nine years ago by the late Jas- 
per Huffman, who died in June of this year. 

Messrs. Wolf and Felton are well-known in the in- 
dustry, having been connected with the office supply 
and equipment business for twenty-three and fourteen 
years respectively. 

. o—- ee 














SHEAFFER'S NEW CHRISTMAS DISPLAY FOR DEALERS.— 
The W. A. Sheaffer Pen Company, Fort Madison, Iowa, has 
announced a window unit for dealers which aptly ties in 
with the nation’s interest in patriotism and defense. It con- 
sists of a colorful centerpiece including a beautiful reproduc- 
tion of Leutze’s famous painting of Washington crossing the 
Delaware, framed by a cellophane wreath and red cellophane 
ribbon. A parchment card in front reads: “Merry Christmas 
Sheatffer's’’ and side cards add to the Yuletide theme. The 
display is so constructed that the wreath, picture, Christmas 
message and merchandise are attractively lighted. 


<-> 


WILSON COMPLETES TRIP FOR OLD TOWN 

I. H. Wilson, general sales manager of the Old Town 
Ribbon & Carbon Company, last month returned to 
the Brooklyn, N. Y., plant after a lengthy trip through 
the Middle West and southwestern territories. During 
the journey Mr. Wilson met a number of new distrib- 
utors who have recently formed a connection with Old 
Town. 
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WE PAUSE TO PONDER 
OUR BLESSINGS! 


As the holiday season ap- 
proaches, we in America are 
grateful for the privilege of 
enjoying this happy period in 
a peaceful land. 

We count among our choicest 
blessings the numerous friends 
we have made in the stationery 
trade. We shall strive to ever be 


worthy of your esteem. 


TO EACH OF YOU 


A JOYOUS HOLIDAY SEASON 


Imperial 
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Greater Activity makes heavier 
demands upon management ...... 


In the wagon expeditions that crossed the plains a century 
ago, every man was a combat soldier and at the first sign of 
danger, dropped his other affairs and rushed to the front. But 
these are not covered wagon days. 

Today, organization must be maintained. Our defense can 
be supplied only thru orderly, rapid increase of operations in 
the many essential activities of industry. That doubles the load 
of production, the heavy end of which must be born by man- 
agement. And so management must be fully equipped. 

Executive office furniture in particular should be in perfect 
condition. The office equipment dealer who carries that mes- 
sage to every executive in his territory is destined to greater 
success this season than before, besides performing a duty 
important to the national welfare. 

Jasper Chair Co. leather upholstered office chairs belong 
to the program in an apt and definite way. The great variety 
of dimension and proportion in human physique is matched 
by the great variety in the Jasper Chair Co. line, providing 
genuine working comfort for all. Comfort for the eye in the 
attractive appearance—comfort for the budget in their strong 
construction and long life in use. Remember the importance 


of stock and display. 
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May your Christmas be 
full of joy and satisfac- 
tion in work well done— 
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your new year successful 
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%% will toward men.” 
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JASPER 


REPRESENTATIVES: 
James S. Fowls, (Southern) 
P. O. Box 1118, 
St. Petersburg, Fla. 


W.H. Brown (Chicago-Midwest) 
6708 Glenwood Ave., Chicago 
(Phone ROGers Park 3644) 


E. W. Thomas, (Southwest) 
Box 3493 Peninsula Station 
Daytona Beach, Florida 





INDIANA 
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Geo. A. Litchfield, Sales Mgr. 


R. J. Freeman, (Eastern) 
383 Madison Ave., 
New York, N. Y. 


S. H. MacDonald,(West 
405 Orpheum Bldg. 
Seattle, Wash. 
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N.A.M. ISSUES INDUSTRIAL SELLING REPORT 

A new pamphlet entitled “Studies and Reports, In- 
dustrial Selling, Retail Trade Division,’ has just been 
completed by committees representing the National 
Association of Manufacturers and the Retail Trades, 
and published by the New York Council on Retail 
Trade Diversion, Inc. 

A foreword explains the nature of the pamphlet’s 
contents in the following words: 

“After exhaustive study the N.A.M. committee on 
industrial practices adopted a resolution condemning 
‘Industrial Selling,’ and this resolution was adopted 
by the board of directors of N.A.M. in the summer 
of 1941, thereby becoming the recommended policy for 
American industry. 

“This pamphlet sets forth the comments and recom- 
mendations of the collaborating groups.” 

Copies may be obtained by communicating with the 
New York Council on Retail Trade Diversion, Inc., 


60 East Forty-second street, New York, N. Y. 


—- 





NAMES COLT TO WIN UNDERWOOD PORTABLE.—Six-year- 
old George R. Hurler of Roselle Park, N. J., is a smart youngster 
who knows good names for horses and for that reason is now 
the proud owner of an Underwood portable. The boy picked 
for a colt of Silver, the “Lone Ranger's” horse, the name “Fast 
Tripper.” He won second place in the contest and here he is 
being presented with his prize by David Weiner, manager of 
Abelson’s, Underwood dealer in Roselle Park. 


*—-¢ 


NAPP EXPANDS AND CHANGES NAME OF HIS 
MANITOWOC BUSINESS HOUSE 

E. A. Napp, for some time owner of the Marine 
Typewriter Exchange, Manitowoc, Wis., last month 
moved the business to a downtown location at Ninth 
and Washington streets where he reopened under the 
name of the Napp Office & School Supply Company. 

Under the previous set-up Mr. Napp operated out of 
his home and handled nothing but office machines. In 
recent months, however, he saw the advantages of 
including a number of additional lines and as a result 
decided to open the business district store. In addi- 
tion to the large stock of office and school equipment 
Mr. Napp handles the Royal typewriter, Allen-Wales 
adding machine, Marchant calculator and Standard 
duplicator. 

Mr. Napp was well versed in the office equipment 
industry before going into business for himself. In 
1935 he completed nine years as a commercial teacher 
in the Lincoln High school at Manitowoc and joined 
the Underwood Elliott Fisher Company as a wholesale 
portable typewriter field man in Milwaukee. One year 
ago he took over the Manitowoc territory for Royal, 
Allen-Wales and Marchant. 
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Hor EVERY BUSINESS 
NEED...... Sam 


DERASHIRE 


TYPEWRITER PAPERS 





EATON PAPER CORP., PITTSFIELD, MASS. 
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Copy RIGHT CoPYHOLDER 


The TILTING, TWO LEVER 
Ball Bearing, Lifetime 
Copyholder with Unrivaled 
EQUI-PRESSURE Paper Grip. 
& 

FOR MODERN, FRONT-VISION 
Line for Line Copying... . 
A Necessary Adjunct to 
Every Typewriter. 


SIX MODEL WIDTHS 
to Meet All Transcribing 
and Copying Needs. 


ASSURES MAXIMUM SPEED 
and Precision; Saves Eyes, 
Backache, Time ... MONEY! 


THANKS! 


for the many nice things 
you've said about the fine 
job CopyRIGHT is doing to 
simplify and speed up office 
work. 


MERRY CHRISTMAS 
and may CopyRIGHT 
help YOU to enjoy a 

Prosperous New Year 


COPY RIGHT MFG. CORPORATION 


53 PARK PLACE ° NEW Rk 
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STAINLESS STEEL FILE SIGNALS 


A type for Every Modern Filing Need 
- 
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Will not discolor. Easy to attach, relocate, remove; but always 
stay put. Thin-gauge—add practically no bulk to records. 12 
non-chip enamel colors. Card of samples on request. 


Other Busy Office Needs 








“BULL DOG” 
PAPER CLIPS 


LETTER 
CLIPS 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION" 


“BURRO” INDEX TABS 











OFFICE APPLIANCES 


GENERAL PRINTING COMPANY EXPANDS STORE 

After a steady growth of twelve years, the General 
Printing Company of Pontiac, Mich., had to reduce the 
merchandise stock or take on more room. As they own 
the building, the next store was taken over, and ex- 
panded about one-third more. Service Steel Products 
Company made the layout and supplied the fixtures. 





TWO SECTIONS OF THE ENLARGED STORE.—(Top) The 
general stationery department and (lower) the office machine 
department with desk and chair exhibit in foreground. 


The business occupies the entire first floor, fifty by 
one hundred twenty feet long. The typewriter repair 
covers part of the basement floor. A balcony across the 
rear of the store carries samples of desks and chairs. 

The store is departmentized to the various kinds of 
goods. Typewriters and office machines, and a steel 
and wood office suite, are at the front right of the store. 
Stationery and fountain pens at the left entrance. 
Boorum & Pease loose leaf on the entire left side. 
Leather goods and miscellaneous items on the center 
counters. Filing supplies, envelopes, and drawing mate- 
rial at the rear of the store. 

Five fluorescent spots and two wall cases are located 
throughout the store to draw customers about. The 
offices are at the left under the balcony. Fluorescent 
lighting is used throughout the store and plant. 

The firm is exclusive disributor for the Yawman and 
Erbe line, and specializes in filing systems. 

The printing plant was enlarged to give room for 
streamlined production. 

A large balcony carries the surplus stock and plate 
making department. All the presses are automatic in 
both letter press and offset. All the old machines have 
been replaced and everything is up-to-date, to cope 
with high labor costs. 

George A. Wasserberger is the owner, George Schel- 
lenberg is sales manager, and Roger Buehl is in charge 
of office machines. The store is one-half block off the 
main street in the shadow of Pontiac’s largest office 
buildings. 

*—- 
CLEGG WINDOW STRESSES SAFES 

A timely window display was arranged by The Clegg 
Company of San Antonio, Tex., this month in a pres- 
entation of safes, money chests and safety deposit 
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NEW_SIKES 
Krad vilt 
BACK-AND-SEAT 

ACTION 


AVAILABLE IN ALL THESE 
CLERICAL POSTURE CHAIRS 


An ingenious combination of 


1. A back that flexibly ac 
itself to any position 


ing firm, restful support 
.an 


com- 


modates 
ee 
without undue pressure - - 


2. The patented Sikes Fixed- 


Floating Seat which so success 
fully preserves the natural, com- 
fortable body angle in any posi- 
tion. 

r circular showing com- 
of Kradl-Tilt Chairs 
in wood and leather seat combi- 
nations, including matching arm 
leg and armless leg chairs. The 
Sikes Company. Inc., 20 Churchill 
St., Buffalo, N. (3 


Send fo 
plete family 


Also Provides: 
@ REVERSE SPRING ACTION 
@ KOOLCUSHION SEAT 
@ 6 POINT PROTECTION 
@ SELF LUBRICATING MECHANISM 
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FRIDEN 
Super-matic 
Tabulating 
Model “ST” 
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F R) JEN CALCULATORS — 


ACCURATE FIGURES i c hurry 
Friden Super-matic Tabulating Model “ST” 


So completely automatic... that all mental 
and physical effort is eliminated from its 
operation. See these amazing Full Automatic 
Calculators and try them on your own work. 


Fridén Automatic Calculators are Sold and Serviced by a 
Factory trained personnel in over 250 Company controlled 
Sales Agencies throughout the United States and Canada. 


4 —-—Z 











FRIDE 
CALCULATING MACHINE CO. INC. 


FACTORY AND HOME OFFICE — SAN LEANDRO, CALIF. 
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boxes. An effective arrangement of these articles was 
displayed, centered with a large display card on which 
was printed the various lines of business where such 
equipment was required, and concluding with the 
following message: 

“You can reduce your burglary insurance rate on 
money and securities to $9.00 per $1000 per year by 
using one of these money chests. Compare this rate 
with what you are now paying.”—BCR 
snincatplliNlipeantantcanees 


TACOMA FIRM EQUIPS BUSINESS COLLEGE 


Probably the contract of which the average office | 


equipment house dreams is to equip the up-to-date 
business school or commercial college. This has been 
the gratifying job just finished by the Tacoma Office 
Supply Company, office equipment house which revels 
in the slogan “Your Office Boy,” located in the Prov- 
ident building of Tacoma, Wash. 

Indicating a full measure of appreciation in a pub- 
lic note of thanks and congratulations to Knapp Col- 
lege of Tacoma, which has been put entirely in the 
modern mode, by the Tacoma outfitters, the office sup- 
ply organization stated: 

“Naturally, we are proud that our company was se- 
lected to furnish the office equipment which included 
Globe-Wernicke ‘Streamliner’ desks, files and acces- 
sories, finished in a seal-gray color.” 

In addition to such furniture there is, moreover, 
every type of business machine in this college for 
training on all office procedures in use today. Electric 
and manual calculators, bookkeeping machines, Mim- 
eographs, Multigraphs, dictating machines, bank post- 
ing machines, special Mimeoscopes, check-writers and 
key punches, offered in both day and night school. 
There is also a complement of the leading makes of 
typewriters, standard and noiseless. 

When the president of Knapp college decided to “go 
modern” with his business school in a new and 
expanded location, he called in Al Osborn and George 
Abelsett, the owners of the Tacoma Office Supply Com- 
pany. Both these executives, in consultations with 
him, gave the benefit of their experience and advice 
in the matter of office furnishings and equipment, 
their number, character, quality and distribution in 
the school. 

Complete plans for the equipment and floor layout 
were drafted by Mr. Osborn, who has had a wide range 
of such experience and training, which has proven 


invaluable in his contacts with office managers, in- | 


dustrial engineers and plant superintendents desiring 
more efficiency from their business equipment and 
office furniture. 


All equipment proposed was thoroughly gone over | 


and discussed even before plans were definitely made 
for the building that would house the equipment se- 
lected from the Tacoma company. Then final decision 
was made to install the Streamliner line of school and 
office equipment. 

Although Messrs. Osborn and Abelstett have been in 
the office supply business in Tacoma since 1926, the 
present firm was organized just three years ago and 
has grown from a single room with a limited stock to 
a large suite of several offices holding a wide range of 


office material and accessories in the Provident build- | 
ing, where office supplies and equipment are handled | 


in an upstairs store. 
As to this latter fact, by being located off the street 
it is claimed the firm has eliminated necessity of car- 
rying small items for “drop in” trade or small transient 
business, and does not have to meet requests for greet- 
ing cards or social stationery usually associated with 
street floor stationery and office supply houses.—CML 
—_>— 2 — 


AMERICAN OFFICE APPLIANCE MOVES STORE 





The American Office Appliance Company, San Jose, 
Calif.. has moved from 65 East San Fernando street, 
to 254-58 South Market street, according to R. Collins, 


secretary of the firm. 
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Deliver the Goods 


In our national emergency, this is the cry of the 
nation. And doesn’t it apply to your business 
too, for what good are orders if you can't de- 
liver the goods? 

Be sure to place 
tables with the St 


your next order for office 
Johns Table Co.—for they 


alert merchandising executives who are coordi- 
nating their production with sales 

Buy the St. Johns line of well designed, quality 
made and finished office tables so that you too 
can deliver the goods 


Write for the new St. Johns catalog showing this and 
the other distinctive tables in the St. Johns line. 






No. 24 Table Description: 
Selected Northern Oak; Office 
Golden Finish Also School 
Brown Finish. Top is %” thick. 
Legs, 2/4” square. Also avail- 
able in Maple as No. 25 table, 
finished Walnut, Mahogany or 
School Brown. 












Sizes: 
27 x 48 inches 27 x 60 inches 
30 x 72 inches 


St. Johns Table Company 
CADILLAC, MICHIGAN 
Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 
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Ehrlich Upholstery has that excep- 7 bathe y 
tionally high factor “built-in” sales catalog 






value in every piece—Flexibility— 





strength — eye value — a specially 
built high grade upholstery job— 
"all the way through.” 







EHRLICH Upholstery WORKS 
520 West 43rd St., New York, N. Y. 












Fills the BILL 


Quality or price-minded customers 
from coast to coast proclaim 
Nev-R-Kurl fills the bill for extra 
value and all purpose use. 


Original & Only 


J cancow Parte 
CARBON PAPER 


e Absolutely a non-curling Carbon 
Paper. Lays flat when it’s hot, 
humid or cold. 








OSE CARBON PAPER 


BOY PAPER 


AR PRINT PRODUCT 


ee 


TS ALWAYS FAT 
e Never trees or wrinkles when in- 
serted into machine. Smudgeless. 





e Actual experience and tests show 
35% to 50% more copies obtained 
from each sheet. 


e Universal because same sheet is 
efficient on standard or noiseless 
typewriters, billing or bookkeeping 
machines. 














pai Mill lips Rochester, NY 2.4, ome Pasidat 4 











POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 











MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 








PLACE YOUR ORDER WITH YOUR LOCAL 


MARKING DEVICE DEALER 
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NEW TAX TURNS SALES LIGHT ON 
DEPOSIT BOXES 


Upping the tax on safe deposit boxes nationally to 
twenty per cent, the federal government with its 
higher rental rate in effect in October has created a 
new demand for office vaults, special fireproof and 
burglarproof receptacles for valuable and irreplaceable 
documents which hitherto had been kept in bank 
vaults. 

The new and higher rate that went first from an 
initial ten to eleven per cent last year, and now twenty 
per cent above the annual rental for safe boxes rented 
by banks has sent many prospects to office equipment 
houses and Stationery establishments for special asbes- 
tos-lined metal or steel containers that may become 
new safety places in offices for wills, deeds, title in- 
surance, or fire-protection policies for the building 


itself. 


Many an office furniture establishment has caught 


a flow of customers from the financial institutions 
| seeking fireproof drawers, long or deep boxes, and a 
| number of elaborate, heavy steel containers, lined with 


| the office furniture establishments. 





inch-thick asbestos or special composition, have been 
vended. Orders and re-orders have been put in for 
such equipment, with priorities of course governing 
future delivery of such steel equipment. 

As increased annual rental rates have caused many 
persons to transfer semi-valuable papers from bank 
space to lighter home-kKept boxes, many of the popular 
“green” boxes with lids and special compartments have 
been sold with the turn of the new Fall season that 
marked the increased tax rate. 

Furthermore, a number of the office appliance houses 
have assembled their boxes conveniently in the window 
in the wake of the new legislation, setting out their 
safe cases for catching the eye of the passerby, lining 
them up by size to display complete assortments so 
that they may be quickly glimpsed from the Street. 

Wondering how to avoid augmented annual rental, 
many prospects and customers have been glad to see 
such assembly lines and welcome the “silent sugges- 
tion” to keep their valuable papers in burglarproof 
as well as fireproof deposit boxes, such as shown by 
As hitherto slow- 
moving specialties, the little vaults and safe deposit 
boxes are making a new impression, and now rank 
high, receiving their sales spur and fresh impetus 
from the recent national legislation —CML 
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AKRON TYPEWRITER EXCHANGE MOVES 

The Akron Typewriter Exchange has moved to new 
and larger quarters in the Eagles Temple building, 
131 East Market street, Akron, Ohio, according to J. C. 
Ostendorf, owner and operator of the firm. Increased 
business required the expansion of the sales depart- 
ment and the repair shop, he said. The new quarters 
permit more advantageous display space and a larger 
and more streamlined repair shop. The Exchange has 
leased the corner storeroom of the building, which 
gives the store two entrances, one on Market and on 
on Summit street. 

Associated with Mr. Ostendorf in the typewriter, 
adding machine, and cash register business are E. B. 
Thornton, William Simpson, and Leonard Surowski. 
Mr. Ostendorf recalls that his company pioneered the 
typewriter rental service in Akron, a field which ex- 
panded rapidly in the years that followed. 

Organized in 1912, the Akron Typewriter Exchange 
has grown to many times its original size and it now 
handles a variety of makes of machines. It is agent 
for Royal, Corona, Underwood, and Remington type- 
writers and the Victor and Allen adding machines. 

A complete service department has been maintained 
throughout the years the Exchange has been in opera- 
tion.—_ AK 
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ATTENTION Qxkoxa PENDAFLEX* DEALERS: 


1 ADVERTISING 
| Anon 


Saturday Evening Post, Business Week, 
Nation's Business, to carry transfer-time 


story of FOLDERS THAT HANG! 


Four and a half million Pendaflex ads, concentrated at 
transfer time, when 1942 filing methods and materials are 


up for decision and purchase! 





Yes, we are shooting for more Pendaflex sales. For not- 
withstanding the tremendous demand for this new-day 
filing equipment, we expect for some time to be able to 
fill orders with prompt shipment. ea 
— a 
a 4 So when your customers come to you for Pendaflex as a an 
result of this Pendaflex National Advertising, you can do 
\ them a double service— C\ ; 


You can make their 1942 filing faster, easier, better— 


You can sell them actual merchandise instead of a deliv- 


ery date! 


Some territories remain without Pendaflex representation. 
‘Reg. U. S. Pat. Of Inquiries will be given prompt attention. 


Onkotva FILING SUPPLY COMPANY 


340 MORGAN AVE., BROOKLYN, N. Y. 125 SOUTH 8TH ST., ST. LOUIS, MO. 
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Leopold's Junior Georgian Suite was wisely selected by the General Office Equipment in the beautiful installation they made 
for the Continental Transportation Company of Pittsburgh. This Suite is Built by Leopold Craftsmen at Burlington, lowa. 
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BALANCED ACTION 
CK) CHAIR IRONS CK) 


A COMPLETE LINE 


OFFICE—STOOL AND TYPEWRITER IRONS. 
EQUIPPED WITH RUBBER CUSHIONS OR STEEL 
SPRINGS, C-K PRODUCTS ARE OF HIGHEST 
QUALITY, SERVICEABLE AND WELL BUILT 


CATALOG ON REQUEST 


OVER TWENTY YEARS EXPERIENCE IN BUILDING CHAIR IRONS 


COLLIER-KEYWORTH COMPANY 


GARDNER, MASSACAVUSETTS, os @. Asx 
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MURPHY Can Ship Them--Now 


SALES ARE EASY 


We have the POSTURE CHAIRS. The 237 
shown is for the young executive “With Plenty 
to Do”, and is one of the OUTSTANDING 
VALUES in the industry. Every REALLY IM- 
PORTANT feature is to be found in it’s design, 
eye appeal and PRICE, and assures you of a 
profitable turn-over. 

MURPHY DELIVERS THE GOODS. Our big 
plant, full of modern equipment, does the trick 


for you. 
SOLD THROUGH DEALERS ONLY. 
LET MURPHY’S GUARANTEED POSTURE 


CHAIRS HELP YOUR OFFICE EQUIPMENT 
SALES. 






Send for Catalog Now 


MURPHY CHAIR COMPANY, inc. 


OWENSBORO - KENTUCKY 


VL. ple HAE OF \|SIBLERECORD EQUIPMENT 























There is an Acme Visible System for every require- 
ment... that will help your customers keep and USE 
their records with less effort, in less time, at less cost. 


Ask for Booklet No. 54. The purpose of this Book- 
let is to give you a bird’s-eye-view of principal types 
of Acme Visible Card and Visible Listing equipment: 


Visible Card Books 

Acme Tray Cabinets 

Visible Pocket Equipment 

Insite Offset Equipment 
Super-Visible Card Files 

Flexoline Visible Listing Equipment 


PS Oh = 


Each line is fully described and illustrated in sep- 
arate catalogs which we will also be glad to send 
to you. 


Ask for Acme’s simplified dealer plan. 


ACME VISIBLE RECORDS Inc. ——___/ 





122 S. Michigan Ave. Chicago, Ill. ay 
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DETAILED INFORMATION ON FEDERAL WAGE AND 
HOUR LAW 

/, ° Yi (Continued from page 41) 

acsigne for as some of you know, as a Sale to a private consumer, 


and not for business purposes. At that time the division 
FAST took the position that any sale made for a business or 
industrial purpose was not a retail sale. General Flem- 
WORK dite ing felt that this conception should be broadened. He 
felt that a ton of coal could be sold to a corner grocery 
store at retail, that there was no reason why this should 
not be considered a retail sale, so that the definition of 
a retail sale was broadened in favor of the employer. 
Now the division takes the position that a retail sale 
REX h ‘fe may not only be a sale to a private consumer for per- 
a “grap y 4 sonal or family use, but may also be a sale to a com- 
mercial or industrial user, in other words, to office 

people, or the lawyer, or the doctor, or the business 


Model MF A y ; establishment, under certain tests which the admin- 


istrator has deemed fit to set up. The definition thus 


FLUID TYPE DUPLICATOR was broadened to recognize a retail commercial sale. 


with New “Quick Change Master Clamp” New Interpretative Bulletin 
Q ad i Heretofore the emphasis had been on the use to 


ere eof ee dae cee ae cates Exclusive new which the goods were put. If they were for business 
for high-production systems work—aceurate, eco- “Quick Change purposes, or for re-use or re-sale, it was not a retail 
nomical, simple and versatile... A heavy duty P , , 
meshine with oll yeor Seu Sse -8 rom Master Clamp”. sale. There are many other considerations which go 
Clamp.”’ , to identify a retail establishment and retail sale, and 
oe ee, = | oe ee the administrator has incorporated these in the new 
REX-O-graph Line of Fluid and Gelatin Type nt a yes Interpretative Bulletin No. 6. He felt that in judging 
. REX-O-Graph Model MF ‘celia’ uagitales what is a retail establishment, there were many fac- 
with “Quick Change Master Clamp”. a Ie tors to be considered, such as physical characteristics 
QO, [ $ Plus Potala Caraga of the store. For example, is it available to the con- 
nly O Ensice 2g TO OPE suming public? Can you walk in from the street? It 
ist iiaitiite ate this eh must be remembered that the bulletin was directed 
toward the whole retail distribution field, not only to- 
REX-O-Graph, Inc. wards you stationers, but towards dealers in coal, autos, 


photographic supplies, lumber, etc., all those so-called 
border-line trades where the goods handled have a 
dual character, and may be used both by private con- 
sumers and business people too. Incidentally, retail 
stores have been described in the bulletin as having 
retail clerks who sell over the counter. We know that 
a lot of the stationery trade is done by outside sales- 
men, and we consider that retail sales may be made 
that way because it is a custom of the trade. 


Price and Quantity Factors 
In the broadening of the definition of a retail sale, 


DICTATING CYLINDERS the administrator felt that price and quantity were 


/ : . factors entering into the whole decision. He felt that 
revealed in this INTERESTING price and quantity tests were well recognized business 
concepts, that sales in large quantities at discount 
prices are generally not considered retail, as compared 
with the smaller quantity at higher prices which the 
private consumer usually buys. Heretofore it was felt 
that if a concern did at least fifty per cent of its busi- 
if a ness at retail, that it would qualify for the retail 
aly eM exemption. Then we ran into this experience, that a 

\ concern could do—say—forty-nine per cent of its busi- 
Pee) he °o ness at non-retail, as the lawyers say, or wholesale, 
(oe and still have the exemption, and be in competition 
=} ele) aebelel \y \ 
the results dicead \ 
ic MACH, 


3727 N. PALMER STREET MILWAUKEE, WIS. 
Offices In Principal Cities 


ABOUT 


BOOKLET 


with—shall I say—legitimate wholesalers, and that 
caused a lot of furore among wholesalers. They felt 
a man doing forty-nine per cent of his business at 
wholesale should not get the benefit of the exemption, 
(oy MB tech eretatted| ; . ie e 

* —__ and be in competition with another man across the 
TESTS street who did not have it. 

As a result of court decisions saying we should con- 
strue exemptions narrowly, as a result of some deci- 
f the World's largest’ sions which criticized the fifty per cent rule, and as a 

tests result of complaints from wholesalers, the admin- 
s about istrator changed the interpretation, and said if the 
: concern did a substantial amount of business at 


ae wholesale or non-retail, he would not qualify for the 
exemption, unless he segregated his non-exempt ac- 

TANDARD tivities from the rest of his business. Of course, those 
of his employees engaged exclusively in a local retail- 


RECORD COMPANY ing capacity would be entitled to an exemption even 


104-114 South Fourth Street Brooklyn, N. Y. if other employees were not. The percentage was 
f changed to twenty-five per cent. If you do more than 


of a series 


1g booklet t takes you 
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Our Country is rapidly arming for defense. Na- 
tional safety is uppermost in the minds of every 
loyal American, and Uncle Sam’s demands are 
gladly being given preference over commercial 
requirements. 


Columbia has always been a dealer organization. 
Our distributors expect us to do our part in this 
emergency, regardless of mutual hardships and 
sacrifice. 


Shortage of vital materials is seriously interfering 
with the prompt filling and shipping of orders. 
However, Columbia is doing everything possible 
to supply its dealers, so that they too, can partici- 
pate in this defense program. 


COLUMBIA STEEL EQUIPMENT COMPANY 


LINCOLN-LIBERTY BUILDING 


PHILADELPHIA, PA. 
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FOR FUTURE 





No. 2617—A roomy, comfortable lounge chair, both 


for home and office use. 


je Pea. GUNLOCKE 


WAYLAND, N. Y. 
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Iris easy to do business today . . . easy to make profits. But it 
hasn’t always been so, nor will it continue so indefinitely. 

Here at Gunlocke’s we are charting a new course, looking to 
rough weather ahead. We are getting set for the time when 
buyers can be tempted only by new products . .. when superior 
values are again scrutinized and appreciated. 

Gunlocke leads today both in sales volume and sales profits 
to dealers. We will continue to lead in lean times as well. 
Regardless of business conditions, you can depend on Gunlocke 


for sales-worthy and profitable chairs. 






PRICE LIST NO 44 


GUNLOCKE 
CHAIRS: 


SEPTEMBER 2. 194) 


If you have not received 
the new Gunlocke Sales 
Kit, write for it today 





Delivery ! 


For lnmediate 


CHAIR COMPANY 
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twenty-five per cent of non-retail business, you are 
doing a substantial non-retail business, and do not 
qualify as a retail establishment. It does not make you 
a wholesale establishment necessarily, but it does mean 
that you do not qualify for the retail establishment 
exemption. I should point out in connection with this 
that segregation or separation of functions is allow- 
able. 

Besides this twenty-five per cent rule, there is an- 
other test for the exemption granted retail establish- 
ments, and that is the one that comes directly from 
the act. To qualify for the exemption more than fifty 
per cent of gross receipts from your sales must come 
from business in intrastate commerce. That fifty per 
cent refers both to the retail and non-retail sales. 
That is not always understood. 

Definitions of a Retail Sale 

In analyzing sales the matter of quantity and price 
is important. The administrator says that sales to 
private consumers are retail; sales to business users 
may also be retail if the quantity or price is similar to 
the quantity or price involved in sales to private con- 
sumers. That little word “or” is very important, be- 
cause it may be the deciding factor. Either the quan- 
tity or the price. 

We have said that a special discount from the nor- 
mal retail price may throw a sale into the non-retail 
category. We mean by that a special discount, not the 
customary discount for cash payment. It is difficult 
to spell out exact quantity and price tests. It is diffi- 
cult, because in each trade which we have examined, 
there are different problems. We are still studying 
them. We have worked with Mr. Garvin on stationery 
problems, and we hope to clarify all your problems 
concerning this law. 

Since this is a new interpretation, we have decided 
to postpone the investigation of any establishment 
where there is any question of qualifying for a section 
13(a)(2) exemption until the first of January, 1942. 
In other words, this interpretation went into effect 
last July 1, but we are allowing a six months’ breath- 
ing spell, a chance for those who think they may be 
covered to get their houses in order. Another saving 
grace: If it is determined, when you are investigated, 
that you have been in compliance since July 1 of this 
year for the six-months’ period, you will be given a 
clean bill of health so far as the division is con- 
cerned. What has happened in the past will be for- 
gotten, unless it is determined that there has been 
flagrant and willful violation. Of course, we cannot 
guarantee protection from employee suits. 

In judging whether or not an establishment quali- 
fies as retail, the administrator has chosen a six 
months’ period over which sales will be examined. He 
saw that there might be exceptions to this. As you 
get into administrative features, there is always elabo- 
ration necessary, something must be changed to fit the 
circumstances. It was decided that perhaps in some 
cases the six months’ period would not give a true pic- 
ture of the establishment’s business. Two exceptions 
to the six months’ basis were made: First, in the case 
of a business which is normally retail, which might do 
some unusual wholesale selling. You might get several 
unusual orders, which might throw you into the so- 
called non-retail category. If it is just a case of an 
unusual occurrence like that, your business may be 
judged over a period of a year. In the second place a 
retailer may find that he has a chance to take a par- 
ticularly large contract, let’s say a government con- 
tract, which might throw him into the non-retail 
category. In this case his business changes all of a 
sudden during the six months’ period, due to some 
particularly large order that changes the basic nature 
of his business. In that case, the determination will 
be made to correspond with the’time of the basic 
change. 

Summary of Interpretations 

Briefly, I want to summarize the interpretation as 

to the retail exemption, and give you these tests as we 
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We here at “U. S.” wish our many 
customer-friends the happiest holiday 
season ever. May °42 bring each and 
everyone of you an abundance of health, 
happiness and prosperity. 


vU. o Typewriter Ribbon 
Manufacturing Co. 


Filbert at Tenth Street 


PHILADELPHIA, PA. 
Established 1895 
CARBON PAPERS a INKED RIBBONS 


RSASAPASASASASSSASASAS ATEN: 


WE INTERRUPT THIS 
PROGRAM WITH THE 
FOLLOWING BULLETIN 
"MORE PEOPLE BUY 


| Ga. JUSTRITE MARKING DEVICES 
| 
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ir arte THAN ANY OTHER BRAND’ 
| } 
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THE LOUIS MELIND CO. CHICAGO. . . NEW YORK CITY . . . SAN FRANCISCO 
SS LT 








Mr. Dealer: 


Transfer Season offers you a golden 
opportunity to replace antiquated filing 
systems and index tabs with the newest — 


BARKLEY (7:10 TAB INDEXES 


Get acquainted with 
revolutionary fast seller. 


this 





Send for samples 
and prices today! 








BARKLEY & CO. 


STABLISHED 1921 


one i 


of Filing Supplies 
CHICAGO, ILL. 


cManufacturers 
$17 S. JEFFERSON STREET 


ot 


TYPEWRITER 


Codo— resis 


build a reputation for quality typing 


High rated business men want clean typing, sharp, black 
impressions from start to finish, dependability always, 
with consistent economy. That Codo quality measures up 
is testified to by the steadily growing volume we enjoy 
in the localities in which we are represented. Remember 
every merchant is just as dependable as his merchandise 
and it's profitable to carry a line you can always depend 
upon. 


Codo makes carbon paper for every copying purpose and 


guarantees it against deterioration for five years. Full 
details are yours for the asking. 


THE er MANUFACTURING CORP. 


509 S. Franklin St. 270 Lafayette St. 
CHICAGO NEW YORK 


Factory, Coraopolis, Penna. 
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have set them up. When it is a question of the exemp- 
tion for establishments, that is the Section 13(a) (2) 
exemption which, when received by a store exempts 
all the employees in that store, there are these re- 
quirements: First, the establishment must conform 
basically to the pattern of retail operations described 
in the Interpretative Bulletin No. 6, ie. open to the 
general public, etc. I might point out that it is gener- 
ally recognized that the wholesaler has a limited 
clientele. In the second place, over fifty per cent of 
the gross receipts from the total sales of the estab- 
lishment must be derived from sales in intrastate com- 
merce; over fifty per cent of the gross receipts from 
total sales, both retail and non-retail or wholesale. 

Third, receipts from non-retail sales must not ex- 
ceed twenty-five per cent of the semi-annual gross 
receipts of the establishment. That is where the ad- 
ministrator’s interpretation comes in as to what he 
considers a “retail establishment.” 

In general, then, the exemption will apply to an 
establishment which derives over fifty per cent of its 
gross receipts from sales in intrastate commerce and 
which derives at least seventy-five per cent of its gross 
receipts from transactions with private consumers and 
transactions with non-private consumers (in other 
words, doctors, lawyers, and business offices, etc.), in 
which either the price or the quantity is similar to the 
price and quantity involved in transactions with pri- 
vate individuals. Sales of goods which are not used 
by private individuals would not be considered retail 
sales. 

Decisions Will Be Based on Liberal Interpretations 

I might say it is the intention of the division, when 
it comes to inspections and decisions on these things, 
to be reasonably liberal and not try to split hairs. I 
know that is the way General Fleming feels. We have 
tried to set up a general pattern, and it has been diffi- 
cult, because there is nothing so complex as the field 
of retail distribution. 

If your firm does not qualify for exemption under 
Section 13(a)(2), that is, if the store does not get a 
total exemption, then you may be interested in the 
exemption for individual employees. Don’t forget that 
where you do exceed that twenty-five per cent allow- 
ance of non-retail sales, it is possible you may work 
out a segregation, and the retail part of your business 
will still be entitled to the exemption. There may be 
exemptions available for certain individual employees, 
for instance those who qualify under Section 13(a) (1) 
as engaged in a local retail capacity, described in reg- 
ulation 541. Other employees may qualify for exemp- 
tion under Section 13(a)(1) when they satisfy the 
regulations relating to executive or administrative em- 
ployees or outside salesmen, of whom you people have 
quite a number. 

In the definition of a retail sale, we say that a retail 
sale is for direct consumption, and not for the pur- 
poses of resale in any form. I might here say some- 
thing about accommodation transfers. Where it is a 
question of a customer asking for a pearl gray car, 
and the dealer has only a black car, and two dealers 
swap cars for convenience, the administrator has said 
that the transfer will be disregarded in figuring up the 
total sales. This applies to stationery sales, as well. 

By normal retail price we mean the price charged 
the ordinary private consumer. You may ask, “Well, 
when a chap buys three nickel pencils for a dime, in- 
stead of paying a nickel each, is that a special dis- 
count?” A quantity discount like that is customary in 
transactions with the ordinary private consumer and 
would not change the nature of the sale. 


Instructions to Inspectors 
We have told our inspectors that when they inspect 
an establishment, they should ask themselves the fol- 
lowing questions: Does the establishment in question 


conform basically to the pattern of retail operations 
outlined in the bulletin? 


Is the sale made from a stock 
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MITTAG & VOLGER, Inc. Park Ridge New Jersey 








A recent installation for the Louis Marcus Corp. of Balti- 
more, Maryland. Sold thru the American Office Equip- 
ment Company of the same city. 

PEERLESS STEEL EQUIPMENT CO. 


Unruh and Hasbrook Sts. Philadelphia, Pa. 
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Indiana Desks Fit Perfectly into any Business Picture! 










No. 1414:66”"x36” 


Smart Design 
For : Quality Materials 
cc A AD Painstaking Con- 
struction 






Write for catalog 


TINe 


INDIANA DESK COMPANY 


JASPER INDIANA 




















Leather Upholstered 
Office Chairs 
In the 
full 
tide of 
favor! 
must pass a"physical”, too! 
Students of motion study delight 
in the way FAIR'S COSTUMERS 
are scientifically built, lacquer 
finished and precision-inspected. 
| All to bring costs and prices down 
i and to improve the quality. 
No. 2002 IMMEDIATE DELIVERY 
genuine ! : . 
eataut ! In spite of shortages, FAIR delivers the 
deep goods promptly. 
A typical outstanding value buff Write today for descriptive catalogue and 
of the “New Indiana” catalog leather a ae i) dealer price list. 








The season's greetings—and our thanks to the y * ° 
dealers who have shown so fine a spirit of loyalty YY) Whit, HWY ‘ Gj 
and consideration in our contacts. Best wishes for / a e 


5 holidays. ; ' 
ead Costumers — Chair Cushions — Typewriter Tables 


NEW INDIANA CHAIR CO. Jasper, Indiana NEWARK, N. J. U.S.A. 
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THE Complete LINE IS THE 
STRAIGHT LINE TO Profits 


Study This List—It Means More Business—Repeat Business—To You 





CLEANGRIP 
CARBON PAPER 


Its distinctive appearance catches the eye. 

Its efficiency, cleanliness, long wear and RESISTANCE 
TO CURL make it the carbon paper preferred by busy 
users. 

Cleangrip combines all the desirable features of good 
carbon papers plua the highly important special features 
possessed by no others. 

It is profitable to the dealer as it brings new business 
and holds it against competition. 

DEALERS: Don’t overlook this business getter. Write 
for samples and prices. 











CARBON CARBON INKED 
PAPERS ROLLS RIBBONS 
Tailor’s Marking 
Cleangrip Photo Offset Stormtex Gilk 
Whitedge Billing Rolls for Elliott- | Stormtex Cotton 
Fisher Machines Gueonn 
Clean Pull Billing Rolls for 
Cameo Burroughs Posting American 
Machines wn 
American Register Rolls cate fer Add 
, Tally Rolls bons for ress- 
Reliance 
: Teletype Carbonized ograph-Multigraph 
Carbons in all Rolls Speedaumat 
weights and} Rolls for Elliott- 
finishes Addressing Machines | Dupligraph, ete., etc. 
Special Rolls 














H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 


561 GRAND AVE. 


BROOKLYN, N. Y. 
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“KELIAR’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8. Patent 1,782,622. Canadiat Patent 324,059. Other patents pending.) 





All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corp. 


1728-1736 Burnet Avenue Syracuse, New York 























MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 
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DURABILITY TRANSFER FILES 








With STEEL in more constant 
demand every day — it will be 
well worth your while, Mr. 
Dealer, to investigate FIBERBOARD Dura- 
bility Transfer Cases NOW!! 


Send TODAY for complete 


latest prices. 


details and 








C. L. BARKLEY & CO. 


ESTABLISHED 1921 
cManufacturers of Filing Supplies 
517 S. JEFFERSON STREET CHICAGO, ILL. 








New... Improved... Modern ! 
DIP-LESS WRITING SET 


18 numbered point styles (easily replaceable 
and low in cost) to suit many writing styles 
and tasks! 

Leak-proof, visible ink-supply held at correct 
level at all times! 

Single and Double Sets of Durez in black and 
colors. Nationally advertised ! 


tm dm dm Gn fm em ete 


GIVE THIS DIP-LESS WRITING SET 
A 10-DAY TRIAL ON YOUR COUNTER 


THE ESTERBROOK PEN COMPANY, 86 COOPER ST., CAMDEN, N. J. 


shel 
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of goods maintained for sale to the general public? 
Is the purpose of the buyer clearly to consume and not 
to resell the goods or incorporate them in other goods 
which will be sold? Is the sale made at the normal 
retail price, or in quantities normally considered as 
retail? If either price or quantity resemble the retail 
price or quantity, it will be considered retail. Is the 
greater part (over fifty per cent) of the semi-annual 
gross receipts from the sales of the establishment 
made in intrastate commerce? Is the amount of non- 
retail selling substantial (in excess of twenty-five per 
cent of the semi-annual gross receipts of the estab- 
lishment) ? 

Just one other point: Many of you stationers have 
printing establishments. I know, because when I 
worked during college days, instead of selling the pro- 
verbial magazines, I worked for a time in a large book 
store and stationery shop, located on the college cam- 
pus, which had a printing department. 

Briefly, when such printing plants produce goods 
for interstate commerce, the exemption for the retail 
portion of the business will be defeated, unless the 
printing function is segregated. When the printing 
plant produces for intrastate commerce only, the ex- 
emption for the retail portion may be available, with- 
out the necessity of segregation. 

—- © - 
SOUTHERN NEWS NOTES 

Stationers and office outfitters who cooperated in a 
blackout of advertising signs and display windows in 
the Southeast ordered by the OPM can have the satis- 
faction of knowing that a saving of 3,000,000 kilowatt 
hours of power for defense industries was effected 
during the first week of the blackout and that a pro- 
posed thirty per cent cut in power for non-essential 
industries has been deferred as a result. New 
offices, devoted entirely to out-of-town sales, have 
been established at 214 Ten Pryor street building, At- 
lanta, by the John H. Harland Company. The firm 


| has maintained a stationery and office supply depart- 


ment in the building at No. 8 Pryor street, S. W. 
ever since its establishment. . W. L. Calhoun has 
been appointed district supervisor for the Vari-Typer 
Company, and will direct sales in the states of Geor- 
gia, Florida, Alabama, Louisiana, Mississippi and parts 
of Tennessee and South Carolina. He went to Atlanta 
from the Jacksonville office of the company in 1939.... 
S. W. Benedict, long connected with the blueprinting 
department of the Ivan Allen-Marshall Company, was 
married on Thursday evening, October 23, to Miss 
Doris Seagraves, of Atlanta, the ceremony taking place 
in St. Philip’s Pro-cathedral. . Miss Ruth Leach, 
formerly engaged in systems service work and operat- 
ing instruction at the Atlanta office of the Interna- 
tional Business Machine Corporation, has been pro- 
moted to secretary of education for women for the 
corporation, with headquarters in Endicott, N. Y.... 
C. H. Brown & Company, 118 West Bay street, Jack- 
sonville, has installed a new photostat and continual 
blue printing machine... . M. L. Dorsey, Jacksonville 
representative of the Royal Typewriter Company, re- 
cently visited the company’s New York office and 
plant in Hartford, Conn., as one of thirty-five sales- 
men in various parts of the country with outstanding 
sales records for the past summer.—JHR 
te «© 

CAMPBELL GETS BIG GOVERNMENT ORDER 

The designation of the Standard Furniture Company 
as the source of supply of $26,395 worth of desks under 
a contract awarded the W. D. Campbell Company, 
Washington, D. C., and cleared by the U. S. Labor De- 
partment, was announced last month. 













SOVEREIGN QUALITY... She Finest Mameo Bond ... SOVEREIGN QUALITY 


BaF Yside Siorg of 


| Fam Speeo-O-Print Mimeo Bono 


(Woatermar ked) 
SOVEREIGN QUALITY 


Outstonding paper mill chemists and paper makers have 
collaborated for months to develop Speed-O-Print 
y Mimeo Bond as the outstanding stencil duplicating 
Ay poper. Manufactured from the finest types of virgin 
: pulps, every step from raw materials to finished 
poper is under laboratory contro!, guaranteeing 
uniform and unexcelled quality. 


Write TODAY for quantity prices, 
special Dealer Catalogue, 
and samples. 


fi ti 























SPEERD-O-PRiNT CORPORATIOR CHICAGO MADE Un 6 


|| “ 
ae 
| 
a 
] 


WRITE FOR SAMPLES, PRICES AND FULL DETAILS 
SPEED-O-PRINT CORPORATION CHICAGO, U. S. A. 






















THE NEW IDEA IN DUPLICATING PAPERS | 


iESWE|I 


White and Colors 


Heather Quality is ideal 
for putting new beauty —— 
and variety into adver- A SPEEQ-0-PRINT 
tising and bulletin forms. > 
SS MIMEO 


Because of special finish, AY " BOND 
Heather Quality can be LAAAAN 

used on both sides with- 

out slip-sheeting and with 

absolutely no offsetting. 








WRITE FOR SAMPLES, PRICES AND FULL DETAILS 
SPEED-O-PRINT CORPORATION CHICAGO, U. S. A. 
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VICTOR SAFE MAKES NEW FIELD APPOINTMENTS 

The Victor Safe & Equipment Company, North Tona- 
wanda, N. Y., last month announced three new field 
appointments which become effective December 1. The 

















C. SCOTT PARNHAM G. G. ENNIS 


men involved are C. Scott Parnham, G. G. Ennis and 
F. C. Leonhard. 

Mr. Parnham recently joined Victor and was ap- 
pointed district sales manager covering Indiana, 
Kansas and Missouri. Not only does he possess a wide 
experience in the field, but is upholding a tradition by 














F. C. LEONHARD 


virtue of the fact that his father and grandfather were 
pioneer salesmen in the office equipment industry. 

Mr. Ennis is Victor district sales manager for the 
states of Iowa, Minnesota, Nebraska, North Dakota and 
South Dakota, where he will use his knowledge of the 
business in taking care of dealers’ needs in the big 
territory. 

Mr. Leonhard makes a change in his territory and 
now concentrates his activities exclusively to dealers 
in the state of Michigan. 

———— — 

PENN-MAR-VA MEMBERSHIP CARD IS HOTEL 

DIRECTORY 

A clever idea is incorporated in the new membership 
cards of the Penn-Mar-Va Club will be of assistance to 
the holders. On the reverse side of the card is printed 
a list of selected hotels which have been chosen by the 
club’s hotel committee under the chairmanship of Paul 
Gundacker. 

. —>-— 
MASCO EXPANDS FOR NATIONAL DEFENSE WORK 

The Masco Corporation, Milwaukee, Wis., has moved 
its scale making plant to new quarters where addi- 
tional space for expansion will permit the firm to do 
its share of national defense enameling work. The 
company also announced that it is completing plans 
to pay its annual Christmas bonus in defense bonds 
and stamps instead of cash. 


149 





CHAIRS 


STEEL 





} No. 2425 
j (No. 2825 same 
except has solid 
No. 2200 back) 


Just two of many popular, square tubular, steel chairs. 
Note streamlined base with shielded casters (patents pend- 
ing). Caster swivels within the base itself. Write for catalog. 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 











ce e oe of lawl Ultimate totes 4 





CARBON [flono 
PAPERS : 


INKED | sive 
RIBBONS 


PAPER 
“QUALITY” “ECONOMY” 


THE NEIDICH LINE 


A trial of Neidich Carbon Papers 
and Typewriter Ribbons will be 
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“SERVICE” 


more convincing than a thousand 
words describing their points of 


excellence. 


Write for full details. 


NEIDICH PROCESS 


DIVISION OF UNDERWOOD ELLIOTT FISHER CO. 


BURLINGTON, N. J. NEW YORK, N. Y. 
ST. LOUIS MO. SAN FRANCISCO, CAL. 
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FIAFIAFTAY 
Seasons Greetings 


and 


Best Wishes 


to all our friends 
in the Industry 


BESS 


The BENTSON Mfg. Co. 


Aurora, Illinois 


Manufacturers of Steel Office Equipment 


MIRE TG RTE 
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“Does Unto Others” 





Building finer service into our designs, advancing the 
quality of materials and the care in executing details 
of construction puts us in line with progress and the 
Spirit of Good Will. 


This is the special season of Good Will. Soon it will 
be expressed in the music of bells and the exchange 
of greetings all over our land. The fact that conditions 
in other parts of the world robs it of its meaning there, 
gives added reason for our greeting to be whole hearted 
and genuine. 


To those friends in the field who 
have planned and worked with 

“; us in distribution, we extend our 
‘N. appreciation and best wishes for 
a cheerful Christmas and suc- 
cessful new year. 


Jasper Uffice F urniture Co. 


JASPER, INDIANA 























BRIEF CASES! 
=e’ More Popular This 

ma Year Than Ever. 
= For Ideal Gifts— 


Feature the 
| “NATIONAL” Line 





A Must for a sure-fire, profitable Christmas turn- 
over, National Brief Cases, Zipper Envelopes 
and Ring Binders provide the dealer with the 
most recent designs in all leathers—the up-to- 
the-minute style and quality required for at- 
tractive display and rapid sales. In handling 
your holiday trade build permanent good will by 
featuring the popular, fast-moving ‘‘National” 
Line. 


NATIONAL BRIEF CASE MFG. CO. 


512 S. Peoria St., Chicago 
10 E. 34th St., New York 1709 W. 8th St., Los Angeles 


















Public Acceptance 
of our upholstered 
line is now a 

proven fact 





y 


BECAUSE 
MATERIAL, 
CONSTRUCTION, 
CRAFTSMANSHIP 
and FINISH 
are first 
class in every 
respect. 


DuPont Cavalon is used for upholstery covering, because of its 
exceptional qualities of durability and fine appearance. Order 
two of these excellent chairs for inspection and display. We 
1re confident of your enthusiastic approval and ensuing sales 
success. 


Jasper Seating Company ;AS°*. 
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THE NEW PATENT STRING DEVICE 








A New LOWER PRICED 


ELECTRIC ENVELOPE 
SEALER 






MODEL SL—SEALS 200 ENVELOPES A MINUTE 


MULTIPOST ENVELOPE SEALERS 
2 Hand Operated—2 Electric. 


MULTIPOST LETTER OPENERS 
2 Hand Operated—2 Electric. 


COMBINATION Letter Opener & Sealer 


The only machine of its kind ever offered. 


MULTIPOST STAMP AFFIXERS 


4 Models—with & without counter. 


There are over 200,000 in use giving good service. 
30 YEARS EXPERIENCE ARE BACK OF THESE MACHINES. 


ALL ARE SENT ON FREE TRIAL—NO OBLIGATION. 
WRITE FOR FOLDERS GIVING DETAILS & PRICES. 


MULTIPOST C0. 100 center Px. Rochester, N.Y. 

















In sincere and friendly 
appreciation of your 
good will—we wish 
you and yours a most 


Merry (?hristmas 


and a 
‘Happy New Year 
Ames Supply Company 


564 W. Randolph St., Chicago 





























37 Murray St., 583 Market St., 
New York ae ss San Francisco 
1905 Commerce St., PRINCIPAL CITIES 11 Pryor St., 
Dallas Atlanta 


SUPERIOR 


MAPTACKS 
a Se 








Vitalize maps and charts for 

Police Departments — 
Fire Departments — 
Health Departments — 


Production Control — 
Sales — 


and many other forms of centralized control. Bril- 
liant colors, uniform heads, needle points. 
Write us for details. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. Cambridge, Mass. 
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ae 2 ||ROSCO STYLE 
PHOTO MATERIALS GLASS 
DESK PADS 


COMPANY 
/ 
AND Now made by Geo. E. Fox Co.! 


REPRESENTATIVES 











Manufacturers of the 
Premier Line of Trimming Boards 








all wish youa Here is your new source of supply for the ever popular FRAME 
Very Merry Christmas Glass Desk Pad that has been made for years. | 
; d H . d This pad has rigid outer frame to hold glass. 
and a appy an Available in two sizes: 
Prosperous New Year. es "ear | 


Send for circular describing this complete line now! 


SAEZ SAEZ SZ a 


A. |. Blanc 


Photo Materials Co. :  eeeeert, &. 
Fred Deutsch GEO. E. & CO. 


Fred Deutsch 





1323 S. Michigan Ave., Milton Stone 
ohn J. Schulda - 
4 eS . : . 
Chicago, Hl. 4 Pv nn Office Specialty Manufacturers Since 1 


412-420 ORLEANS ST., CHICAGO, ILL. 
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PROTECT 


IS PROFITABLE \\ QQ (heey 
TO SELL! 


Every dealer wants to 
increase his sales vol- 
ume—let Schwab Safes 
show you how. 


Price... 
durahility... 


comfort? 





When a dealer identifies 
himself with SCHWAB 
SAFES, he is offering his 
community the ultimate in 
Fire and Theft protection. 
The cost of safeguarding 
valuable possessions is so 
low that no far-sighted 
business man can afford to 
be without this modern 
protection. 





No. 8214 


These are the questions your prospects will 
ask when they are in the market for posture | 
chairs...and High Point’s 8214 is the answer! 


We offer a wide range 
of capacities for all busi- 
ness records and for post- 
offices, banks,  furriers, 
jewelers, etc., and __fire- 
proofed for all emer- 
gencies. Send+ for the 
Schwab CATALOG—Inves- 


tigate our dealer sales plan. 


THE SCHWAB SAFE COMPANY 
LAFAYETTE, INDIANA 


This popular priced chair will make sales for 
you among the economy-minded. Write for 


more information and prices. 








HIGH POINT BENDING & CHAIR CO. 
Siler City, North Carolina | 
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DISPLAYING NEW INCOME TAX EQUIPMENT 

Recent congressional action and “upped” income 
revenue has so widened at the base income taxation 
that it is the proverbial “ill wind” blowing good to 
the stationer and office equipment house which is 
“first with the forms.” 

As early as October in Seattle, Wash., for instance, 
there were bright new windows full of these har- 
bingers of spring—those celebrated “Ideas of March” 
that come about the fifteenth of that month, when 
income tax forms must be in the hands of “Uncle,” 
appropriately filled out. 

Clear, concise and complete were the records un- 
folded to the interested gaze of spectators and pass- 
ersby—prospects and customers within. They caught 
the eye at a time when the business man was thinking 
of the “next step” that follows through and makes 
effective this new legislation passed by Congress. 

Among these displays were several that show new 
income tax books. These, for a dollar, explain pre- 
cisely the new and enlarged tax program, and indi- 
cate how many additional dollars will be put into the 
hands of Uncle Sam. 

Usually new laws require new records to be kept, 
so legislation as in the present instance is a frequent 
source of new business. Congressional enactments like 
the last with bracketing of considerably enlarged busi- 
ness and personal income sources, new luxury, amuse- 
ment and other taxes, bring in their wake business for 
the form maker and form seller, office equipment, sta- 
tionery and printing houses. 

A raft of new business may be worked up by timely 
and visible displays—interior and exterior, street win- 
dows or counters that contact customers thinking over 
new taxes while they’re “hot.” 

New types of income tax ledgers, booklets, pam- 
phlets, sheets and ruled forms of various sorts are re- 
quired for keeping the record clean and the amounts 
in order that must be allocated for the federal gov- 
ernment. 

Thus forms that are harbingers of spring—that re- 
volve around the Ides of March—make excellent dis- 
play pieces now—for greater showmanship and sales- 
manship. Moreover, build-ups of these forms are good 
traffic builders and entering wedges for other business 
forms and the sale of other items of stationery and 
office equipment.—CML 

sti ellie 
UEF OPENS WATERLOO OFFICE UNDER PARSONS 

W. F. Arnold, general sales manager of the Under- 
wood Elliott Fisher Company, last month announced 
the opening of a branch office at Waterloo, Iowa, which 
will be under the management of Harry O. Parsons. 
The location is 513 Lafayette street. 

Mr. Parsons joined Underwood Elliott Fisher as a 


sales representative covering the Waterloo territory in 


1935. Four years later he was transferred to Des Moines, 
where he established a fine sales record which led to 
the new promotion. 








oo i * DOC stork 


Dolores Ann Kickels was a Thanksgiving Day gift to 
Gordon and Mrs. Kickels of LaGrange, Ill. Mr. Kickels 
is a salesman for The Globe-Wernicke Co. in Chicago. 
The young lady was born at Washington Boulevard 
hospital, Chicago, November 20. She tipped the beam 
at 6 pounds 13 ounces. At closing time for this issue 
the new arrival’s name had not been selected. 





W. B. Pettit, repair department foreman for Perry 
Griffin, Royal district agent at Fort Smith, Ark., is the 
proud father of a baby girl born to Mrs. Pettit last 
month. The baby, who has been named Nancy Jean, 
is now home with her mother at 601 North Third 
street, and all is well. 





No. 544 


Sincere Greetings 


. and with a united stand in defense 








of our liberties, our Christmas and New 






Year's felicitations can express more 





joy and confidence than ever before. 


jean MAS aco 


New York Office — Harold Atwood, 280 Broadway 
“If it's made with Leather, MASHEK makes it better.’ 











STATIONERS: 


Investigate the Merits of 


MODEL 95 


The Quality five action, all steel 
and nickel, Numbering Machine 
with capacity for ten wheels 
—and priced competitive to ordi- 
nary machines of four and less 
actions; and UNCONDITION- 
ALLY GUARANTEED. 





Your large discounts give you 
a real incentive to sell these 
units. 


The 
ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue Brooklyn, New York 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago, Ill. 593 Market St., San Francisco 




















The Seal Gift! 












No. 1033 


*" $8.95 
24" 99.25 


Statuary bronze 
finish. 
ddjustable shade. 


Baked porcelain 
type reflector. 


IS watt. 


Complete 
Line of 
Lamps and 


Fixtures 


Sales Territories Available—INQUIRIES INVITED 


130 SOUTH GREEN STREET 
CHICAGO, ILLINOIS 
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BRIGHT 








LEATHER 
OFFICE FURNITURE 
¢€ 


Rich, luxurious comfortable and durable furniture 
—furniture which enables an executive to give 
his business quarters that final touch expressive 
of his own individuality. With it all, Bright num- 
bers are kept within the 

reach of the buyer's purse. In the Bright catalog you 
They have the eye appeal will find a variety of 
that gets the sale. Check styles and designs to suit 
up on the extra profit op- most of your trade. The 
portunities for dealers prices will attract you as 
agg in this quality well as your customers. 
ine. 


BRIGHT CHAIR COMPANY 


INCORPORATED 
127-133 BLEECKER STREET, NEW YORK CITY 


BOOVOseVosoowwenwse 


ASN 7 Wed 


Solid walnut base. 


Bronze ornaments. 


For A.C. current— 
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RENSCHLER TO HEAD UEF WICHITA BRANCH 

The Wichita, Kans., office of the Underwood Elliott 
Fisher Company has been made a main branch under 
the direction of Lester R. Renschler, according to an 
announcement made last month by W. F. Arnold, gen- 
eral sales manager at New York headquarters. 

Wichita was formerly under the supervision of Kan- 
sas City, but increased activities have necessitated this 





| 








L. R. RENSCHLER 


new important designation. The offices in Joplin and 
Springfield, Mo., will also be under Mr. Renschler’s 
direction. 

Mr. Renschler joined the Underwood organization 
as a delivery boy in 1926, at St. Joseph, and shortly 
changed to the service department. Later he was trans- 
ferred to the sales department, and after serving in 
Hutchison and Salina, went to Wichita where he has 
been located for the past five years. 

Mr. Renschler also has the distinction of attaining 
membership in Underwood’s All Star Salesmen’s club 
consecutively for the past six years, and has already 
qualified for membership in the 1941 club. The club 
includes among its members, salesmen who have made 
better than 100 per cent of their quota in a given year. 


= $$ 


TATE OPENS TOURIST CAMP AS SIDELINE 

H. I. Tate, stationery department manager for the 
Daily Commercial Dispatch, Columbus, Miss., has re- 
cently added to his business activities by opening a 
combination tourist camp, restaurant and gas station. 
The new unit, which will feature chicken and steak 
dinners, is located on Route No. 82, five miles east of 
Columbus, and has been named Tate’s Tavern. The 
owner will continue his connection with the office 
equipment and stationery house. 


—>- 





A Y. AND E. DESK IN A “BACK TO BUSINESS” SETTING.— 
This window of the Desmond's clothing store in Los Angeles, 
Calif., was recently used to feature men’s business suits. In 
order to make the business idea take hold the window was 
dressed as an office, the various dummy figures being given 
a background of a desk and furniture of the Yawman and 
Erbe Manufacturing Company, finished in the firm’s well- 
known Neutra-Tone gray. 
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gas S HIGGINS 


a AMERICAN INDIA INK 


Steady Demand waterproof black | 








Quick Sales 
Rapid Turnover 
Repeat Customers 
More Profits 
and 
Freedom from 
complaints 
and returns 


NG MEMBER N. S. A.” 


HIGGINS 


HIGGINSINK CO. inc., 271 NinthSt. ,Bkiyn, N.Y. 


useuns 


wk 
MERICAN inpiA ™ , 





FIRM 


RESILIENT 














New Improved AIRMAIL Model 


TRINER’ 
Airmail 
Special 
No. 300 


EXTRA 
FINE 
CONSTRUCTION 


Capacity 1 Ib. x % oz. 


for automatically indicating with highly improved 
legibility of figures: 

Airmail 

First-class Mail (local & out-of-town) 

Foreign First-class 

Merchandise & Printed Matter 

Catalogs, Books, Newspapers 

Publications, etc. 
Built throughout of steel, highly sensitive and accur- 
ate, handsomely finished in chrome and «atin black. 
This special model offers a new range of opportuni- 
ties for selling scales for Airmail as well as general 
mail. 

Write for Circular X. 


TRINER SCALE & MFG. CO. 
2714 W. 21st St. Chicago, Ill. 

















THE SUN RUBBER COMPANY 


BARBERTON, OHIO U.S.A 


SAN TA... 


WILL COME BY- 


PLANE «© 
THIS YEAR 


: by TEmPO Plane 


JUST AS HE DOES EACH 
DAY OF THE YEAR TO 
TEMPO DEALERS AND 
USERS EVERYWHERE 














With him he will bring—TEMPO FiLM—the stencil that 
pleases everyone. When it comes to quick, easy, and 
economical stencil duplicating, a quire of Tempo Film 


Stencils is a package of “Christmas Cheer” any day in 








the year. 


f START THE NEW YEAR WITH PROFITS 
PS OS cea OPS GAP CIE ON COATS dg Sate 
WRITE FOR NEW TEMPO CATALOG 43% West Pico Boulevard 


Los Angeles, Calif. 
| f} q 617 Commonw' ith Annex 
, Pittsburgh, Penna. 











The Deus Saag Corn. 
HALL-WELTER Co, INC. 


12 CHAMPENEY TER. ROCHESTER, N.Y. 














Its Best Endorsement 


“Just as Good” is 
for the principles 


RESPIRATOR 
CUSHIONS 


than complimentary to the cushion referred to 


a greater endorsement 


incorporated in the 


If ventilation is an advantage, then assuredly a Respirator 
Airolated Cushion is far superior to other types of so-called 
ventilated cushions in proportion to the effectiveness of the 
ventilating system. 

Respirator Cushions do not depend upon the microscopic 
air cell structure for ventilation as instead ventilation is 


accomplished by a mechanical process of compression of | 


cups molded in cushion which actually pump air out of and 
into cushion through lateral tubes. 


RESPIRATOR—The most asked-for-by-name seat cushion 


|} on the market. 





Wiz» 2 We os oe HH LY 
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Respirator Cushions are covered by Patent No. 2,025,712 


L. M. BICKETT COMPANY 


WATERTOWN, WISCONSIN, U. S. A. 
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* May we wish you 
Ns 
: Seasons Greetings 
Nf 

¥ os 

x Our sincere “thanks” for your valued 


patronage in 1941 and the hope of 
your continued cooperation in 1942. 





SHIPMAN-WARD MFG. CO. 
325 N. Wells St., Chicago 


“The Dealer's Quality Supply House” 
83 BSE SESE SESE EEE 


—— 

















We are doing our level best to 
keep stock on hand for you. It's 
a real job, today. 

May we suggest you look 
ahead to Transfer Time, now! 


™ WARSHAW 


MANUFACTURING CO., INC. 
1 MAIN STREET BROOKLYN, N. Y. 


GUIDES INDEX CARDS FOLDERS 
PROTEX STICKONS MENDING TAPE GUMMED INDEX TABS 
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ROBERT JOHNSTON PATIENT IN WICHITA 
HOSPITAL 
Robert H. Johnston, of the Johnston Press Com- 
pany, is a patient in a Wichita (Kans.) hospital where 
he has been ordered to take a long rest following a 
severe heart attack. Mr. Johnston was stricken on 
Tuesday, November 11, and since that time has been 
reported as resting fairly comfortably. 
ee - 
ADDRESS OF W. M. FRENCH IS SOUGHT 
It is requested that anyone knowing the address of 
W. M. French send it to the publisher of this journal. 
His age is about seventy and his height about five 
feet, six inches. Some weeks ago Mr. French was re- 
ported in Iowa but is understood to now be in a south- 
ern state. Any information concerning his whereabouts 
will be appreciated. 
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Jacksonville, 11l.—The Craig Office Supply Company has recently moved 
from its South Main street location to new premises at 205 East Morgan 
street. The company is owned and operated by Morris Craig and specializes 
in Underwood typewriters, Sundstrand and Victor adding machines. 


Little Rock, Ark.—C. Armitage Harper, executive of the Democrat Print- 
ing & Lithographing Company, has been elected a vice-president of the 
New Industries, Inc., an organization recently incorporated for the pur- 
pose of boosting industrial activities in the state. The corporation was 
formed by a number of prominent businessmen and state officials and, 
iwccording to a press announcement, will seek to “‘bolster struggling indus- 
tries with funds and help finance new ones in Arkansas.’’ Mr. Harper is 
also active in civie organizations and recently was appointed leader of 
a Community Chest division which will solicit contributions from persons 
engaged in general service industries and occupations.—ADR 


Little Rock, Ark.—Horace Mitchell, Jr., special sales representative 
of the Democrat Printing & Lithographing Company, last month was 
appointed chairman of the individual large gifts committee of the city’s 
1941 Red Cross roll call. Mr. Mitchell is an active worker in the Community 
Chest, Chamber of Commerce, Y. M. C. A., and other civic organizations 

ADR 


Little Rock, Ark.-Lieutenant-Commander “Gene’’ Tunney, U. S. N., dem- 
onstrated his popularity when he devoted’ the afternoon of November 14 
to autographing copies of his new book, ‘‘Arms for Living,”’ for customers 
of Allsopp & Chapple, 307 Main street. Commander Tunney was in Little 
Rock on a recruiting mission for the Navy and was accompanied by Mrs 
Tunney and a naval aide.—ADR 


Little Rock, Ark.—The Central Printing Company, 209 Louisiana street, 
has been awarded a contract by the city council to supply docket books 
for the municipal courts, on its low bid of $272.80 for a total of eight 
books.—ADR 


Ponca City, Okla.—Julius Banta, for the past thirteen years connected 
with the Western Bank & Office Supply Company in Oklahoma City, last 
month joined the staff of the local store of the Southwestern Stationery 
& Bank Supply Company. 

Portland, Ore.—Jack Adams, of E. J. Chapman & Company, 313 West 
Fifth avenue, drove to Seattle, Wash., last month accompanied by Mrs. 
Adams. While in Washington Mr. Adams, who is general manager of the 
Chapman organization, visited a number of old friends with whom he 
became acquainted some years ago when he worked in that section of 
the country. 

Waltham, Mass.—Ending a period of ten years in one location, the 
Moody Stationery Company last month moved to new quarters at 377 Moody 
street where a new store offers exceptional opportunities to display office 
equipment, stationery and supplies to best advantage. The company is one 
of the leading concerns of its kind in the territory and annually supplies 
most of the major offices and industrial organizations in the district as 
well as taking care of school children’s perennial needs 





Danville, til.— Lloyd Castle, head of the Standard Typewriter Store, has 
recently moved his organization into a new location at 7 East North street, 
1 site previously occupied by The National Cash Register Company. At the 
same time Mr. Castle announced that henceforth his firm will be known as 
Castle’s Standard Typewriter Store 

St. John, N. B., Canada.—Smoke and water did considerable damage to 
the stock of the Soulis Typewriter Company recently when a fire broke out 
on a nearby rubbish pile and spread to the firm’s premises. The store's 
plate glass front was demolished.—WJM 

Thomasville, Ga. F. H. Upjohn, owner of an office machine and supply 
business here, has recently moved his salesroom and service department 
from the Tosco hotel, where he has been located for a number of years, to a 
new location at 109 North Broad street. At the same time Mr. Upjohn 
announced that he has secured the services of Ray Yates who has joined 
the organization for the purpose of conducting a recently-installed cash 
register department Mr. Upjohn carries a large stock of Underwood 
Elliott Fisher Company products and is the local dealer for that organi 
zation. . 

Toledo, Ohio.—.Jim Humphreys, Jr., a service man in the local office of 
. CC. Smith & Corona Typewriters, Ine., has recently moved to Fremont, 
where he is in charge of the service department of the Standard Adding 
Machine & Typewriter Company. His place has been filled by the appoint- 
ment of John Sanders. Another addition to the branch is Miss Margie 
McCarthy, who has been employed as a bookkeeper, according to Branch 
Manager J. Frances Seymour AK 

















CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here's a ribbon 
and carbon proposition you 





can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “” STATIONERS 


Complete details on request 


ALLEN & COMPANY 
OerT. uw 
11-18-15 Vandewater St., 
New York, N. Y. 

















SPEED for NATIONAL DEFENSE 
with the SPEEDLINER 


Copies of specifications, parts, lists, invoices, work tickets, 
sketches and bulletins are produced in a moment's time. 
No ink, no stencil, no gelatin and no type are used. No 
special skill is required, anyone can operate the SPEED- 
LINER. Your customers will thank you for a SPEEDLINER 
demonstration. Retail price only $59.50 plus tax. 


Write for further information 


KEEN MANUFACTURING CO., INC. 
800 North Clark St. Chicago, Ill. 
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One ; 

of | -29 Styli-for 
the F N 

Four : very Need! 

fo 9 Ball points, loop 

Presto . wheels, shading, etc. 

Profit @ Technygraph - styli 

offer an important 

Makers ‘ selling point in the 

soft, neutral tones of 

} their beige-mottled 

NI lumarith handles. De- 

a signed to avoid eye 

le i fatigue. In attractive 

transparent containers. 


@ Knurling near tip 
gives index finger es- 
pecially firm grip. 


Sells on Sight * ofc, Hone 


Streamlined—smartly styled and color fin- 


ished, the PRESTO Deluxe Desk Stapler, is 
ideal for personal use everywhere. Its 
unique, protective rubber base holds 400 
extra staples. Instant and wide acceptance 


is bringing many new customers into sta- 

tionary stores from home — school — and Complete 
office. For a new customer sales promotion with 500 
display PRESTO Staplers in your window 
and in your advertisements. Ask about Staples 
the four PRESTO Profit Makers, including Tax 
the famous Personal Paper Punch and the 

new PRESTO Staple Remover. Included 


METAL SPECIALTIES MFG. CO. The ue chnygraph, Thuy, muneors 


~t 


2 
¢ ew 
: 


i 


@ Beautiful rainbow 
colors; pleasing to the 
eye. Easy to clean and 
keep clean. 


@ MADE IN U.S.A. 


LTO 
i € 


De At ERS 
Our four-page broad- 
side shows Techny- 
graph Styli in actual 
STYL! TIPS ARE size in their fast-sell- 


CADMIUM-PLATED © a. eee Sens 


please write for your 
copy today! 








3200-08 Carroll Ave. Chicago, Ill. 














It’s a SAFE Bet AID TO BRITAIN 


I‘m here to Wish You 


BUY BRITISH GOODS 


ad 
THE BRITISH STATIONERY EXPORTER 


published quarterly by the proprietors of the BRITISH 


All a Merry Christmas 
and a Happy New Year 





We'll always look back on 1941 as a year of STATIONER, contains a comprehensive display of the 
| great stress. Despite the diverse problems most attractive and saleable British Made lines of station- 
the world has faced, there are many com- ers merchandise. We shall be pleased to mail you a copy 


pensations. post free each quarter if you will complete the form below. 


The loyalty, patience and cooperation of — - 
_ BRITAIN DELIVERS THE GOODS 


our dealers in the face of these knotty busi- - 


ness problems, has been boundless. We laud ------—=—.-SEND US THIS COUPON 




















| i ' 
this courage. i 
I To F. W. BRIDGES LTD., Proprietors THE BRITISH STATIONERY 
No one knows what 1942 will bring but f _ EXPORTER. 
: A i 34, Bridge Street. HEREFORD, ENGLAND (Late of Grand Build- 
we pledge anew our determination to serve : ing. Trafalgar) 
our customers to the very best of our ability. 1 Please send to the address below Free copy each quarter of 
' the BRITISH STATIONERY EXPORTER. 
| 
i 
| Name 
| i (Please attach your business card or letter-head) 
' i 
I Address 
CHICAGO TOLEDO, OHIO NEW YORK I 
Date ! 
| 














DECEMBER, 1 





Dealers Wanted 


(One in a territory) 


For a Spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(No rubber to wear out) 





Write for our interesting 





328 Columbus Place 
RROOKLYN. N. Y. 











Speed Key Mfg. Co. 28 mbes 


CLEANS Type-REMOVES Spots 


SPEED-MO No. 400 TYPE BRUSH and CLEANER 











No daubing; no dirt. Fin- 
ger tip control saves fluid, 
prevents evaporation. In- 
terchangeable brush for 
removing spots from 
clothing, gloves, ete. 


Nothing else like it. 
Write us. 
RIVET-O MFG. CO. 


99 Jason St. 
ORANGE, MASS. 
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[fisdin deli 


for You! 


Darnell Double Ball Bearing 
Casters and E.Z Roll Wheels 


offer many advantages not 


THERE'S 











MONEY 


IN 





THIS 


found in ordinary types 


of casters and wheels 
They Ge Mery Moe DARNELL 
Years of SERVICE ** componrarTion, LTD. 


Ome BEACH, CALIF. 
368. CLES TOR, Cuisage 
60 WALKER ST., BEW TORK 


BOOK 


_ FOR 
Page You 


ewnttt ] 


paral 









There is NO EXCISE TAX on 
MASCO made Scales 


Not only are they free of Tax but also free of all 
substitutes that effect the quality of the Scales: 
in fact, the Scales made by the Masco Corpora- 
tion have been constantly improved and are now 
virtually custom made. Each scale is precision 
jig-drilled and assembled by expert hands. Ex- 





the MITE 
One Pound 
‘ , Postal Scale 
perience means quality. Retail 


Order Direct Or From Your Jobber. $1.95 


P. S.—Give your Christmas Bonus in the form of National 
Defense Bonds and Stamps! 


MASCO CORPORATION 277.£, tres 


Milwaukee, Wis. 


























MAKERS OF THE GENUINE 


“EYE-EASE” 
PAPER 


Used increasingly in offices because it 
cuts glare, minimizes eye-strain, reduces 
errors, speeds work. 


IN BOOKS, PADS, a FORMS 


= nano fon = 







Bitee 


NATIONAL BLANK BOOK COMPANY 
Holyoke, Mass. New York Chicago Boston 
























BESZ AEST 


REGUS RUBBER PaT off 


PAPER CEMENT 





MY LLemand 









WRINKLING 
CURLING 
SHRINKING 





A profitable and na- 
tionally advertised 
line. Clean and 
speedy. Stocked by 
leading distributors 
everywhere. 
DEALERS! Write for 
my and Distributors’ 
ist. 


“SELL THE BEST!” 








UNION RUBBER & ASBESTOS CO 
TRENTON, N. J 


A SIZE FOR EVERY PURPOSE 








MARKILO 
CELLULOID PRODUCTS 


, Loose-leaf envelopes, punched; card-cases, any 
—y A\ size; menu covers; factory record protectors; tag 
\ holders; bill-fold envelépes; stamp containers, etc. 












fil o\ Made of acetate (flame resistant) transparent cel- 
f —— lulose. We build to fit your particular need. Write 


fj! -_— us for details. 


Markilo Company. Mfrs. 
3633 S. Racine Ave. Chicago, U. S. A. 











ROLLING STORE LADDERS 


For use on Filing Cab- 


a « inets and Shelving, in 
: Offices, Vaults and Store- 
ie ft | B rooms. 

_— 


LIBRARY 
aaly LADDERS 


Equipped with rubber 

tired wheels and Auto- 
matic Safety Brakes. Made 
in a variety of heights 
and forms. 
DE ALERS—Don’t overlook 
sales opportunities in Roll- 
ing and Library Ladders. 
Write for literature and 
prices. 


Manufactured by 


. D. COTTERMAN 


ee N. Union Ave., Chicago 
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Tabbing 
Desk Pads 


Indexes and 


Specialties 


are manufactured and guaranteed by 


G. J. AIGNER CO. 


CHICAGO, ILLINOIS 


CRAIVIER 


The Complete Line of 
Pos ture seating. 


A Price for Every Purse in Our 3 Price Ranges 


CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 

















A NECESSITY 


in every office 

















‘The amount of work 

e you can turn out in a day 
depends upon your secretary. And 
upon your mail desk. 

To avoid that 5:00 o'clock bottle- 
neck at the mail desk get a Hanson 
Hi-Speed Postal Scale. It shows ex- 
act postage instantly—no weights to 
jiggle. Hairline accuracy. Built to 
last a lifetime. 


HANSON SCALE CO. 
$25 N. Ada St., Chicago, Ill. 


RANSON SEALE 


JOM @ KITCHEN © NURSERY DIET 
















SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 
for details nowl 





Simply tip 
the card 
and copy 


3468 N. Clark St. 


Meilicke. Systems, Inc. Chicsse, ill. 

















-FREE/- 


CLIPBOARD DISPLAY FIXTURE 


A practical way to display all five sizes. Ideal 
for counter or window. This is a solid wood dis- 





play. A permanent fixture for your store. 
With Service Clipboard Deal No. 10 
Service 

6 No. 200 Clipboards 6!/,”xlI” $5.75 dz. $ 2.88 
6 No. 203 = 6. “x9” 5.75 2.88 
24 No. 204 bs 9 “xi2'/.” 6.35 12.70 
12 No. 205 9 “xi5'/.” 7.20 7.20 
6 No. 206 ss 9 “xI7” 7.80 3.90 
54 Total $29.56 


Less usual liberal discount. 


1 DISPLAY FIXTURE FREE 
Ideal for counter or window. Solid wood 
—permanent fixture. 


SEND IN YOUR ORDER TODAY 


SERVICE INDUSTRIES, INC. 
2025 S. Calumet Ave., Chicago 




















Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 












<a ba. i tsa 
ow 


Stanley R.Bristow 








W The MODERN Hectograph! 


the of WRITO! 


Better Results—more and better copies with immediate 
j reuse! Has Longer Shelf Life—quaranteed ——o 


Consider advantages 


against deterioration. Will not crack, dry or spo 
Odorless and non-sticky. Duplicates on any kind of paper 
without tearing. Saves you money—WRITO weighs less, 
so you get more per pound. 
PURE—can be melted and 
reused. 

Complete line in all popular 
sizes in both pans and refills 
Complete line of 
Hectograph Supplies 


O 


Dealers: Write for complete price 
schedule, discounts and sales helps. 
We offer you a real proposition. 


ROSS LABORATORIES, Inc. 
4021 N. Hermitage Ave., Chicago, Ill. 

















CUSTOMER APPEAL! 


TION 
ERIOR FINISH 
HANDLE 


50 


LIST PRICE 


o BEAUTIFUL 0 
o LIGHT, DURABLE, AND EASY T 


Wal 


MANUFACTURING 
COMPANY 


WRITE FOR FULL DETAILS 
531 NORTH ELMWOOD AVE 
OAK PARK. ILLINOIS 
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For Thirty-Five Years 
ALLIED hoon enjoyed 
expressing Season's 
Greetings. 





and once again we extend our 
Best Wishes for a Joyous 
Christmas and a New Year 
iA abundant with 
Good Health Al IFN 
Happiness and 
rosper! ity CARBON & RIBBON MFG CORP 











165 DUANE ST 
NEW YORK, N. Y 








High Grade, Sturdily Built , 


INDUSTRIAL STOOLS 


Good quality stools with 
heavy metal legs and hard- 
wood seats, walnut or nat- 
ural finish. 

Seven sizes, from 18 to 30 
inches high. 

Big demand among defense 
program manufacturers. 


Order a dozen for a starter. 


METALSTAND CO. 


1615-1625 Melon St. 














PHILADELPHIA, PENNA. j 








All Leading Stationery Departments 
are now featuring 


INKOGRAPH 


The Only Successful Stylo 


Dealers all over the country are enjoying greatly 

increased sales due to the demand created by our 

National Advertising Campaign now appearing 

in 

Life —- Saturday Evening Post — Colliers 

Liberty and Look 

If you are not handling Inkographs, why not 

send for catalog and discounts. 


INKOGRAPH CO., INC. 


World’s Largest Manufacturers of 
Pencil Pointed Pens 
New York, N. Y. 





204 Hudson Street 





“A / U t of St . 
STEEL FILES 


Typewriter Tables . . . Map Cases... 
Storage Cabinets . . . Wardrobe Cabinets 
and allied steel products. 


YOUR INQUIRIES ARE INVITED 
ON SPECIAL STEEL ITEMS. 


ANDERSON-HICKEY COMPANY, 
GENEVA, ILLINOIS 


INC. 











Here isa NEW CADO’ Punchless Hinder 


that will please 








To BIND OR 
TO RELEASE 
PAPERS 


any user. 
It’s a hit! 


Investigate the 
outstanding sell- 





SIMPLY 


ing features. If 
your jobber can- 
not supply you 
with CADO bind- 
ers, write direct. 


CUSHMAN & DENISON MFG. CO., 133 W. 23rd ST., NEW YORK 











ALLEN @ WALES 


ADDING MACHINE 
CORPORATION 


444 Madison Avenue NEW YORK CITY 


AMERICAN VISIBLE 


NUMBERING MACHINES 


Model GQ 3 Movement 


Model QD) Lever 
Movement 


Model €J) 9 Movement 


WRITE FOR DISCOUNTS 





AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 














DEALERS WANTED 


You want a type cleaner that re- 
peats . . . that makes two profits 
instead of one. More than 4500 
dealers will tell you that Clarotype 


is the one type cleaner which 
repeats — consistently. Make more 
profits feature Clarotype. 


Write for liberal discounts and 
free advertising aids designed to 
double your type cleaner business. 
The Clarotype Company, Inc. 


16-P Hudson Street, New York, N.Y. 


CLAR- oF Db 4:4 - 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 
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Steel-Strong” Products are sold throu 
Office Supply Dealers only. We have no 


Downey Change Trays 





THE C. L. DOWNEY CO. 


_—— 
AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 


pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 

Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 











gh Stationers and 
retail salesmen to 





HANNIBAL, MO. 





Sy 


We af 


WO STRENGTH 
Mor SMOOTHNESS 





Order from thei ]//(aUi/a Jt eal) 


Originators CHICA 


SUBSIDIARY OF THE JOSEPH DIX 


| 
- SYNONYMS 


That guarantee you and 
your customers satisfac 
tion from thinner leads 
Only the genuine 
Threadline excels in 
quality. 





GO,ILLINOIS 


ON CRUCIBLE CO 
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for CONSTANT RE PEAT PROFITS! 





VEIT MANUFACTURING CO. 1945 E.Kirby DETROIT, MICH. 


FOLDERS GUIDES FILE POCKETS SYSTEMS INDEXES 


Grippit 
Holds 
Like 
Rubber 


This special adhesive sticks with a sinewy, Bands 


flexible grip. Grippitted work can be stripped 
off like adhesive tape, permitting paste-ups 
to be removed, positions to be changed 


Write for Free Tube 
and Profit Story 


HaRRIMAN-WELTS Propucts Co. 200 SuMMER Sr. BosToN 
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Filing Supplies 


Muskegon 
Catalog —— 





Without good index- 


The Browne-Morse 


doubles your sales 
opportunities. 


Write for our Browne-Morse Co. 


ling equipment 
ctically useless. 


as both Equip- 
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© Michigan 


For MORE 
and BETTER Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


The journal contains thoughts | 
that many identified with office | 
equipment can use to advan- | 
tage. It is a common meeting 
place for the exchange of 
worth-while information. 


If you want more and better 
business, you can profit by a 
subscription to Office Appli- 
ances. Domestic rates are $2.00 
a year, two years for $3.00; 
Canada, $2.50 and $4.00; For- 
eign, $3.00 and $5.00. 


THE OFFICE APPLIANCE CO. 


20 North Wacker Drive Chicago, U.S.A. 




















DECEMBER, 1941 





MOORE 


Push-Pins—to pin up interior Xmas decora- 
w@ tions such as ribbon, holly, mistletoe, etc. 


MOORE 


Push-less Hangers—for out-of- 
door wreaths or heavier 






Put A SENTRY 
SAFE on Duty 


and you'll be providing dependable, 
new-safe protection at a used safe price 


INSIDE DIMENSIONS: 15” x 12” x 122" 
WEIGHT: 245 Lbs. 1-Hour Protection 
e 


DEALERS: You can make quick profits on this lower 
priced safe. Many exclusive territories open. Write 


BRUSH PUNNETT wwe 


545 WEST AVE. + ROCHESTER, N. Y. 





Greetings! 
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—. 
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SPEED PRODUCTS COMPANY 


37-18 Northern Blvd. Long Island City, N. Y. 





Us 


DAYTON STENCIL 
WORKS CO. *onis™ 
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PELOUZE POSTAL SCALES 


Simply place the letter on the plat- 
form, read the dial and affix the 
postage. The dial tells the cost in 
cents on all 
mail matter, 
including 
rates by zones. 


STANDARD 
Two sizes—2 Ibs, 
& 4 Ibs, 
Adjustable 
Beam 
A Pelouze Postal Scale for Every Purpose 
AT LEADING DEALERS WRITE FOR CATALOGUE 


PELOUZE MFG. CO. 




















232 E. OHIO St. 
CHICAGO, ILL. 

















MAGIC FLOW 


An Excellent 
Duplicating Ink 
ALSO OTHER DUPLICAT- 
ING SUPPLIES . . . Colored 


Samples and 
prices upon request. 


CONTINENTAL 
INK COMPANY 


544 W. Lake St. 


Help Uncle Sam! 


CONSERVE MATERIALS! 


Buy the preferred Daco line. Daco products are made to last longer, 


Inks available, 


Chicago 











reducing costs and saving materials. 


@ Filing Folders 
@ Guides and Indexes 
@ Bank and Insurance Forms 


@ Filing Systems 
@ Printed and Ruled Stock Forms 
@ Special and N.C.R. Forms 


yooNSN 
DACO 


Write today for illustrated 
catalog and Prices. 


THE DACO CARD e INDEX CO. 


BOSTON,MASS 


9 FEDERAL COURT 





SIMPLIFIED Simple 
PAY-ROLL AND INCOME TAX Compact 
RECORDS Complete 


EZYKEPT 


Pay-Roll and Income Tax 
Books for Small Business 


New tax laws require every business to keep a complete set 
of records. EZYKEPT books provide for all essential information 
in compact form and are reasonably priced. Sold by hundreds 
of stationers. Investigate unusual profit possibilities. 


THE EZYKEPT COMPANY 


Box 475 Champaign, Illinois 
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LIFELONG STEEL CHAIRS 


Few products have enjoyed such immediate and welcome ac- 
ceptance as Steelcase Easyrest Chairs. The exclusive Easyrest 
features of design and construction gain instant recognition 
and approval with buyers and users alike. Combining genuine 
seating comfort with utility, durability, lasting beauty and 
efficiency, Easyrest Chairs are the last and best word in any 

VE TYPE CHAIR office seating program. That's why in installation after installa- 
Ee , generous in size and tion, Easyrest Chairs have won ‘“‘first choice’ on the basis of 
d for: gion superiority and value. | 





Increase Sales with Easyrest Chairs! 


Steelcase Easyrest Chairs have what it takes to “get the 
orders’’— and at a profit too. They are preferred potential 
money-makers in any competitive situation. Their unchallenged Ee 
desirability promotes, in many instances, profitable contracts ee 
for complete Steelcase outfitting installations. Easyrest Chairs, —S 
as members of the extensive Steelcase line of superior office 
equipment, provide a sales combination that is hard to beat. 
When you go alter sales—FEasyrest Lifelong Chairs will help 
you get them. Write today for complete literature and profit 
building details. 


STEELCASE 


BSusiness &quipm err 
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Portable Type writer Division 


UNDERWOOD ELLIOTT FISHER COMPANY 
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BY SALES ALONE — 


At this time of the year, to most of us. comes the 


spirit and thie feeling ol (Christmas. This jovous 


season makes us ol brotherhood 


more the 


aware 


ot man. 


To aot 


customers and entire Portabl 


ly pew riter 


Dealer Organization. our best wishes for 
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